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odd) EQUIPMENT TIE-UPS 





Eight Brodie Bi-Rotor Meters handling 
gasoline, kerosene and fuel oil at 
Sinclair Refining Company's bulk plant 
at Oceanside, Long Island, New York. 


WITH BRODIE BiRotor METERS 


There’s never any question of equipment tie-ups or delays on load- 
ing racks equipped with Brodie Bi-Rotor Meters. With welded all- 
steel housing, Brodie Bi-Rotor Meters are built to withstand shocks 
and vibrational strains. Their sturdy construction greatly increases 
resistance to damage and minimizes any chance of costly leaks and 
losses. Providing greatest accessibility, Brodie Bi-Rotor Meters with 
readily interchangeable measuring units can be quickly and easily 
inspected or cleaned, without disturbing existing line connections. 
Precision dry adjustment can be made in exact increments to within 
1/20 of 1%—while the meter is under pressure—and with no loss of 
liquid. Investigate Brodie Bi-Rotor Meters today. Write for full details. 








Bropie Sf METERS 


RALPH N. BRODIE CO., INC. Gist & LOWELL, OAKLAND 8, CALIFORNIA, U.S.A 
Division Offices: CHRYSLER BLDG., NEW YORK CITY + 59 E. VAN BUREN, CHICAGO 5 + 2101 S. SAN PEDRO, LOS ANGELES 1, CALIFORNIA 
302 SOUTH PEARL ST., DALLAS I, TEXAS » 221-9TH AVE. NORTH, SEATTLE 9, WASH. « REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 
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Among other things: 


The lead feature this month is one of the best appraisals 
of natural gas competition we have ever had the good for- 
tune to run across. The author, D. W. Goldthorp, is well 
known to men who were in the industry before the war... 
for a number of years he had been managing editor of 
FUELOIL JOURNAL, before its merger with Or Heat to form 
the present publication. During the war he went with 
WPB, then to OPA’s fuel rationing setup, and from there 
to Socony-Vacuum, where he now heads fueloil promotion. 


The Heating Show at Philadelphia accounts for two fea- 
ture stories, one on the meetings and another on new prod- 
ucts that were shown. Everyone said it was a splendid 
exposition, although we had to share honors with gas as a 
fuel in the exhibit spaces. It will be different at Chicago in 
April. 

It’s contract season just around the corner for service 
departments, so a special story by Bert Dunphy looks into 
the coverage included in contracts by several big dealers. 
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Sheared 


to Size for Your | 
COMBUSTION | 
CHAMBERS! 


Have your Engineering Department 
check your percentage of scrap saving! 





Names in the News 


Del Wellcome has been appointed 

sales representative for Mor-Sun Fur- 

nace Div., Mor- 

rison Steel Prod- I 

ucts, Inc., Buffalo, 
N. Y., for the 
metropolitan Chi- 
cago territory. He 
has been in the 
heating and air : 
conditioning busi- WP 4 
ness since 1936 | tb 

when he joined the sales department ) 
| of Minneapolis-Honeywell, later be- 


| coming sales engineer for E. G. Lang’ 
hammer Co. and district manager for 


We are specialists in producing heat- 
resistant stainless steels for combustion 
chambers. Whether you are a large or 
small user of these steels our steel- 
making facilities can offer exceptional 
service by especially shearing to your 
specified combustion chamber steel 
blanks, or multiples thereof. 











Askania Regulator Co. In 1947 he 
joined Sampsel Time Control Co. as 


HEAT-RESISTANT STAINLESS STEELS __ sales manager and most recently has . 


| been a manufacturers’ representative. 





Give your combustion chambers all 


four operating advantages | Henry Wollworth was elected presi- 
dent and treasurer, Sid Harvey of ‘ 


N. J., Inc., Newark, N. J., effective 
| January 1. He succeeds M. P. Bernard, 
MORE QUIET BURNER | who has found it necessary to resign to 

| devote his full time to the management 
OPERATION of Sid Harvey of Mass., Inc., Boston, of 


CLEANER HEAT which he is president. Previously Mr. 
BETTER TEMPERATURE 


Bernard had divided his time between 
both companies, and will continue as 


CONTROL director and vice-president of the New 


CONSIDERABLE SAVINGS ON Jersey organization. Both concerns are 
FUEL COSTS associated with Sid Harvey, Inc., Val- 


ley Steam, N. Y. Mr. Wollworth has : 
been with Sid Harvey since 1938 and 
was in charge of the repair department 
before accepting the position of gen: 
eral manager of the New Jersey affili- 
Write for additional information ate in 1949, Wh 





ENGINEERING you 

Ingersoll ida TEST Gerald F. Deer, who has taken over and 
the St. Louis area for U. S. Machine get 

BORG-WARNER CORPORATION Corp., Lebanon, Ind., is one of four cap: 

310 South Michigan Avenue e Chicago 44, Illinois district sales managers recently added pro 

Plants: Chicago, Illinois « New Castle, Indiana e Kalamazoo, Michigan Others are Harold B. R. Larson, wh: cust 
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| he get a Big, Complete Line 
=... for More Sales Advantages! 


Famous Fluid Heat Wall Flame Rotary 
Burner. Two models with firing rates 
from % to 4% gallons per hour. 





Famous Fluid Heat Boiler Burner Units. 
Six models rated from 300 to 1090 
sq. ft. of standing steam. 





Famous Fluid Heat Pressure Burners. 
Four models with firing rates from 
7/10 to 12 gallons per hour. 





Famous Fluid Heat Winter Air Condi- 
tioning Furnaces. Seven models from 
70,000 to 200,000 B.T.U. per hour. 








| You get a Fair, Square 
Deal from an Old, Established 
Manufacturer! 


When you take advantage of a Fluid Heat Franchise, 
you’re backed by a manufacturer who’s been designing 
and building oil heating equipment for 29 years! You 
get full cooperation in merchandising and selling from 
capable and trained field representatives . . . and every 
product is backed to the hilt to assure you complete 


customer satisfaction! 


Dealers everywhere 
prefer Fluid Heat! 


Want to know why? Then just read this: ‘“‘Fluid 
Heat gives me a complete line of Oil Burners that 
are easy to install and seldom need servicing . . . 
in fact you need only a screwdriver to accurately 
set the adjustment on Fluid Heat’s exclusive air- 
regulating ‘Fuel Saver’ control. Non - coking 
stainless steel nozzles, and heavy-duty motors 
are additional features that add up to long, 
trouble-free life. You bet I value my Fluid 
Heat Franchise!”’ 


AUTOMATIC HEATING 
rm— MAIL COUPON NOW for full information!- ~} 





i 

j Fluid Heat Division, ANCHOR POST PRODUCTS, Inc. 

j 6700 Eastern Ave., Baltimore 24, Md. 1 

| Gentlemen: Send me Details on a Fluid Heat Dealer Franchise. i 
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has been assigned all of South Dakota 
and part of southern Minnesota; Nolen 
DeLap, now serving in Arkansas and 
parts of Tennessee, Kentucky and Mis. 
souri and Kenneth F. Freeman, who is 
covering all of Oklahoma and Kansas 
| and part of Missouri. All spent two 
_ weeks at the factory for briefing in 
product and sales procedures before 
taking over their territories just be 
fore Christmas. 








S. T. Mackenzie has been appointed 
to a newly-created post of sales man- 
ager for Babcock & Wilcox Co., New 
York 6, N. Y. Mr. Mackenzie, who 
had been head of the company’s Phila- 
delphia office, will make his headquar- 
ters in New York. R. W. Buntin suc- 
ceeds him as district sales manager in 


Philadelphia. 


. That’s exactly why more marketers, large and small, are 
installing Marlow pumps in both plants and trucks. With more 
new features and advantages, Marlow has given the petroleum | 
industry a new concept of pumping and of pumping costs. 
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W. J. Reed has become manager of 
the Maryland district for The Autocar 
Co., Ardmore, Pa. Mr. Reed, who has 
been on the sales staff of the branch 
for the past five years, will make his 
headquarters in Baltimore and succeeds 
J. Martin McHale, who resigned be- 
“ cause of illness, 

Oil Associates, Inc. of Amityville, N. Y. is a typical retail 
PLANTS co mackzcer using Mariows. Regecd reliable Masiows | wy, A, Matheson has been named 
- ™ . oor director of dealer relations of the re- 
cently organized 
American Bildrok 
Co., Chicago, Ill., 
manufacturers of 
a new type of 
building material. 
It is a lightweight 
aggregate of min- 
erals and Port- 
land cement as a 
binder, made in a variety of insulating, 
acoustical and structural building 
panels for residential and commercial 


TRUCKS Marlow truck pumps are a guarantee of fast delivery and use. Mr. Matheson, long associated 


t tering. Shut ] Imost - ; . "ayy 
eo ening ne ee See CaPaEe Ae AAMOES NON with the oilheating industry, moved up 


USE THIS COUPON song sieudlicnanss gl tions and became president of Wil- 
liams Oil-O-Matic Htg. Corp. in 1944 


Ridgewood, N. J. 
When it merged with Eureka Vacuum 
Cleaner Co., he was executive vice- 
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As manufacturer of the world’s 
largest line of petroleum mar- 
keting pumps, Marlow can help 


[_] Please send me helpful literature 
[_] Please have a representative call 


president of the combined corporation 





you. Write without obligation. IE Sa sietsvastcasntithesciadaireri swans aisoes Scusadeccoite ii . 
for several years and is still on its board 
IRI ss ii civtittaused ty tmsiysteesaveccintgiciesacun of directors. He was twice president of 
M ARLOW PUMPS EE EE EG CIOS Oil-Heat Institute of America and also 
596 Greenwood Ave. wrote “The Selling Man,” a book on 
ores ae” NIN Teicowietsv lee Gu niece SOE iiscrscccichcavs ; 
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specialty selling. 
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The Sun-Ray Series “S’’ Burner—a 
Jeader among quality oil burners— 
features a specially designed hous- 
ing for the famous “’Shell’’ Patented 
Combustion Head, Sun-Ray Carbu- 
retion and Automatic Electric Oil 
Brake, all combined to give up to 
36% in fuel savings, higher CO:, 
higher flame and lower stack tem- 
peratures and just about the best 
ever in over-all combustion effi- 
ciency ond clean, quiet operation. 


Judge the Burner you 


sell on .-- 
* DESIGN 
° PERFORMANCE 


. REPUTATION 
° TYPES & SIZES 
e PRICE ‘ 


le 
and you'll sett 
on SUN-RAY | 


Inquiries invited from Boiler 
and Furnace Manufacturers 





FAMOUS THE WORLD OVER FOR QUALITY 


SUN-RAY BURNER MANUFACTURING CORP. 
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IS WAY AHEAD IN DESIGN 
PERFORMANCE - SALES 


It pays to sell the burner line that’s complete—that gives 
you plenty of range to select the right burner for each 
installation, large or small. 


It pays to sell the Sun-Ray because it’s a quality line, 
built by one of the leading and oldest burner manu- 
tacturers. Sun-Ray burners are endorsed and specified 
by architects, engineers, builders, realty managers, 
federal, state and city departments everywhere. Thou- 


sands upon thousands of these burners are installed 


every year in homes, apartment houses, stores, factories, 
schools, churches, institutions, etc. 


It pays to sell Sun-Ray because Sun-Ray sales litera- 
ture, newspaper mats, window displays and signs make 
Sun-Ray known to your customers as an outstanding 
name for economical heating. Sun-Ray factory engineer- 
ing and sales cooperation are outstanding. 


For quicker service — Sun-Ray Burners are factory 
stocked in Buffalo, Chicago, St. Louis, Detroit and Port- 
land, Ore. They are also warehoused by leading dis- 
tributors throughout the country. 


Investigate the Sun-Ray line from every angle — 
design, specifications, installation, service, performance, 
price. You'll discover—as have many others—that it pays 
off handsomely to enjoy a Sun-Ray sales franchise. 
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Editorial Lf aks 


At the quarterly meeting of the 
board of directors of Oil-Heat Institute 
of America it was voted not to raise 
the dues at this time, even though op- 
erating expenses have risen sharply. 

The members of the board reasoned 
that in a period of national emergency 
a central industry rallying point is 
more necessary than ever. It is time, 
they felt, to make a special effort to 
get into the fold a considerable number 
of industry men and firms that are not 
yet members. 

Increased membership, at present 
dues, is more desirable than larger con- 
tributions from fewer companies. The 
period ahead is clearly one in which 
group action for the industry can get 
some things done that would be too 
burdensome to undertake individually. 

In this issue is an article setting forth 
the Institute’s activities on manpower 
... its presentation to the Government 
authorities. The clear exposition of the 
case for special consideration of serv- 
icemen will also be valuable to individ- 
ual dealers with their local boards. 
These jobs the Institute can do well. 


6, 
“ef 


A question has been raised in oil- 
heating circles as to whether the in- 
dustry should spend any significant 
amounts to promote oilheating in cities 
where gas is considerably cheaper as a 
fuel. 

Detroit was cited as an example of 
a city where gas got the lion’s share 
of installations for several months; 
then when gas limits had been reached 
and no more jobs could be put in, very 
few families bought oilburners. They 
preferred to wait until gas was again 
available. To the extent that this was 
true in Detroit, it could have been 
avoided to a large extent if a real pro- 
motional campaign for oilheating had 
been under way. 


10 


Our reason for thinking this is that 
it happened in St. Louis. Gas in St. 
Louis is cheap when you can get the 
installations. But last August the gas 
utility cut off taking new connections. 
Oilheating, which had been doing only 
a fair business, immediately took a 
spurt. The year ended with a good 
crop of new oilburner users. 

The difference between St. Louis and 
Detroit . . . St. Louis had persevered 
in oilheating promotion through its 
local association. People knew well the 
reasons why it was good. 


o, 
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At a Federal Power Commission 
hearing in January, N. C. McGowen, 
president of United Gas Pipeline Co., 
explained that competition to buy gas 
in the Gulf Coast area is getting keen- 
er each year. 

He stated that prior to the tapping 
of the area by the new long distance 
lines starting in 1944 gas producers 
were crying for markets. Now it is 
necessary to seek them out and engage 
in stiff bargaining to buy gas, he went 
on to say. 

Industrial gas consumers in the Gulf 
Coast area are squawking about ex- 
porting larger amounts of gas; com- 
petition from the long lines has raised 
their costs for gas. 

Then there was a member of FPC, 
Mr. Harrington Wimberly, who spoke 
before the Interstate Oil Compact 
Commission last month. He suggested 


the possibility that natural gas reserves — 


may have been over-committed to the 

large lines. He concluded, “It may be 

that those who are demanding more 

and larger markets may have to do 

some explaining to home town cus- 

tomers in five or ten years from now.” 
oe 

An interesting letter to the editor 
from a fueloil marketer in upstate New 
York could have been written by a 
great many other men in the business. 
It points up, with benefit of figures, the 
present ratio of margins to selling price 
as compared to prewar experiences. 
This is the letter: 

“Our fueloil margin in 1939 was 
2.075¢ with a retail price of 7.7¢, or 
36.8%. Now it is 2.7¢ with a retail 
price of 13.7¢, or 24.5%. The oil price 
in that 11 years has increased 78%; 


our margin has increased 30%; our 
operating expenses.are up nearly 100% 
. where do we get off?” 

If that were all there were to the 
story, certainly most fueloil distribu- 
tors would have long since quit. Nat- 
urally we would like to see higher mar- 
gins, but we don’t think they will be 
much higher on the average as long as 
the oil suppliers can get the job done 
and the public reasonably well served. 

The reason fueloil men have stayed 
in business in spite of the unfavorable 
economic comparisons is that there are 


~ so many more customers being served 


by the average oil man today. Some 
figures from the January issues of 1940 
and 1951 bring this to light. Today 
there are 5,146,000 central heating oil 
users; then there were 2,135,000. The 
number of fueloil distributors has not 
increased in anything like that pro 
portion. In 1940 the average fueloil 
truck served 125 customers; now they 
serve 313... trucks today average 
much larger in size. 

In 1940 the average fueloil mar- 
keter delivered 40 gallons per truck 
mile of operation; today he delivers 52 
gallons, His average truck in 1940 was 
driven 8,400 miles a year; now it goes 
11,200. In 1940 the average truck de- 
livered 336,000 gallons; in 1950 it de- 
livered 582,000 gallons. 

Those are some of the reasons why 
retail fueloil men are still around. Cer- 
tainly 1939 margin ratios would be 
much easier to live with today than 
what we have, but calling a spade a 
spade, it’s only economic pressure that 
can raise them. That pressure is not 
sufficiently evident today, when the 
suppliers are able to get marketers to 
distribute all of the product they make. 


}, 
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More than 70% of the 2,000 com- 
panies supplying goods and services to 
the B. F. Goodrich Co. last year are 
so-called “‘small-business,” according to 
a company survey, They were classi- 
fied as small because they had fewer 
than 500 employees or sold less than 
five million dollars a year. 

By that yardstick the vast majority 
of the companies in our industry are 
small. This may be a help as Washing- 
ton activities progress, for the poli- 
ticians profess to love small business. 
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SCULLY 


FUEL OIL 
DELIVERY 


AIDS 


conservation Of ‘fuel, time, 
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equipment and maurp 


VENTALARM 


WHISTLING TANK FILL SIGNAL 


For installation on new and old fuel oil tanks. Driver just 
fills 'til the whistle stops. Prevents spills. Eliminates need to 
enter home. Simplifies degree-day work. Saves five minutes 
per drop. Decreases delivery costs by 15% to 30%. Models 
for all vent pipe sizes on both new and old tanks. 


VENTALARM cauce 


All the benefits of the whistling tank fill signal combined 
with a tank gauge of super visibility. Read easily even 10 ft. 
away. Saves installation time and cost. No reducing bushing 
needed. “Snap-by" float arm adjustable for permanent oper- 
ation in either direction. You install one item instead of three. 


FASFILL connector 


Portable, hand-tight connection for gun and fill pipes of all 
sizes. Allows top-speed fills without a drip or blowback. Easy 
hand turn puts it in place. No tools involved. No buildups 
necessary. Diaphragm head holds nozzle. 


REMOTAMATIC contro: 


T. M. REG. 


Remote control which permits starting and stopping the truck 
motor and delivery pump by opening and closing the hose 
nozzle while at the fill pipe. Eliminates unnecessary motor 
operation. Cuts gas consumption. Control is in small metal 
box easily installed in cab or under engine hood of new 
or old trucks. 


$ lar Suppl 
House or wite for infor SCULLY SIGNAL CO. 


mation to... 76 First St., Cambridge 41, Mass. 
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1949 


1945 = 1946 -Ss«d1947~=—«1948 
Shipments of Oilburners and Units 
(Including Exports) 


Adjusted to include manufacturers other than the 152 reporting to 
Census Bureau, FUELom & Or Heat's estimates of shipments are: 








———§NOVEMBER—— = ——_—_——-ELEVEN MONTHS 
Percent Percent 
1950 1949 Change 1950 1949 Change 
Convers on 47,577 44,328 + 7.3 624,484 416,173 + 50.0 
Boiler units 6,064 6,104 — 0.6 84,066 50,650 + 65.9 
Furnace units 16,594 10,530 + 57.6 157,752 89,622 + 76:0 
All Domestic 70,235 60,962 + 15.2 866,302 556,445 + 55.6 
Commercial 3,747 2,554 + 46.7 32.173 23,524 + 36.7 
Total 73,982 63,516 + 16.5 898,475 579,969 + 54.9 
159.0, 
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December Minimum Retail Prices: Key Dealers 


CONVERSION BURNERS BOILER-BURNERS FURNACE-BURNERS 
December Aver. $321 $663 $606 
November Aver. 319 661 610 
Price Index: Conversion Burners: January 1940 is 100% 
WHOLESALE RETAIL 
December 137.9 Six monthsago 124.4 December 135.3 Sixmonthsago 125.3 
November 134.0 Yearago 128.2 November 136.3 Yearago 129.4 





OILBURNER PRICES COMPARED TO GENERAL INDEXES 


O/LBURNER PRICES - RETAIL CONVERSION BURNER -JAN. 1940=100 
INDIVIDUAL INCOMES — BUREAU OF LABOR STATISTICS — 1939 = 100 -------n =H 
CONSTRUCTION COSTS — RESIDENTIAL- DEPT. OF COMMERCE — 1939 =100 — + —— - —e 
COST OF LIVING —- BUREAU OF LABOR STATISTICS — 1935-39 =100 cxcccccccq000000020000 
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Oilheating Trends 


ESTIMATED INSTALLATIONS of domestic 
oilburners and units in December were 
39,128, or 19% above the correspond- 
ing month of last year. However, this 
showed a very sharp drop from the 
83,964 installed in November. 


The December installations were 
divided: New homes 15,025; Replace- 
ments of old oilburners 5,073; Gonver- 
sions from other fuels 19,030. For the 
total twelve months the indicated in- 
stallations were 786,822. This figure of 
course is at variance with the estimate 
published in the January issue of 
FuELoit & Om HEAT in which the 
year’s total based on the big year end 
market study was 817,702. The final 
estimate, to appear in the March issue 
will take into account complete factory 
shipments, dealer stock levels, exports, 
and other minor factors. At that time 
there will also be made a state by state 
summary as in former years. 


Based on the 1950 monthly market 
sampling studies the installation total 
was divided: New homes 217,636; Re- 
placements of old oilburners 88,508; 
Conversions from other fuels 480,678. 
However, the slightly different ratios 
between these three applications that 
was shown in the January FUELOIL & 
Oi Heat is probably more nearly ac- 
curate since it was based on a large 
study made at one time. We would 
recommend that when the final esti- 
mate for the year is published in March 
you take the January issue percentages 
on kinds of installations and apply 
those, revising your monthly figures 
back through the year to conform. 


BURNER STOCK: Domestic oilburn- 
ers and units in dealer stocks on Janu- 
ary 1 were approximately 119,509 
compared with 117,960 on December 
1 and compared with only 54,478 on 
January 1, 1950. Thus we see that 
during the year there was a rise in 
dealer stocks of approximately 65,031. 
Factory stocks on October 31, the latest 
available information were 39,506. 


TANK svTocks: Oilheating dealers 
had in stock on January 1 approxi- 
mately 76,130 customer tanks, com- 
pared with 75,397 on December 1. 
These stocks were divided by sizes as 
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Quiet MAY 
Boiler-Burner 
Unit . 





To instill 
_ confidence 
_. Mnstall 


When you install Quiet MAY oil heating 
equipment, you instill the kind of con- 
fidence that keeps building your business Quiet MAY 


... year affer year. Conversion 
Burner 





For Quiet MAY is a respected name 
everywhere. On a conversion oil burner 
...on a boiler-burner unit... on a warm 
air furnace ... it inspires your customer's 
confidence in the soundness of his 
investment. Quiet MAY’s performance, 
end-product of 26 years of engineering 
advancement, unfailingly justifies that 
trust . . . constantly broadening public 
confidence in you. 


Hundreds of Quiet MAY dealers have 
sales records to prove the point. Why not 
prove it to yourself? 


MAY OIL BURNER division of Gerotor May Corp., Baltimore 3, Maryland 











follows: 220-275 gallon 67,028; 550- 
675 gallon 6,789; 1,000 and larger 
2,313. For the fourth month in a row 
the average price paid by dealers for 
the 275 gallon size was $44. The mar- 
ket seems to have leveled off at this 
point and the dealers seem to be getting 
about all the tanks they need. It was- 
significant that in a later question about 
what material shortages were holding 
up completion of present orders only 
1% of dealers mentioned tanks. 


DETAIL OF REPLACEMENT SALES: For 
the first time in several years a check 
was made this month to learn what 
kind of equipment is being sold to re- 
place obsolete oilburners. Based on the 
experience of the reporting group dur- 
ing 1950, 55% of the replacements 
were conversion burners only, 23% 
also included a new boiler and 22% 
also included a new furnace. The deal- 
ers were not asked to distinguish be- 
tween factory boiler burner units and 
the separate boiler in which the dealer 
placed his burner. The same was true 
with furnaces: The significant point is 
that nearly half of all replacement 
sales involved a complete heating unit. 

On 85% of the replacement sales 
new controls were supplied through- 
out; on 9% of such deals new tanks 
were supplied. 

There has:been a lot of conversation 
about the age of oilburners that are 
replaced. Some manufacturers urge 
their dealers to replace any oilburner 
they can, on the theory that the new 
one will be more efficient. Some of these 
quick turnovers do occur but by far the 
largest number of replaced burners are 
over 10 years old. In the experience 
of the reporting group 6% of the 
burners they replaced were under 5 
years old; 17% were between 5 and 
10 years old; 38% were between 10 
and 15 years old; 39% were over 15 
years old. The median age of all burn- 
ers replaced by the group was 14 years. 

About one-seventh of the old burn- 
ers taken out are cleaned up and tuned 
up to be sold again. Naturally the 
others are also sold either as scrap or 
to some junk dealer who may in turn 
put them back to work. The point 
however is that one-seventh of the old 
burners are installed in other homes 
by the dealer who replaced them. 
Asked what they get for one of these 
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Oilburner* and Building Permits 


—_—_———OILBURNERS————— DWELLINGS—————- 
December 12 MONTHS December 12 MONTHS 
1950 1949 1950 1949 1950 1949 1950 1949 
46 100 1094 698 Albany, N. Y. of a % a > 
196 547 4875 6173 Baltimore, Md. 474 183 2661 2885 
-y “4 ie ° Binghampton, N. Y. 12 3 150 166 
ih oe Bloomfield, N. J. 151 2 342 81 
‘ 1213 ss Boston, Mass. 14 23 319 343 
102 92 1398 1065 Bridgeport, Conn. a is a .. 
ti OE: wi .. Buffalo, N. Y. Sk 27 me 43} 
5 - 34 Columbus, Ohio sia Ke as - 
os De 3 +s Des Moines, Iowa 23 44 1638 1213 
290 92 2282 6011 Detroit, Mich. 403 895 11981 12064 
101 61 878 597 Elizabeth, N. J. 4 2 63 54 
47 35 530 379 Freeport, N. Y. as - ss ¥% 
‘ Ay ok s Greenwich, Conn. 36 30 406 240 
¥ a 3s -+ Hackensack, N. J. 22 2 208 56 
129 101 1535 1066 Hartford, Conn. “8 + aa bie 
8 3 ‘ee -- Hudson County, N. J. os _ ae 
9 23 552 340 Irvington, N. J. 4 0 51 25 
at ig oe Lynn, Mass. 5 8 171 204 
de 114 an 448 Meriden, Conn. e = is bs 
120 265 3033 3769 Milwaukee, Wisc. 172 209 3611 2324 
81 122 1056 1216 Minneapolis, Minn. 39 fos | “2007. Pt898 
21 10 362 261 Montclair, N. J. fs i. ee i 
ae ar oe oe Morristown, N. J. 41 ae 68 ki 
20 27 503 447 Mt. Vernon, N. Y. as iy 
ne 96 Nae > Newark, N. J. 
51 34 947 689 New Bedford, Mass. 
57 62 697 763 New Haven, Conn. 
me a ne = New Orleans, La. oa és a es 
46 14 423 322 New Rochelle, N. Y. 3 12 198 60 
2790 2592 35339 27364 New York City (total)  .. oe i ¢ 
2096 1983 28124 21146 Brooklyn-Queens 
694 609 7215 6218 Manhattan, Bronx, Rchd me ies +5 
98 147 1399 1947 Norfolk, Va. £3 85 4 841 
a a“ 6 Ps Oakland, Calif. Me a me - 
87 53 1243 «1628 Omaha, Nebr. 27 46 1479 716 
14 6 289 206 Orange, N. J. 0 2 18 9 
10 17 388 318 Passaic, N. J. AS tie > - 
29 43 1047 768 Paterson, N. J. 21 11 218 123 
965 944 14101 10731 Philadelphia, Pa. ae — o ¥ 
Be > o- + Plainfield, N. J. 24 7 312 142 
61 24 664 402 Portland, Me. 6 10 232 138 
380 284 5998 6226 Portland, Oreg. 107 339 2490 2209 
9 15 253 265 Poughkeepsie, N. Y. Pa ue ne <4 
50 eg 674 Providence, R. I. ye 12 ss 185 
£2 a +s ste Reading, Pa. 7 3 79 65 
46 106) «| «1193 Pe Richmond, Va. 31 41 723 676 
50 125 1148 2426 Roanoke, Va. ie ws aie om 
126 16 3475 281 Rochester, N. Y. a Sea me 6 
15 38 373 376 Rockville Center, N. Y. 14 6 197 114 
29 79 603 812 Salem, Mass. 0 3 79 94 
oo se she o- St. Louis, Mo. 23 43 969 598 
89 114 2242 2157 — St. Paul, Minn. 31 71 1640 834 
76 81 674 567 Schenectady, N. Y. Be set oat - 
Ks + yi ‘ Seattle, Wash. 133 153 2761 1690 
om a at be Springfield, Mass. 43 71 764 562 
88 69 968 575 Stamford, Conn. oy age ae ~ 
re 30 oti 668 Syracuse, N. Y. 26 5 Aa 591 355 
- me ° Trenton, N. J. 2 2 64 70 
a ate she ee Utica, N. Y. 1 1 1b fe 85 
108 126 2086 1426 Washington, D. C. te et an beg 
> mA ei .. West Orange, N. J. 98 6 551 189 
23 20 410 279 White Plains, N. Y. 30 5 239 108 
78 47 1143 1139 Wilmington, Dela. 6 1 256 103 
167 123 3146 1629 Worcester, Mass. ‘% ee i - 
106 38 = 1074 655 Yonkers, N. Y. 4) i Sa - 
6760 6694 99383 87052 Totals 1988 2411 37693 30438 
+14.1 Percent Change * —17.5 +23.8 


+1.0 


*Permits are not total sales in each market since none are reported from suburban 
areas, which normally account for 20% to 60% of total sales in each market; nor are 
they an accurate index where enforcement is lax. Rightly used, however, they are a useful 
working index. 
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old burners polished up and resold with 
a 275 gallon basement tank, the average 
price was $225. 


INSTALLATION MATERIALS: Among 
the reporting group of dealers three 
out of four say that they are building 
material stocks as large as they can 


get or can afford to carry. This situation 
seems to be pretty well under control. 
Asked how many jobs they were un- 
able to complete because they lack some 
item of installation material only 1 
dealer in 8 is being held back on any 


(Please turn to page 109) 
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SUCCESS SECRET 


Ordinary fire brick 
chamber soaks up heat 


for several minutes 

lowers efficiency. 
re 
L—t 
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Chambers of Arm- 
strong’s Insulating 
Fire Brick reflect heat 
back into firebox al- 
most immediately. 











Armstrong's combustion chambers 


Engineered to make any burner do its best 


Armstrong’s Combustion Chambers promote 
peak performance of every burner. For one 
thing, these chambers get hotter in two or three 
minutes than heavy fire brick chambers do in 
15 or 20 minutes. Because they heat up faster, 
CO, readings are higher. There is less smoke. 

With these chambers, burners can be adjusted 
more accurately, and this means that homes 
can be kept comfortable with up to 15% less 
fuel. Because the insulating fire brick are porous, 
they act as an acoustical material, “soaking up” 
most of the burner roar. 

Armstrong’s Combustion Chambers are made 
in three types for all temperatures to 2600° F. 


All come in three sizes for burners ranging 
in capacity from one to two gallons per hour. 

For furnaces requiring special fabrication, 
you can choose from Armstrong’s complete 
line of six standard insulating fire brick. All 
these brick have low heat storage and high 
insulating efficiency, great strength and spalling 
resistance, and are easy to handle and cut. 

Armstrong’s Combustion Chambers and Insu- 
lating Fire Brick are available through Arm- 
strong’s distributors and oil-burner wholesalers. 
For information, call your supplier or 
write to Armstrong Cork Company, 1402 
Mulberry Street, Lancaster, Penna. 





ARMSTRONG’S COMBUSTION CHAMBERS 


Made of Armstrong’s Insulating Fire Brick 








Government Influences on Fuels 


by 
Milburn Petty 


WASHINGTON—Relief measures for 
fuel oil dealers caught in a margin 
squeeze are being studied by the Eco- 
nomic Stabilization Administration. 

Many distributors found themselves 
with their buying prices up and selling 
prices still down when the industry 
was requested by ESA to hold the line 
as of December 18. 

The general freeze on prices took 
the “highs” between December 19 and 
January 25 as ceilings. 

Since the industry had been comply- 
ing with ESA’s special voluntary freeze 
on its prices, the order has not affected 
oil except that these price levels are 
now mandatory. 

Orville Judd, ESA’s oil price chief, 
has been working on a “formula” to 
set oil prices at all levels beginning 
with the price of crude oil. 

This involves determining what is 
the “proper” relationship between 
crude and refinery prices, and between 
tank car and tank wagon prices. It may 
mean establishing a new price struc- 
ture, area by area. 

Judd has a new boss, though, which 
may change the situation. He is Rich- 
ard L. Bowditch, Boston coal man, 
ESA’s assistant director for transpor- 
‘tation, fuels, services, imports, exports. 

Already, there are indications that 
Bowditch will take an active interest 
in oil price controls. 


Tankers To Get Attention 


First action to relieve the margin 
squeeze likely will be ESA’s setting of 
ceilings on tanker rates. 

While east coast marketers have 
held the line on fuel oil prices, rates 
for tankers continued to climb, reach- 
ing 200% above U. S. Maritime Com- 
mission rates of World War II. 

ESA is now setting up an industry 
advisory committee to consult with on 
the east coast situation. Besides rolling 
back rates, it may be necessary for 
ESA to grant some increases in fuel 
oil prices, too. 

In determining rates for civilian oil 


cargoes, ESA may be guided by the 
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rates set by the U. S. Maritime Admin- 
istration for transactions in the new 
voluntary “pool” to supply the mili- 
tary’s tanker requirements. 

Rates set for T-2 tankers or larger 
(14,000 DWT and over) were the 
USMC rate plus 25%; for tankers be- 
tween 9,000 and 14,000 DWT, USMC 
plus 40%; and for those between 6,000 
and 9,000 DWT, there will be special 
rates fixed. 


PAD Says Fuel Oil Supply OK 


Replying to Congressman Heselton 
of Massachusetts, the Petroleum Ad- 
ministration for Defense said: 

“While the supply situation at the 
moment is fairly tight, there appears 
to be nothing to cause alarm.” 

Several principal New England sup- 
pliers have advised PAD “that, barring 
unforeseen circumstances such as dis- 
ruption to normal transportation apt 
to be caused by severe snowstorms, 
there appears to be no probability of 
anyone actually decreasing stocks to 
the point of being unable to supply cus- 
tomer’s needs.” 

Congressman Heselton has _ sug- 
gested that the government re-instate 
the so-called conservation order of 
1948 limiting the installation of oil 
burners in new government projects. 
(This order was rescinded in January, 
1949, when there was plenty of oil.) 


Roundtable On Fuels Planned 
Chairman O’Mahoney of the Sen- 


ate Interior Committee plans to hold 
a roundtable discussion of fuel policies 
late in February, with experts on oil, 
gas, coal and electricity participating. 

This roundtable will be preliminary 
to formal hearings by O’Mahoney’s 
committee which are for the purpose of 
developing a national policy on fuels. 

As a basis for these discussion, the 
committee has published a 226-page 
monograph which O’Mahoney de- 
scribes as “a compilation of known 
facts” about all fuels. 

O’Mahoney posed these questions: 

To what extent would defense needs 
necessitate restrictions on liquid fuel 
consumption? 

To what extent is fuel-consuming 


equipment readily convertible from 
one fuel to another? 

Is it possible to re-direct present flow 
of fuel supplies to meet military needs 
at new points of consumption? 

Are the necessary transportation fa- 
cilities available? 


States May Fix Prices On Gas 


Taking a tip from the Supreme 
Court, several of the producing states 
are now considering legislation to set 
minimum prices on natural gas at the 
wellhead, probably higher than some 
contracts now in force. 

In time, this might compel the Fed- 
eral Power Commission to allow pipe- 
line-owned gas production to be fig- 
ured in at a higher cost in fixing rates. 


Seek Action In Phillips Case 


Senator Wiley of Wisconsin is urg- 
ing action by the FPC in the oft-post- 
poned case against Phillips Petroleum 
Co. in which the commission seeks to 
bring the oil company under its juris- 
diction and roll back its natural gas 
prices to certain mid-western utilities. 


PAD Studies Transportation 


Swamped with new applications for 
oil and gas pipelines, PAD has called 
in John Boatwright, Indiana Standard 
economist, to study transportation. 

Idea is to find out what should come 
first in new transportation projects in 
view of material shortages. 

‘For example,” PAD Deputy Bruce 
Brown explained, “we want to know 
if it will be necessary to build more 
pipelines to the East Coast.” 

In the last war, the “Big Inch” pipe- 
lines were built by the government to 
transport crude oil and products to the 
east coast, by-passing the submarines 
infesting tanker lanes. Afterwards, 
they were sold for gas use, with a pro- 
vision that they could be reconverted 
to oil if national defense required it. 
It is now recognized that these lines 
are probably irrevocably committed to 
gas transmission. 

With complaints dwindling, PAD 
now believes the temporary shortage 
of liquefied petroleum gas is “clearing 
up.” But it may flare up again in a pro- 
longed cold spell. Only remedy is to 
build more pressure tank cars as PAD 
has recommended. 
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House cleaning for natural Gas 


Customer relations—often secondary or neglected—regaining Importance 


by 
D. W. Goldthorp* 


BG Sa: INTRODUCTION of natural gas 
will produce a change in your 
market area that is more than surface 
deep. Riding around, you will see 
everything the same—streets, houses, 
people. Even the building of the gas 
utility will have the old familiar look. 
The change won’t be physical. It will 
be in the minds of your customers and 
prospects. In automatic heating, they 
will be aware of a choice—oil or gas. 
They may have had a choice for years, 
but the ballyhoo that comes with nat- 
ural gas will make them conscious of 
it. Once people realize that two sys- 
tems provide the same desirable result, 
they start comparing; they place em- 
phasis on points they would take for 
granted, were there no choice. 


People have not two but many 
choices in automobiles, refrigerators, 
washing machines, television sets and 
kitchen ranges. They know that all 
automobiles operate the same, basically. 
So a buyer chooses a particular make 
for one or more relatively minor rea- 
sons—miles per gallon, body design, 
availability, service facilities, ease of 
buying—features that have little to do 
with getting there and back. The same 
is true of all home appliances. The buy- 
er knows that all will give him what he 
wants, so he rests his selection of one 
make over others upon features that 
are definitely secondary to the main 
purpose of the unit. 

This is the change that natural gas 
will bring when it comes to your town. 
People will begin to compare oilheating 
with gasheating, as they’ve never done 
before. They won’t question the ability 
of an oilburner to heat a house, or of 
oil to burn, any more than they will 
question gas as a suitable fuel. They 
will compare relative efficiencies, de- 





*Socony-Vacuum Oil Co., New York. 


pendability of fuel supplies, cost and 
dependability of service. Above all, 
they will want to know which is the 
more automatic. Competition is no 
longer your burner against another 
burner but your oilheating against gas- 
heating. 


Start planning now . 


Success against natural gas competi- 
tion depends upon a switch in strategy 
to meet the change. And since that is 
something that takes thought and plan- 
ning, now is none too soon to start. 
You can be sure that people are going 
to have automatic heating—(that idea 
has been sold)—but whether they will 
buy yours or the type offered by a gas 
utility depends upon who does the best 
selling job. 

While thinking along these lines, it’s 
just as well to be honest and admit that 
oilheating generally has never been 
sold, in the sense that automatic refrig- 
erators, radios, washing machines and 
other home appliances have been pro- 
moted. Make any comparison you want 
—number of salesmen, volume of ad- 
vertising, use of direct mail, number of 
dealers—and you'll discover that oil- 
heating is far down the list. The reason 
is simply that oil in many markets has 
had the automatic heating field pretty 
much to itself. Now, that is changing. 
Sales activities that have been second- 
ary or completely neglected in the past 
will become more important. 

Gas utilities are in position to know 
in minute detail the marketing areas 
they serve. If you should try to com- 
pete against them, knowing less than 
they do, you may be fighting a losing 
battle. While you gun for two sales, 
the utility will pick off a dozen. 

You already know a great deal about 
your market area because you've 
worked it for years, but unless you 
have recently collected data, set them 
down and studied them, the chances 


are you don’t know all you are going 
to need to know. This is particularly 
true if your last good look at the mar- 
ket was cast before the start of World 
War II. In the VU, S., since 1940: 

Nearly 14,000,000 consumers have 
died. 

Better than i/3 of all present fami- 
lies have been formed. 

These are the vital statistics only. 
Perhaps more important is the change 
that has come in buying attitudes, due 
to social changes and cheap money. 
More people have more money, and 
think less about saving it for a rainy 
day, than ever before. Through social 
security and company pensions the fu- 
ture seems safe to them. And every- 
body should have all the good things 
that drop off the end of assembly lines. 





It’s a fact that 48% of the people today 
have no consciousness of ever having 
lived during depression — they have 
been bred to expect only rising produc- 
tion, plenty of jobs, 5 day weeks and 
high rates of pay. Under these condi- 
tions it’s easy for a family to decide to 
purchase now those things which add 
to their enjoyment of life. Sales figures 
show that this is just what millions of 
families are doing. 


This is a period of fast buying. Sales 
go to the fast sellers. It isn’t enough 
today just to be in business—or to have 
a good reputation. You've got to reach 
the buyer before he buys. If you don’t, 
the gas utility will. 

This is why it’s so important to 
know your market as it is today. Not 
just the geographical boundaries, but 
what and who these boundaries con- 
fine. Your job is to sell oilheating where 
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it can be sold, and sell it to everybody 
at once. Like the gas utility is going to 
sell gasheating. This means working 
the sections where the greatest number 
of able-to-buy prospects live—and 
working those sections consistently 
through advertising, direct mail, and 
personal sales calls. It might even mean_ 
estimating the number of structures by 
type of fuel used, to be sure you won't 
spend time selling oilheating to those 
who already have it. You will certainly 
want to underscore those sections not 
served by gas mains, for these will be 
the places where oil will continue to be 
the only automatic heating fuel. 


Your prime sections will be those 
with a good proportion of coalheated 
dwellings. The faster you get into 
these places with your story, the bet- 
ter, for experience shows that gas 
draws its customers away from coal, 
rather than oil. The fewer the coal cus- 
tomers, the harder it will be for gas to 
get started. 

Try to get a line on what people in 
your town think about gasheating. Ask 
your friends. Get your employees to 
ask theirs, Perhaps you can talk to peo- 
ple who use it. They will tell you what 
they like about it—or don’t like—and 
such information will come in handy 
when you go out to sell against gas. 


A sharp eye trained on your utility 
is a good practice too. Its heating rates, 
of course, are a “must,” so that you 
can compare the cost of heating with 
oil and gas. Watch its advertising and 
promotion material, so you will know 
its strong arguments and how it gets 
these before people. Be alert to what 
it is doing to increase its storage capac- 
ity and to extend its mains. And be- 
cause some utilities have been known 
to oversell, with consequent inability to 





supply sufficient gas during periods of 
peak loads, look for signs of such a 
trend by your utility. Get to know how 
it services house heating customers— 
directly or through contractors—for 
you might find a good sales argument 
here. Its installation standards, past 
and present, and their trend up or 
down, deserve your attention for the 
same reason. In other words, gas utili- 
ties are not as infallible as some people 


think. 


Mobilize your selling Points 


The advantages of heating with oil 
are the same whether you compete 
against gas or not. But the way you 
present your arguments and the way 
you support them are quite different. 
Where there is no gas competition, the 
prospect is led to the decision that he 
wants automatic heating. There’s a 
world of difference between leading 
him to that decision and convincing 
him that he wants oil rather than gas. 
As a matter of fact, when competing 
against gas, it’s wise to assume that 
your prospects want automatic heat- 
ing, and that your job is to show them 
why oil is the better buy. Here are 
some suggestions: 


1. Oil is automatic — completely 
automatic. A burner starts.and stops 
by itself to maintain any temperature 
desired. Fuel is delivered without or- 
dering and without disturbing the oc- 
cupants of the house. Through the de- 
gree-day delivery system, there need be 
no interruption in the supply of fuel 
to the burner. What could be more 
automatic? 

2. Both oilburners and gasburners 
are mechanical devices that require 
periodic servicing for maximum de- 
pendability and efficiency. Properly at- 
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tended to, both operate with few me- 
chanical breakdowns and at practically 
the same efficiencies. 


3. The supply of oil is dependable. 
Crude oil reserves in the U. S. have 
been rising steadily despite increased 
consumption. Reserves of natural gas, 
based on present consumption, are not 
much larger than those of crude oil. 


4. Oil is clean. It’s as clean as any 
fuel commonly available can be. Clean- 
liness in a fuel is measured by the com- 
pleteness of its burning. Oil burns as 
completely as gas. 

5. Oil is safe. Before it will burn, it 
must be heated to temperatures that 
are rarely encountered in a home out- 
side the furnace or boiler. Consequent- 
ly, a leak, though annoying, rarely pro- 
duces a dangerous situation if attended 
to promptly. Liquid oil does not mix 
with air to form a mixture that can be 
exploded by a lighted match or cigar- 
ette, or by a spark from the motor of 
a household appliance. 

6. Oil provides a fuel reserve on the 
premises. This isn’t possible with gas. 
The reserve assures uninterrupted 
heating during emergencies that tem- 
porarily prevent truck movements. 
With no such reserve, a gas consumer 
is subject to interruptions of fuel sup- 
ply any time any part of the gas main 
serving him is out of order. In this con- 
nection, it is of interest to point out 
that it’s possible to store more heat 
units in a cubic foot when it is filled 
with oil than with any other fuel. As 
a matter of fact, a fueloil tank holds a 
heating reserve 1,000 times greater 
when filled with fueloil than if it were 
filled with natural gas. 

7. Substitute means are available for 
delivering oil but not for gas. Even if 
all the trucks of a fueloil distributor 
were destroyed, he still could arrange 
for deliveries to his customers. 

8. Oil pressure at the nozzle of a 
burner is determined only by the pump 
on the burner. Gas pressure at the 
burner is determined by the rate of 
consumption of all users. The greater 
the consumption, the lower the pres- 
sure. And since consumption is greatest 
on cold days, pressure may fail when 
it is most needed. 

9. The rate at which oil may be de- 
livered is completely flexible. There are 
no practical limitations. A record- 
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breaking cold spell simply means more 
frequent deliveries. But the rate at 
which gas is delivered definitely is 
limited by the diameter of a pipe and 
the pressure of the gas in it. 

In many areas this list of selling 
points can be completed by adding a 
comparison of oil and gasheating costs. 
These comparisons frequently are ex- 
tremely favorable to oil, and may con- 
tinue to be for some time, even after 
natural gas has been introduced. But, 
from a merchandising point of view, 
campaigns based solely on the lower 
cost of oil are not recommended. They 
could easily leave the impression that 
because gas is more expensive, it is bet- 
ter. Don’t forget, people want auto- 
matic heating, and many have the 
money to buy the best. Your campaign 
consequently should be built around 
the theme that oil is automatic, clean, 
safe, dependable and . . . costs less. 
In other words, it provides all the fea- 
tures people want at a lower cost. 


Match your Competitor’s 
Technical Skill 


A burner and a supply of fuel are 
as necessary for automatic heating as 
film for a movie. But just as a strip of 
film is not a movie, so a burner with 
fuel is not automatic heating. The 
burner must be installed and then 
maintained. You know this. So does 
your gas utility. And you may be sure 
that if you give the utility a chance, 
it will make many sales on the strength 
of superior installation and service fa- 
cilities. 

In the East, many manufactured gas 
utilities long ago won prestige for 
themselves by maintaining exceptional- 
ly high installation standards. They 
knew at the start that with high rates, 
if they were to have any house heating 
customers at all, they would have to 
install for maximum operating efficien- 
cies. They took pains to do just that. 
Similarly, they serviced their installa- 
tions carefully to be sure that efficiency 
levels were maintained. Now they are 
noted for this. 

Whether or not they will be able to 
maintain these standards when they 
change to natural gas and acquire cus- 
tomers at a faster rate is something to 
think about. Perhaps they will not. 
Even so, their present prestige will 


carry over for quite a while, and if 
they should be able to uphold previous 
standards, then of course it will con- 
tinue. One way or the other, you'll be 
competing against your utility’s local 
prestige for fine technical work. 

This puts the burden upon you to 
match—or beat—your local utility 
point by point. You know that oilburn- 
ers are capable of operating at efficien- 
cies equal to those of gasburners. You 
also know that, through regular check- 
ups, their efficiency levels can be main- 
tained. It’s simply a matter of estab- 
lishing high standards, training your 
men to live up to them, and seeing that 
they have the instruments they will 
need. Many worthwhile articles have 
been printed on installation and service 
techniques. Oilburner and allied equip- 
ment manufacturers, trade schools, and 
oil companies conduct numerous train- 
ing courses. If necessary, use these 
training aids, because you can’t hon- 
estly say you sell automatic heating 
until you have a top-notch installation 
and service department. 

How you spend your operating dol- 
lars may determine the final outcome 
of your battle with natural gas. Utili- 
ties are not individual business men 
with limited financial resources, like 
the dealers and distributors you’ve been 
competing against for years. They 
often have large funds which enable 
them to take financial setbacks. In- 
deed, by law they may be compelled to 
stay in business, even if their owners 
want to close up. 

This is not all. Their overhead and 
operating costs are less than yours per 





gallon equivalent or per burner, sim- 
ply because their volume is so much 
greater. A single utility with one over- 
head has all the gas business in an area, 
while the oil volume may be divided 
among 10, 50, or 100 fueloil distribu- 
tors, with an equal number of dupli- 
cate overheads. 


Under these circumstances, any 
overhead or operating wastes that you 
can find should be ended. You need to 
save all you can now to build resources, 
and to be ready to meet as best you can 
any price competition that may be in 
store for you should pressure to sell 
gas be placed on your utility. 

You have sales and office overheads, 
and costs of operating trucks and per- 
haps a bulk plant. If you sell burners, 
you have an installation and service 
department that spends money. There 
may be wastes in any one or all of 
these. There may be new methods that 
might cut costs. For instance: 

1. Sales overhead might be reduced 
—or the money spent more effectively, 
—if some of the money used for per- 
sonal selling were transferred to ad- 
vertising. 

2. The use of modern office machines 
might help reduce the office payroll. 

3. The use of VENTALARM signals on 
the tanks of customers might eliminate 
the need for one or more trucks. 

4. The use of the degree-day delivery 
system, or a revamping of truck routes, 
might also eliminate the need of one 
or more trucks. 

5. There may be ways to reduce the 
through-put costs of your bulk plant, 
by using more modern equipment. 
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6. Installation overhead might be re- 
duced through more careful planning 
of each installation and by tighter con- 
trols over materials. 

7. Service overhead, also, might be 
lowered by raising the skill of your 
men, controlling inventory more care- 
fully, and by installing a more efficient 
system of receiving and dispatching 
calls. 

These are only a few of the sugges- 
tions that might be made. Cutting costs 
usually is a matter of paying attention 
to details and using imagination. One 
reseller visited recently saves a con- 
siderable amount of money yearly by 
repairing his own trucks, from motor 
jobs on down. The fact that all his 
trucks are of the same make simplifies 
his work. He also cut his electric power 
bill from $1,200 to $300 a year by in- 
stalling a war-surplus diesel generator. 
The exhaust heat from this is utilized 
for building warmth. 

Not all money-saving ideas can be 
applied everywhere, but it’s a safe bet 
that every fueloil distributor can lower 
his costs of doing business in one way 
or another. 


Advertise your Story 


The presence of strong gas competi- 
tion in your territory will bring changes 
in your advertising habits. No longer 
will it be enough to identify yourself 
as a reputable source of automatic heat- 
ing equipment. Your name, your years 
of service, your long list of customers, 
your local standing—though still im- 
portant—are secondary to a buyer 
choosing between oil and gas, That’s 
because everything you can say about 
yourself can also be said by the gas 
utility about itself. You must first per- 
suade prospects to choose oil over gas, 
then convince them that you are the 
one to do business with. 

The best way to do this is to call 
personally upon each prospect. But 
that is the most expensive way and, in 
most areas, totally impractical. Too 
many prospects. This is where adver- 
tising helps. It takes the high cost out 
of personal calls by identifying those 
prospects most interested in buying— 
by limiting calls to those who are most 
likely to buy. It is the only practical 
way of reaching all prospects at one 
time. In this business, advertising can- 
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not close a sale, but it can lead pros- 
pects up to the point at which closings 
are possible. 

Good advertising is distinguished 
from poor by several qualities, all of 
which are essential. First, it reaches the 
greatest number of prospects at the 
lowest cost per thousand. Second, it at- 
tracts their attention through the use 
of appeals that interest them. Third, 
it is timed correctly. Fourth, it is con- 
sistent. To achieve these qualities, plan- 
ning is necessary. 

Your first problem is to select the ad- 
vertising medium (newspaper, radio, 
direct mail, etc.) that reaches the most 
prospects at the lowest cost per thou- 
sand. To do this, it’s necessary to know 

















where your prospects are. If you've 
studied your market recently, you do 
know. Chances are your local news- 
paper will do the job for you, but don’t 
take this for granted. Get its circula- 
tion figures for the areas you're inter- 
ested in; also its rate. If its circulation 
is 10,000, and the rate is 50c an inch, 
then the cost of a one-inch ad, per 
1,000 readers, is 5¢. Compare this with 
the cost of, say, a one-minute spot an- 
nouncement on your local radio sta- 
tion, or with painted bulletins, car 
cards, etc. Whichever gives you the 
best coverage at the lowest cost per 
thousand is the one to use. 

Remember, though, that each ad- 
vertising medium has its own strengths 
and weaknesses. For instance, just be- 
cause you can’t reach a thousand peo- 
ple for 5¢ with direct mail, don’t rule 
out direct mail. Its big advantage is 
the opportunity it gives you for a per- 
sonal approach to an individual pros- 
pect. Often a personal appeal brings 
better results than an impersonal ad or 
radio commercial. 

Regardless of the medium you se- 
lect, your advertising must be read and 
believed, if it is to be successful. It 
must attract attention and then say 


something that will cause a reader to 
say, “Yes, that’s right.” Once a pros- 
pect agrees with your appeal, he is half 
sold. At this point, you have a chance 
to sell him, and you'll most likely get 
your chance if you have made it easy 
for him to call you. 

Timing is important. Traditionally 
in this industry, most people decide to 
switch to automatic heating in the 
spring and autumn, with autumn being 
the more important of the two. These, 
then, are the times when your adver- 
tising should be the most prominent. 
But watch for conditions that upset the 
usual course of events. The possibility 
of higher prices is one. A heavy influx 
of new residents is another. The pos- 
sibility of material shortages is a third. 
If you keep close to your market, you 
will know when to change the tradi- 
tional advertising pattern. 


Above all, consistency is vital. It’s 
the virtue of all successful advertising. 
Most people don’t thoroughly read an 
ad unless they alreday are interested in 
the product or service featured. A per- 
son with.an oilburner is not going to 
take time to read oilburner ads. A per- 
son who has decided to buy a new car 
this year, instead of an oilburner, very 
likely will not read oilheating ads. But 
the person who has come to the point 
of considering automatic heating is 
interested. He wants to know who sells 
burners. He wonders about price, 
quality, special features. If he doesn’t 
see your ad, he’s lost to you—unless 
of course a neighbor is one of your 
satisfied customers. The point is, people 
whom you don’t know are always mov- 
ing from a state of disinterestedness to 
one of interest, and your advertising 
must be consistent enough to catch all 
or most of them. 


The big point to remember always 
is that oilheating has strong appeals on 
its side—good points that will convince 
many people that oil is the fuel they 
want. But you cannot expect people to 
know these points, and to place im- 
portance upon them, until you tell 
them. If natural gas has already ar- 
rived in your town, the sooner you 
start, the better. If it has not yet ar- 
rived, but will some day, you have time 
during which to get your story so well 
told that it will be remembered when 
the utility springs its campaign. 
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Social Security for Oilheating 


Applying the new Law to Conditions of fueloil and burner Companies 


by 
William Hurd Hillyer 


| Soxiv MARKETERS AND OILHEAT- 
ING equipment dealers in their own- 
ership-management role are brought 
into Social Security as potential bene- 
ficiaries under the newly amended 
Act. Fueloil and oil heat, however, as 
a related group presents contrasts of 
proprietary setup and therefore re- 
quires differing techniques to take 
every legitimate advantage of the new 
enlarged System. There are also cer- 
tain slants pertinent to the industry, 
which would be overlooked in a gen- 
eralized interpretation of the law. 

If you are a marketer of fueloil your 
business is most likely conducted as a 
small corporation and you will be gov- 
erned accordingly; but if yours is an 
oilheating equipment dealership the ap- 
proach is probably quite different be- 
cause you are an owner-proprietor. 
There are further differences in both 
categories depending upon the number 
and wage-caliber of employes. 

In general, the Amended Acct effec- 
tive January 1, 1951, has wrought two 
notable changes. 

1, Coverage is extended to an esti- 
mated 10,000,000 additional workers, 
including four and one-half millions 
that are self-employed. In the self-em- 
ployed classification are proprietors of 
unincorporated businesses, _ besides 
members of certain designated profes- 
sions. Coverage of self-employed per- 
sons, as well as of certain executive 
employees of corporations, is compul- 
sory. Embraced in the ten million af- 
fected are at least 500,000 people now 
over 65 years of age who are presently 
eligible for retirement but who did not 
qualify under the old law. 

2. Both the benefits paid out and the 
taxes assessed are materially increased 
under the revised Statute. At the same 
time, the retired beneficiary is per- 
mitted to earn as high as $50 a month 
in a “covered” employment, instead of 
the $15 limit under the old law, with- 
out curtailing his benefits. With the 
new setup, he is allowed to draw full 


benefits without any limit on his earn- 
ings after age 75. 

Like all legal papers, the Act uses 
certain words and phrases which 


" should be reduced to plain talk. The 


official name of “Social Security” in 
the sense we are considering is Old 
Age and Survivors’ Insurance. As the 
name implies, the System is not a form 
of relief. The beneficiary earns the in- 
surance in the combined dimensions 
of money and time. The money con- 
sists of contributions (taxes) paid out 
of his salary, either by his employer, 
or directly by him if he is self-em- 
ployed. Since contributions are a per- 
centage of his wages or self-employ- 
ment income, the participant earns his 
insurance by making a_ requisite 
amount of money over enough time in 
work that comes under the Law. The 
“enough time” is measured by— 


Detail ol ( overage 


Quarters of Coverage. These are 
simply calendar quarters, ending re- 
spectively March 31, June 30, Septem- 
ber 30, and December 31. For an em- 
ployee, a quarter of coverage is one in 
which he is paid wages of $50 or more 
in covered employment (which we'll 
define presently); for a self-employed 
person, the amount is at least $100 of 
self-employment income. Self-employ- 
ment income of $400 or more in any 
one year is worth four quarters of cov- 
erage, regardless of how the income 
may vary in the calendar quarters. 

As to Covered Employment, this 
means any work on which Social Se- 
curity contributions are levied. The ac- 
tual coverage is any work or profes- 
sion except those specifically excluded 
—such as farm operators, law, medi- 
cine, architecture, or engineering, to 
name a few. 

To become Fully Insured under So- 
cial Security you must have: (1) Six 
quarters of coverage in every case, and 
(2) either one quarter of coverage for 
each two “calendar quarters” after Jan- 
uary 1, 1951 or one quarter for each 





two “calendar quarters” after you be- 
come 21 years old or 40 quarters of 
coverage. However— 

You are Currently Insured if you 
have had at least six quarters of cover- 
age within the three years before you 
become entitled to old-age insurance 
benefits or three years before your 
death. 

Monthly Retirement Benefits are 
payable beginning at age 65, if you 
are fully insured. When you qualify 
for these benefits, supplementary bene- 
fits are payable to your wife if she is 
65 or over and to your dependent un- 
married children under 18 years of 
age. A husband may receive benefits at 
65 on his wife’s social security account 
if he is dependent upon her for sup- 
port and if she is currently as well as 
fully insured when she retires at or 
after 65. 

There are also Survivors’ Benefits. 
These are paid after your death if you 
are either fully or currently insured. 
If fully insured, benefits are paid to 
your dependent children under 18, to 
your widow (or divorced wife under 
certain circumstances) if she is caring 
for your children or is at least 65 years 
old, and in some cases to your de- 
pendent aged parents. 

Taking it the other way around 
(heaven forbid!) if your wife is fully 
insured by reason of her earnings, and 
you become a “dependent widower,” 
you may qualify for a widower’s bene- 
fit at age 65—provided she be also cur- 
rently insured at the time of her death. 
However, if she (or you either, for that 




















matter) be only currently insured at 
death, no benefits are provided for sur- 
vivors at age 65, though other benefits 
may be paid. 

In addition, a Lump Sum death 
benefit is paid if the participant, 
whether you or your wife, should die 
either fully or currently insured. This 
sum is about three times the monthly 
benefit. 

Under the old law, only employees 
were considered “workers” for Social 
Security purposes. The new law, as 
we've noted, takes in self-employed 
persons and gives them the same bene- 
fits as those enjoyed by wage earners 
and salaried people. Furthermore the 
amended law jacks up the amounts 
payable as retirement and survivors’ 
benefits, the average increase being 
some 77% as compared with pre-1951 
(Tables I and IA). Benefits may now 
run as high as $150 monthly. Formerly 
no earnings above $3,000 a year 
counted in accumulating bases for 
benefits. This limit has been raised to 
$3,600. 


Taxes have been increased for em- 
ployer and employee and a tax scale 
worked out for self-employed (See 
Table II). 


So much for generalizations. Now 
for the facts peculiarly pertinent to 
you in your industry. Let’s suppose you 
are a fueloil marketer, doing business 
as a small corporation in which you, 
and possibly your wife or working asso- 
ciates, own all the stock. We’ll-assume 
that your net earnings from the corpo- 
ration for 10 years past averaged more 
than $3,600 annually. Much depends, 
so far as your Social Security status is 
concerned, on how these earnings have 
been handled and on how they will be 
handled in future. 

If the corporation has been paying 
you earnings in the form of a salary or 
other compensation for work per- 
formed and the corporation so reported 
with deductions, you already have from 
that source alone, 40 quarters of cov- 
erage. This makes you fully and per- 
manently insured under the amended 
Act under the maximum legal basis 
(though tax payments will have to con- 
tinue until your death or retirement). 
Your benefits, when you become en- 
titled to them, will be maximum bene- 
fits. If, on the other hand, you have 
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taken any or all of your compensation 
in the form of dividends, your Social 
Security status will be correspondingly 
impaired. Remember, you must “earn” 
Old Age and Retirement Insurance on 
your pay as a “worker” in “covered 
employment,” just like your corpora- 
tion’s other employees. 

Irrespective of your own small cor- 
poration, however, and perhaps in an 


unrelated business, you may have’ 


earned as a “covered” employee the 
necessary quarters of coverage to give 
you a fully insured status. In such case 
it is likewise essential that your com- 
pensation from your business be in such 
form and amount as is most beneficial 
to you. Unless you already possess these 
magic “quarters” you should give con- 
sideration to accumulating them in one 
of the following two ways: 

(a) Switch from “dividends” to 
“salary” in what you draw from your 
corporation, and pay the resultant tax 


—half by your corporation direct and 
half by you as a deduction. It is no 
longer considered’ economical to side- 
step Old Age and Survivors’ Benefit 
taxes, which provide a form of com- 
bined annuity and insurance, worth 
more than it costs. 

(b) As an alternative, you can con- 
vert your corporation into a partner- 
ship or sole proprietorship, thus join- 
ing the ranks of the “self employed.” 
This method has among its advantages 
a tax saving, as appears from Table 
II. In illustration, if you're an em- 
ployee the combined cost to you and 
employer (in your case your own cor- 
poration) is 3%; but asa self-employed 
person the total cost will be only 24%4% 
to start with. The spread widens 
through the years, reaching 174% dif- 
ference by 1970. Your partners, if any, 
would enjoy a similar saving from such 
a conversion. Of course, before taking 
so radical a step you would weigh 





TABLE I 
Monthly Benefits for Retirement 
Average Old Law New Law 
MONTHLY “WAGE” SINGLE MARRIED* SINGLE MARRIED* 
$ 50 $21 $32 $25 $38 
100 26 39 50 75 
150 32 47 58 86 
200 37 » Yo] 65 98 
250 42 63 foe 109 
300 42 63 80 120 
*Wife 65 years old or over. 
TABLE LA 


Monthly Benefits for Survivors of Insured (Coverage 5 Years) 


revi WIDOW AND | CHILD WIDOW AND 2 CHILDREN WIDOW AND 3 CHILDREN 
“Wage” Old Law New Law Old Law New Law Old Law New Law 
$ 50 $26 $ 38 $37 $ 40 $40 $ 40 
100 33 75 46 80 52 80 
150 39 86 55 Lis 63 120 
200 46 98 64 130 74 150 
250 a2 109 74 145 84 150 
300 52 120 74 150 84 150 
AGED WIDOW 
1 CHILD ALONE 2 CHILDREN ALONE (65 OR OVER) 
$ 50 $10 $19 $21 $31 $16 $19 
100 13 38 26 62 20 38 
150 16 43 32 72 24 43 
200 18 49 37 81 28 49 
250 21 54 42 91 32 54 
300 21 60 42 100 32 60 
TABLE II 
Tax— Tax— Tax— 
Employee Employer Self-employed 
Calendar Year Per Cent Per Cent Per Cent 
9691-95...... ly, iy WwW, 
1994999 ose. Z 2 3 
1960-64 ..... WA Vy 33/4 
1965-69 ..... 3 3 4V, 
1970 and after 314 314, si, 
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other factors, legal and income-tax- 
wise. In any event, you'll have to pay 
the tax as employer on all of your 
employees. 


Self-employed Coverage 


If you are in the heating equipment 
field, the chances are that yours is al- 
ready an unincorporated business and 
that you are therefore self-employed. 
In that capacity—although the eventu- 
al benefits will be the same as those 
extended to employees, the manner and 
cost of qualifying for those benefits 
will be somewhat different. 

(a) You are coverable by Social Se- 
curity as a self-employed person if 
your net earnings from self-employ- 
ment are $400 a year or more. 

(b) For Social Security purposes 
you will be taxed on the amount of 
your net earnings from self-employ- 
ment for each year beginning with 
1951. In practice you'll simply copy 
your “trade or business earnings” 
schedule from your 1951 income tax 
return (not your 1950 income tax 
which you pay in March) on a Social 
Security Schedule which will be fur- 
nished with your 1951 tax blanks. Your 
first Social Security contribution will 
therefore be when you pay your 1951 
Federal Income Tax in 1952. 

(c) In Social Security lingo “net 
earnings from self-employment” mean 
your net profits or share of net profits 
(not what you actually draw out) from 
a business carried on by you or by a 
partnership of which you are a mem- 
ber. Non-business income of the fol- 
lowing types are not included: rentals 
from real estate, unless received by 
you as a real estate dealer in the course 
of your business (in your case a “side 
line”); dividends and interest on 
stocks and bonds, capital gains and 
losses; income from an estate or trust 
of which you may be a beneficiary. 

(d) Your “quarters of coverage” are 
figured on an annual net earnings 
basis, as set forth in a preceding para- 
graph. 

(e) Although you have been hither- 
to excluded from the responsibilities 
and benefits of Old Age and Survivors’ 
Insurance, you now participate there- 
in but at a different tax rate from that 
imposed upon employees (refer to Ta- 
ble II). Your participation as a self- 
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employed person is compulsory begin- 
ning January 1 of this year. 

(f) If you have earned quarters of 
coverage as an employee before 1951 
but lack sufficient number of such quar- 
ters to make you fully insured you can 
earn these quarters from now on as 
a self-employed person. 

(g) There’s a “new start” which be- 
came effective January Ist for all indi- 
viduals whose benefits are to be com- 
puted under the liberalized formula. 
This new start is of great interest to 
you as a self-employed participant, be- 
cause otherwise your average monthly 
wage as a covered employee before 
1951, on which the amount of your 
benefits depend, would be greatly re- 
duced by the inclusion of all the time 
back to 1937 when Social Security 
began. A conversion table, too complex 
for consideration here, is used by the 
Social Security experts in equitably 
determining this and similar factors. 


Military service Credits 


Under the 1950 amendments to the 
Act, social security “wage credits,” 
equivalent co “quarters of coverage,” 
will be given for active service in the 
armed forces of the United States dur- 
ing World War II. These credits, at 
the rate of $160 for each month of 
active service, can be used in determin- 
ing the amount of your insurance bene- 
fits (1) to you and your family when 
you retire, (2) to your family if you 
should die; or, in general, (3) to the 
family of a service man or woman now 
deceased. You are eligible, if you've 
had 90 or more days of active naval or 
military service between September 16, 
1940 and July, 1947—assuming, of 
course that your discharge or release 
from service was honorable. The 90 
days are not required if discharge was 
due to disability in service, or to death 
therein. 

You are not eligible for these World 
War II benefits if your military or na- 
val service in that war entitles you to 
other Federal retirement benefits. On 
the other hand, your wage credits are 
not curtailed by any Veterans Admin- 
istration pensions or compensations. 
Your survivors, if you’re a World War 
II veteran, may draw Social Security 
benefits or receive increased benefits, 
due to the new provisions. 
















In this study of Social Security, 
particularly as it affects the fueloil 
marketer or oilheating equipment deal- 
er, no mention has been made of the 
various forms of assistance, which are 
available to deserving persons by the 
several States with Federal collabora- 
tion. Such allusions would be in a quite 
different realm of inquiry. 

One more point: if you are a Heat- 
ing Engineer, you should bear in mind 
that Engineering as a profession is 
excluded from the operations of Social 
Security. Earnings derived from the 
practice of such profession do not count 
to your credit in acquiring the requi- 
site status. If you have already acquired 
the requisite quarters of coverage, it 
might be well in future for you to seg- 
regate your engineering fees (if any) 
from your regular business income and 
thus effect a tax saving. After you 
retire at age 65 or later, you can earn 
unlimited fees as a professional heating 
or other engineer without curtailment 
of your benefits. 


Seo 
J. Robert Tate, promotion and ad- 
vertising manager of the New York 
division, Shell Oil Co., has been ap- 
pointed chairman of the Petroleum Di- 
vision of the Brooklyn, N. Y., Red 
Cross 1951 Fund Drive. 


Charles H. Wagner on January 15 
was elected a vice-president and di- 
rector, Gerotor May Corp., Baltimore, 
Md. His former associations include 
the presidencies of American Oil Co., 
Lord Baltimore Filling Stations, Inc. 
and the Mexican Petroleum Corp. 
Also, he has been a director of Pan- 
American Petroleum & Transport Co. 
and an active member of the American 
Petroleum Institute. 






Service on Contract 


Reviewing the Trend toward a universal oilburner service Contract with Parts 


by 
Bert Dunphy 


WwW RARE EXCEPTIONS, oilburner 
service departments have been 
stepchildren, tolerated and kept going, 
but always regarded with a jaded eye as 
something the average dealer would 
prefer to do without. Every dog has 
his day, though, and during two peri- 
ods in recent years the service depart- 
ments have come into their own. 

The first time was during World 
War II when installations virtually 
stopped and the emphasis was on keep- 
ing all burners operating at their most 
efficient peak to conserve hard-to-get 
parts and materials, and, most impor- 
tant, to hold down consumption of ra- 
tioned fueloil. Once more, during the 
scarcity of supply caused by the un- 
precedented number of installations 
put in during 1947 and a shortage of 
transportation facilities, the service de- 
partment basked in the spotlight. Here 
again, every effort was expended to cut 
down fuel consumption by upping the 
effectiveness of operation. 

Fifteen years ago service was used 
largely as a lever to obtain a fueloil 
contract, with the offer of free service 
very often made to anyone who would 
sign up to purchase heating oil for a 
specified period. Fueloil was cheap and 
the service performed concentrated 
more on correcting specific complaints 
or replacing worn out or defective 
parts at cost plus labor, rather than 
making any general effort to make the 
burners work better. 


Service Techniques improved 


By 1941, however, service tech- 
niques had improved to the point 
where cleaning and adjusting as a cause 
of service moved from sixth place in 
1935 to second, reflecting the more 
careful attention being paid to burner 
operation. By the next year 27.2% of 
customers were under some form of 
service contract as compared with 
17.9% the previous years, customers 
getting free service had dwindled from 
20% to 2.1% and customers who had 
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to call in for each service complaint in- 
creased to 70.7% from 62.1%. 

Of course, this was the year after 
Pearl Harbor and service had become 
so important that income from service 
departments almost equalled the in- 
come dealers received from equipment 
sales. During the succeeding war years 
when equipment sales hit bottom, serv- 
ice departments were kept busiest, 
plagued by manpower shortages caused 
by the necessity of trying to replace 
men lost to war plants or called for 
military service. As the war drew to 
a close, the headaches faded and serv- 
ice departments continued the most 
important revenue producer for the 
average dealer. 

It was during this period that the 
realization began to grow that service 
could be utilized effectively as a builder 
of public relations. The millions of 
families using domestic oilheating had 
been sold on the benefits of efficiency 
and economy, and the industry had 
profited from the resultant satisfaction 
the customer gained. 


lvpical service Contracts 


Random selection of a dozen typical 
contracts in current use or used within 
the past year or two indicates clearly 
a trend toward the inclusion of some 
form of guarantee of parts replace- 
ments in addition to emergency service 
calls. All contracts examined constitute 
an agreement between the dealer and 
the consumer to purchase heating oil 
for a full year, with the effective date 
usually fixed around May, or some time 
previous to the commencement of the 
heating season. One of the contracts 
that covered the purchase of fueloil 
only was unique in that it was self- 
perpetuating from year to year. 

Five of the contracts provided for 
‘*keep-filled” deliveries. Nearly all five 
had the automatic delivery provision 
written in the contract, with the cus- 
tomer given the option of indicating he 
would prefer to call for each delivery. 

Twenty-four hour emergency serv- 
ice was promised in seven of the con- 
tracts, while four of them included a 


guarantee to replace without charge 
any defective burner part during the 
life of the agreement. In all but one 
case the parts were confined specifical- 
ly to actual burner parts or controls 
and excluded repairs to boilers or fur- 
naces, radiators, piping, tanks, water 
heaters and similar equipment. Sum- 
mer clean-ups were arranged for in five 
agreements. The homeowner, as a rule, 
is asked to specify during what week 
or month he would prefer to have this 
work done, or it was left to the dealer 
to notify the customer when he planned 
to do this work so that a suitable date 
could be worked out. 


Three Plans offered 


One particularly successful West- 


chester County, N. Y. dealer offers a 
combined contract, with three plans. 
One plan covers automatic, metered oil 
delivery of all fueloil requirements at 
the posted price at time of delivery. 
The second portion covers a summer 
overhaul and cleaning of the burner, 
boiler or furnace, while the third is for 
complete burner service all year. In- 
cluded under this are regular inspec- 
tions, emergency service and all neces- 
sary repair and replacement parts on 
burners and controls. The customer can 
contract for fueloil delivery only, for 
fueloil and the summer clean-up for 
$18 or for all three services at a cost 
of $18, plus 4¢ per gallon added to 
each fueloil purchase. 

Another comprehensive program is 
available in the Baltimore, Md. area. 
Here there are three plans which are 
tied in with a fueloil contract. A regu- 
lar service contract is sold for $15 to 
embrace everything on the burner, all 
controls and combustion chamber re- 
placements, where necessary. Annual 
overhaul also is included. A special 


Four typical oilburner service con- 
tracts, each of which provides for re- 
placements of burner parts. Dealers 
can follow these samples as a pattern 
for their own local agreements. Com- 
pany and trade names have been de- 
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plan is an enlargement of the regular, 
and covers, in addition, tanks, clock 
thermostats, circulators and furnace 
blowers. Price for this plan is $17.50. 
The third portion of this contract is 
for an annual overhaul only at $9. 

A company in Brooklyn, N. Y. for 
an annual charge of $10.45 sells emer- 
gency oilburner and parts replacement 
service, confining coverage only to the 
make of oilburner the company in- 
stalls. All burner parts and controls, 
except clock thermostats, are included. 
This, too, is a contract that automati- 
cally renews itself unless notice in writ- 
ing that it is to be cancelled. 

Another firm has drawn up a burner 
maintenance and parts contract, cou- 
pled with an agreement to purchase 
fueloil, under which year ‘round serv- 
ice is provided, along with replacement 
or repair of all defective parts, a fur- 
nace vacuum cleaning, burner recon- 
ditioning and adjustment service and 
combustion efficiency test. 

One other domestic fueloil and serv- 
ice agreement presently in use calls for 
automatic monthly inspection calls 
from October to March, burner elean- 
ing and inspection, boiler or furnace 
vacuum cleaning and emergency calls. 


How Contracts Are Drawn 


Here’s the way one dealer phrases 
his oilburner service and parts agree- 
ment. By varying the wording to cover 
individual or local conditions, any 
dealer can use this, or similar, state- 
ments as a nucleus in preparing con- 
tracts for his own customers. 

The agreement to deliver fueloil is 
covered in this way: “Subject to gov- 
ernmental regulations, we will deliver 
all your requirements of the proper 
grade of fueloil, at the address indi- 
cated on the attached card, from now 
until May 31 at the posted price at 
time of delivery, which will not ex- 
ceed the price of other representative 
companies in the area. Unless requested 
otherwise, automatic delivery will be 
made and printed meter delivery 
tickets left as evidence of delivery.” 

Covering burner service and boiler 
or furnace summer overhaul and clean- 
ing, the agreement specifies this serv- 
ice shall include: ““Wire brush and vac- 
uum clean boiler or furnace, smoke- 
pipe and base of chimney, if accessible. 
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Whitewash asbestos covered boilers 
and paint metal parts or clean metal 
jacketed units. Overhaul on burner 
and controls includes cleaning, lubri- 
cating and adjustment for efficient op- 
eration and checking attached domestic 
hot water equipment and other heat- 
ing unit mechanism. One check-up in- 
spection service call on burner and 
controls during the heating season.” 


Replacement of Parts 


The portion of the contract that pro- 
vides for burner service and replace- 
ment of parts reads: “This shall in- 
clude labor for inspections, repairs and 
emergency service on burners and con- 
trols and for inspection service only 
(not emergency repairs or calls) on 
other heating unit mechanism. We will 
furnish all available repaired or re- 
placement oilburner and control parts 
we find necessary to maintain the 
burner in efficient operating condition. 
If obsolete parts must be replaced with 
units which are higher priced or re- 
quire abnormal labor for installation, 
we will make extra charge for addi- 
tional cost to us, 

“Tt does not include service, repair 
or replacement of parts due to flooded 
cellars or other abnormal causes. Ex- 
cluded on parts coverage are: Thermo- 
stat timing devices, combustion cham- 
bers, hearths, circulators, blowers, hu- 
midifiers, water and oil tanks and pip- 
ing, low water cut-offs, parts of boil- 
ers, furnaces or heat distribution sys- 
tems or anything not part of an oil- 
burner or its controls. All services and 
parts furnished not on contract will be 
charged for at regular rates.” 

This particular contract then fol- 
lows with the statement that the con- 
tract goes into effect when both parties 
have executed signed copies and the 
company has inspected and passed the 
oilburning system covered. 

One other service agreement, that 
does not provide for parts replace- 
ment, lists ““General Conditions,” as 
follows: “The agreement covers the 
maintenance of oilburning equipment 
and controls which are part of the oil- 
burner installation only. No additional 
charge will be made for labor necessary 
to repair or replace burner parts or 
controls which become inoperative due 
to normal usage. Any replacement 





parts required will be invoiced at pre- 
vailing factory prices. 

‘A thorough wire-brushing and vac- 
uum-cleaning of the boiler or furnace, 
smokepipe and chimney base will be 
made once during the period of this 
agreement, and two voluntary inspec- 
tions will be made, one during the sum- 
mer months and one during the heat- 
ing season. In addition, all emergency 
calls will be answered promptly. Vol- 
untary inspections shall include a com- 
plete lubrication of all working parts 
of the oilburner equipment, inspection 
and adjustment of all controls and a 
thorough cleaning of nozzle, distribu- 
tor, all strainers and ignition points. 

“This agreement does not cover 
service required on boilers or furnaces, 
radiators, piping oil or water storage 
tanks, auxiliary pumps, warm air 
blowers, motors, hot water heating 
coils, combustion chambers or hearths. 

“The company shall render prompt 
and efficient service, but shall not be 
responsible for any loss or damage 
caused directly or indirectly by such 
service, nor shall it be held responsi- 
ble for delay or inability to perform 
the service if such liability or delay 
shall be caused by or result from 
strikes, floods, fire, accident, war, riot, 
lack of materials or any other cause 
beyond its control.” 


Inspection of Equipment 


This contract then, also, includes a 
statement that the company must first 
approve the equipment involved be- 
fore the contract becomes effective and 
that if the burner is serviced by anyone 
“other than the company’s employees 
or agents, the contract is void.” 

For the past three or four years seri- 
ous consideration has been given to per- 
fecting some agreement that will be 
acceptable to the fueloil dealer and the 
consumer, under which the consumer 
will be guaranteed necessary service 
and replacement of parts at a reason- 
able annual price. The trend was rec- 
ognized that oilburner service is best 
performed when it aims at economical 
operation and the use of a universal 
contract has proved most successful 
when it was devised not to return sig- 
nificant profits to the dealer, but rather 
to keep customers happy with smooth- 
ly functioning oilheating systems. 
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New Products at Philadelphia 


Equipment Displays emphasize refinements in Automatic Heating 


by 
J. W. Schulz 


ms as HERE'S AT LEAST half a million 

dollars’ worth of heating 
equipment here,” said a supply house 
owner visiting the Tenth International 
Heating and Ventilating Exposition, 
which opened at the Commercial Mu- 
seum in Philadelphia on January 22 
and closed on January 26. 

Putting the question later to other 
show visitors, similar to this supply 
house owner in being more likely to 
underenthuse and underestimate than 
to be overimpressed, brought opinions 
that the equipment on display repre- 
sented half a million dollars up to two 
or three million dollars. 

The exhibits at the Philadelphia 
show emphasized fuel selection, fuel 
utilization, and the automatic control 
of heating and fuel-burning equip- 
ment. These elements are of prime im- 
portance in the overall picture of pro- 
viding modern heating comfort for a 
tiny four-room house, a_ luxurious 
dwelling, an apartment house, a hotel, 
an institution, or a skyscraper. Often 
the selection of the fuel for heating 
decides the basis of the entire heating 
plant. In overall, the equipment dis- 
played at the heating show proved 
that oil is still by far the favorite fuel 
for heating. Gas is gaining in popu- 
larity, being helped tremendously by 
the expansion of natural gas pipe line 
systems. This is causing more and more 
of the larger manufacturers of house- 
heating equipment to include in their 
lines gas conversion burners, gas-boil- 
ers, and gas-furnaces. Coal continues 
to sink in popularity, giving heating 
equipment manufacturers no reason to 
develop modern systems geared to the 
combustion of the solid fuel. At the 
show appeared a mere trace of inter- 





est in coal-stokers, although surpris- 
ingly the oddity of a domestic boiler 
with an integral chain-grate stoker 
showed up in one exhibit, nested among 
boilers used widely for wall flame and 
gun-type oilburners. 

The Minneapolis-Honeywell control 
exhibit was the best example of a dis- 
play that could absorb hours and hours 
of a heating enthusiast’s time. Its ex- 
cellent control demonstration boards 
contained literally hundreds of control 
devices, and covered almost every field 
of application. 

Mercoid’s men said they found 
greatest interest in oilburner controls. 
Out of the great display of well-known 
Mercoid control models, they were em- 
phasizing the M41 warm air limit con- 
trol, the Sensatherm room thermostat, 
and the Model JMI stack control 
panel, which was part of an outstand- 
ing action display. 

Penn Electric Switch Company was 
enthused at the show about its new 
Series 442 temperature control, two- 
wire single pole type for direct or re- 
verse-acting applications, extremely 
sensitive and high speed because of its 
liquid-filled element, and having a dif- 
ferential adjustable from 7° to 45°F. 
This is for low-limit or high-limit use, 
for circulators and unit heaters, and in 
general for oil-fired hot water systems. 
Penn Automatic Control men have a 
good technical story about the com- 
pany’s having used the term “two-wire 
heat anticipation” 17 years ago. 

White-Rodgers, at the show making 
a stronger bid for oilburner control 
business than ever before, was point- 
ing out that now added to the old- 
established White-Rodgers’ line are 
the Model 610 primary oilburner con- 
trol panel for intermittent ignition, 
and the Model 611 for constant igni- 
tion. Features include rugged construc- 
tion, no tinkering with or adjusting 
the combustion switch, and extra heavy 
load-carrying contacts. 

Perfex men did the usual thorough 
job of making Perfex-minded any 
visitor who chanced near their big dis- 
play of complete controls, and wanted 








































to talk most about the brand new 
Model 175A room thermostat, two- 
wire snap-acting type, which features 
universal application. It has a tiny 
built-in rheostat which gives it heater 
effect for smooth heating, and which 
can be tuned by the service man for 
exactly the proper amount of thermo- 
stat self-heating. 

Detroit Lubricator men had the new 
“Modulating Add-On Control” to tell 
show visitors about. A constant level 
valve and safety device for distillate 
oilburner equipment to start out, this 
can be formed into a complete auto- 
matic control device for a space heater, 
for example, by adding to it a mechani- 
cal automatic control device affected 
by room temperature. 


Much interest and excitement was 
caused by the announcement of the 
Firetron Tube, part of the Fireye 
electronic control system, designed for 
ultra-safe and instant-acting protec- 
tion against ignition failure and flame 
failure, the new Firetron Tube is a 
photo-conductive cell which “sees” all 
flames, being highly responsive to in- 
fra-red. That’s supposed to make it en- 
tirely different, in an out-of-this-world 
way, from any previous electric-eye 
devices, including Fireye’s own. There 
are some other startling features: the 
Firetron scanner is so compact that it 
is installed in standard VY” pipe; it re- 
places both flame rod and photoelectric 
scanner (makes obsolete Fireye’s own 
flame rods of all kinds); requires no 
service other than keeping its lens rea- 
sonably clear of dirt so that it can 
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‘see’: is described as almost indestruc- 
tible; has unlimited life; never needs 
replacement. 


Many of the equipment dealers at 
the show came mainly to see winter 
air-conditioning equipment of the fur- 
nace-duct type, engineered for smallest 
homes. Included among these dealers 
were many greatly interested in oil- 
fired, ceiling-hung units, which are 
new in recent years and which are be- 
ing applied so widely and successfully 
that almost every lively oil-heat equip- 
ment dealer wants to include them in 
his line. 

Norge, for example, featured at the 
show an uncommonly wide variety of 
oilburners, boilers, and furnaces, to- 
gether with its Series OF 600 horizon- 
tal “suspended” oil-fired furnaces for 
-75, 1.0, and 1.5 gph. 


Jackson & Church had in its booth 
the largest suspension type winter air- 
conditioner an ambitious dealer could 
dream of selling; it is fired at 10 gph, 
no less! Also featured was the Jackson 
€& Church “Power Rated” series of 
furnaces for commercial and industrial 
applications, made in nine sizes with 
the smallest fired 3.5 gph, and the 
largest giving a Btu output of about 
four million, with no gph rate specified 
although this seems to jib with per- 
haps 35 gph! 

Perfection Stove Company featured 
its Superfex oil-fired suspended fur- 
naces in two sizes, one fired 1.4 gph 
by a pressure burner, the other fired 
at 1.9 gph. The 1.4 gph model fea- 
tures a two-speed fan having blades 
that can be adjusted easily to increase 
or decrease the amount of air circu- 
lated. Brand new at the show was a 
Superfex furnace-type winter air-con- 
ditioner, fired .85 gph by a pressure 
burner. Featured most in the big Super- 
fex booths, however, was the Superfex 
line of “Homogen-Air” oil-burning 
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winter air-conditioners; three-stage oil 
firing and two-speed circulating blow- 
ers; three models listed in the litera- 
ture for .85, 1.2, and 1.5 gph. 


The Luxaire line of The C. A. Olsen 
Manufacturing Company includes the 
counterflow furnaces for oil or gas, 
which were the big show feature for 
Luxaire. Luxaire’s large oil or gas fur- 
naces, in two sizes for 1.75 and 2.0 
gph, were new at the show. Of course, 
this line includes dozens and dozens 
of models engineered for different ap- 
plications and firing arrangements. 


Winkler, the U. S. Machine Corp., 
featured its low pressure oilburner as 
diligently as at previous shows, and in 
addition announced the new Winkler 
Universal warm air winter conditioner, 
Model WU Series. The furnace is uni- 
versal several ways; can be fired by a 
high pressure burner, or a low pres- 
sure burner, or the new Winkler va- 
porizing Press-O-Vap oilburner, or a 
Winkler gas burner that can use any 
kind of gas. It comes in a gravity model 
for up to 56,000 Btu loads, also in 
forced models for basement forced-air, 
utility room, and counterflow installa- 
tions, all for 76,000 Btu output. 

The Metropac oil-fired air condi- 
tioner continued at Philadelphia to as- 
tound furnace-duct equipment dealers 
who have not kept up with the times 
and therefore do not know that this 
furnace-type unit provides year ‘round 
hot water. According to the show dis- 
play featured by the Metromatic Man- 
ufacturing Co., which makes the 
Metropac, this winter conditioner is 
the only furnace unit which has a built- 
in hot water unit. The .85 gph unit 
has a 30-gallon Monel hot water tank 
right under its jacket; the 1.25 gph 
unit has a 40-gallon tank; the 1.95 
gph unit has a 50-gallon tank. 

Turb-O-Tube Furnace, Inc., in a 
good neighborhood at the Philadelphia 
show (being right next to the FUELOIL 
& Om Heat booth), boasted as usual 
of the exceptionally high efficiencies 
given by its winter conditioning units 
of the air-tube furnace type. Its brand 
new High Boy, for example, is said to 
give about 450° stack temperature 
when fired to give rated output; comes 
in two sizes for .75 and 1.00 gph. 
Turb-O-Tube also has three sizes of 
“hanging units,” suspended furnace 





type, for .75, 1.0, and 1.35 gph. 
Syncromatic Hi-Cap steel furnaces 
for oil-firing were offered in ten sizes 
for from 3.0 to 10 gph, making it clear 
that Hi-Cap stands for high capacity. 
Ordinarily completely welded in one 
piece, the sections of these big furnaces 
can be shipped knocked down, in three 
pieces, to permit taking them through 
a three-foot door and assembling them 
in place. The Syncromatic Corp. also 
featured the Model OFB 621 oil-fired 
High Boy, having a heat exchanger of 
10 gage steel, for firing at .85 gph. 
The Waterman-Waterbury Com- 
pany had perimeter heating and floor 
panel heating on its mind at the show, 
thus featured its new DownFlo Series. 
Made for oil or gas firing, this comes 
in three sizes for from 48,000 Btu (gas- 
fired) up to 100,000 Btu. The very 
complete Waterbury furnace line in- 
cludes dozens of furnaces and condi- 
tioner models for oil, gas, and coal. 
Ingersoll Products Division of Borg- 
Warner Corp. was on hand at the 
show with a big display of winter con- 
ditioning units and gravity furnaces; 
ten sizes all told: four sizes of oil-fired 
units, having pressure burners, and 
rated from .95 gph to 1.45 gph. The 
line includes models for gas and coal. 
J. V. Patten Co., specializing in win- 
ter conditioners for lowest-cost homes, 
announced at the show the brand new 
Model 4100 “Sun Fuel-Master Heat- 
rap.” A 1.0 gph flame burns in a steel 
combustion space 14” deep, 16” wide, 
and 48” high; is downdrafted to an 
extreme degree with the products of 
combustion first flowing to the top of 
this chamber, then leaving at the bot- 
tom. Flowing down around the sides 
of the refractory firebox, the gases 
leave the steel combustion space 
through an opening located under the 
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firebox. Direct-draft relief holes avoid 
the pulsation which without them 
would be expected as a result of the 
drastic downdrafting. 525° stack tem- 
perature is reported from the low- 
priced furnace, together with overall 
efficiency of 81%. 

Weil-McLain’s exhibit got a rise out 
of old-timers, for it featured the fa- 
mous Weil-McLain cast-iron round 
boiler basic design, now modernized 
only in details here and there, which 
makes the old-timers declare you can’t 
beat the durability and high-efficiency 
characteristics of some of the old boil- 
ers made perhaps 25 years ago. 

Weil-McLain showed for the first 
time its cast-iron “snug baseboard 
panels,” declared outstanding for the 
radiant heat given by their hot fronts, 
and boasted as suitable for two-pipe 
steam as well as hot water. 

Chrysler Airtemp’s men had big 
news at the show: first, a new line of 
oil-fired steel boilers, gross Btu outputs 
of 110,000, 165,000, and 220,000; 
second, residential cooling units to be 
used with furnace-duct type heating 
plants, and which provide the de- 
humidification and cooling of real sum- 
mer air conditioning. 

The Kewanee Cottage Boiler, just 
added to Kewanee’s boiler line and an- 
nounced at Philadelphia, is a round, 
vertical firetube job designed for oil 
or gas firing, rated at 1.1 gph. Attrac- 
tively jacketed in two-tone green, it is 
small and compact, and was brought 
out to give a modest-budget home 
owner a real Kewanee product. 

Preferred Utilities emphasized its 
Unit Steam Generators (20 to 500 hp, 
using No. 5 or No. 6 oil) and hori- 
zontal rotary cup burners for from 15 
to 150 gph, and announced its new 
Preferred combination gas and oil 
burner unit for the commercial indus- 
trial field. This fires from 15 to 150 
gph oil, and equivalents in gas. 


‘Jucloil 


An entirely new model just was 
added to the popular line of Spencer 
steel and cast-iron boilers, made by the 
Lycoming-Spencer Division of Avco 
Manufacturing Corp. Announced at 
the Philadelphia show, this is described 
as a low waterline commercial steel 
boiler. It provides two advantages new 
to the Spencer line: 1. Exceptionally 
low waterline, the result of locating 
the second pass of firetubes next to, 
instead of above, the first pass of fire- 
tubes; 2. Ease of getting the boiler into 
a boiler room, which results from its 
being made up of two sections, which 
are assembled in the boiler room. 


Good for up to 100 Ibs. water pres- 
sure, this new Spencer boiler can heat 
directly the hot water radiation loads 
of large, tall buildings. It permits using 
radiant, baseboard, and other types of 
hot water heating in tall buildings. 

Bundyweld steel tubing for radiant 
heating was of tremendous interest to 
equipment dealers worried about cop- 
per tube shortages’ preventing install- 
ing radiant systems. It consists of rolled 
strip steel electro-plated with copper, 
then rolled laterally twice to form a 
double-walled tube. Finally, heating 
the tube in an electric furnace melts 
the copper, and on cooling the molten 
copper solidifies, bonding the tube to- 
gether to form a solid, laminated struc- 
ture. One end of each tube arrives ex- 
panded when the contractor orders 
this, simplifying joining tubes together 
for radiant grids; no couplings are 
needed at such joints. It is emphasized 
that the reason Bundyweld lasts for 
years and years in radiant systems, 
with no corrosion or deterioration to 
speak of, is that such systems are closed 
systems, the same water remaining in 
them for long periods. There’s lots 
more to the Bundyweld story, and it’s 
worthwhile for radiant-heat special- 
ists to get the full story. 

Bacharach Industrial Instrument 
Co. appeared at the show with its full 
line of combustion testing instruments, 
recorders, etc., and delighted furnace- 
duct men no end by bringing out 
a circular slide rule device which ends 
all fpm and cfm problems. Knowing 
the size and fpm of the register in a 
room, you can tell in two seconds from 
this “Grill Velocity Finder” the cfm 
delivered to the room. But that’s not 





all. Knowing the temperature of the 
delivered air, you can find out at the 
same time the amount of heat being 
put into the room by the register, and 
can compare this with the Btu heat 
losses of the room. 

FIROMATIC (Morse - Smith - Morse, 
Inc.) turned up at Philadelphia with 
a brand new fusible gate valve, sizes 
Hy" and 1”, which can be used for oil 
or gas; also brought the news that Bos- 
ton now requires that all new range 
burner installations must have a fusi- 
ble-type valve. To renew the yearly 
permit for already-installed range 
burners, they also must be equipped 
with a fusible valve. 


Maid-O- Mist showed a new balanc- 
ing valve adapter for forced hot water 
systems; it is applied to a regular pipe 
tee, threaded or solder type. There’s a 
brand new Maid-O-Mist “Cabinet 
Convector Humidifier,” the only one 
of its kind, designed to permit boiler- 
radiator men to give their customers 
real humidification in winter, auto- 
matically and at low cost for the equip- 
ment; evaporates up to five gallons of 


















water per day; fits nicely into the cabi- 
nets of convector-type steam or hot 
water radiators. 

F. D. Dwyer Manufacturing Co., 
well-known for making combustion 
test instruments, displayed at the Phil- 
adelphia show for the first time its 
new, entirely different dial-type CO2 
testing instrument. This is said to be 
exceedingly easy to read, because of 
its needle showing the percent COs 
on a dial of generous size. It takes a 
test within 20 seconds, is easy to op- 
erate, and is said to be accurate to 
Y4% COs. 


A piece of literature turned up at 
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the show on the Thermolok, an inex- 
pensive device for locking all types of 
room thermostats without in any way 
interfering with the air flow through 
them. It seems highly practical and 
much-needed for clock thermostats 
which, boxed in by certain arrange- 
ments to keep employees and tenants 
from meddling with them and setting 
up the heat, are not sufficiently ven- 
tilated and won't work properly. It 
has a lock and key, and is snapped 
in place around a room thermostat. 

Radiator Valve Company of Amer- 
ica, offering the Steamheat Master 
Vent-Valve, produced at the show an 
exhibit that could take at least two 
hours of the time of any heating spe- 
cialist interested in the in’s and out’s 
of one-pipe steam plant behavior. For 
one thing, this valve can vent at tre- 
mendous speed, having a giant-size 
port that seems free of drop-away 
trouble because a Klixon disc drives 
the movable part of the valve to either 
its closed or open position, working 
at about 180°. 3 

Monarch proudly announced its new 
Fig. G-81 combustion head, described 
as having all the advantages of the 
highly developed Monarch head it re- 
places, but as being exceedingly low- 
priced because refinements in design 
have adapted it to easy production. 
Suitable for from .60 to 2.0 gph, it’s a 
specialty that can be studied on the 
job easily by any expert seriously de- 
termined to obtain excellent combus- 
tion from pressure burners. 


Sundstrand came out with a whole 
new line of fuel units, five capacities 
in the single-stage type, and five in 
the two-stage type, for nozzle outputs 
of 3, 6, 9, 14, and 20 gph. For those 
who want out-of-this-world perform- 
ance from pressure burners, there’s the 
solenoid device for use on any of the 
fuel units; it’s a solenoid-operated un- 
loading valve that gives sharp cut-off. 
The strainers on the fuel units are of 
new design, making them rugged and 
easy to clean. 

Combustioneer (The Steel Products 
Engineering Company) packed a 
crowd of combustion-minded men 
around its exhibit all during the show. 
Reason: Side-by-side two oilburners 
were firing away in open combustion 
chambers. On the left was the Com- 
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bustioneer pressure burner, fairly well 
known in the industry by now, ca- 
pable of 1.65 to 2.5 gph, and featur- 
ing the triple-velocity Visorhead for 
high COs, extra-clean combustion, and 
low oil bills. On the right, and the big 
reason for the crowd of onlookers, 
was the spanking new Combustioneer 
low pressure gun burner. 


One big feature of the Combus- 
tioneer gun burners is that their high- 
pressure and low-pressure fuel units 
are interchangeable. 


Combustioneer’s low pressure burn- 
er boasts a simple fuel unit, easily re- 
moved from the burner in its entirety, 
and featuring a constantly variable 
gph rate with the burner in operation. 
The unit is engineered to be long-lived; 
its only wearing parts are of steel run- 
ning on aluminum-bronze. It is engi- 
neered for mixing behind the nozzle 
the oil and compressed air led through 
the gun tube by separate lines; uses 
14 to 2Y2 pounds atomizing pressure; 
fires from .65 to 3.0 gph. The men in 
the Combustioneer exhibit explained 
that this low-pressure job uses Nos. 1, 
2, and 3 oils, also heavier domestic oil, 
without readjustment. They declare it 
suitable for fueloils too heavy for pres- 
sure burners, and mention No. 4A oil, 
seemingly having in mind an oil heavier 
than can be considered domestic fuel- 
oil, with a viscosity of 70 or higher. 
Combustioneer had plenty of other 
equipment to show, but its new low 
pressure gun burner was the item that 
drew the interest of the dyed-in-the- 
wool oilburner men. 

Combi-Matic domestic gas-oil burn- 
ers, in one type with a vertical firing 
head and another type with a hori- 
zontal gun tube, fascinated many burn- 
er men because they are designed to 
overcome the problem of the oilburner 
nozzle plugging because of overheating 
when gas is being fired. The vertical 
head Combi-Matic burner at the show 
had no refractory combustion cham- 
ber, and this relates to keeping the noz- 
zle cool. The horizontal gun tube model 
has an interesting hydraulically-oper- 
ated nozzle retractor, which moves the 
nozzle 4” back, away from its firing 
position, when not firing with oil. 

HomEase Products Company an- 
nounced that since it last exhibited it 
has expanded its line of HomEase con- 















version burners and oil-fired boilers. 
There are now three sizes of deluxe 
Model HE burners, for up to 15 gph, 
two sizes of the conventional-design 
Model TM burner, and a Model BEF 
flange-mounted burner engineered es- 
pecially for manufacturers of small 
oil-boilers and oil-furnaces. The Hom- 
Ease boast is that its Firestat auto- 
matically tunes the burner for higher 
COz during usual operation than for 
cold starts, producing for example 
13% COs with the chimney and fire- 
box hot, but producing 10% or 11% 
COs on cold starts to insure clean 
combustion. Another feature lies in 
the special combustion head adjust- 
ment which is designed to match the 
flame shape to the shape of the firebox. 
By moving a knob on the side of the 
gun tube, with the burner running, a 
service man obtains an extremely wide 
or narrow flame 


The excellent traps and other spe- 
cialties for modern two-pipe steam 
plants, displayed so wonderfully at the 
heating show, stayed on the minds of 
some show visitors all night. These 
visitors were at The Benjamin Franklin 
Hotel, a favorite stopping place for 
heating and oilheating men. The nights 
of the show, when turned on radi- 
ators in the hotel gurgled and pounded 
intermittently until dawn, keeping the 
minds of the heating experts on heat- 
ing. One heating engineer turned off 
his radiator to get some sleep, and says 
when he woke freezing the next morn- 
ing and turned it back on, it banged 
and jumped with water-hammer and 
seemed as if it were being busted to 
pieces by a sledge hammer. He was 
tempted to turn over to the hotel man- 
ager some of the excellent heating ideas 
he’d gotten at the show, but decided 
instead to try to apply them in his 
home town. 
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Interest is high at 
Largest Heating Show 


O™ OF THE MOST successful and 
encouraging Heating and Ven- 
tilating Expositions held to date closed 
on January 26, after a week of con- 
vention sessions and equipment ex- 
hibits. The American Society of Heat- 
ing and Ventilating Engineers held its 
57th Annual Meeting from January 
22 to 25 and sponsored the 10th In- 
ternational Heating and Ventilating 
Exposition, January 22 to 26. Meet- 
ings and morning technical sessions 
were held at the Bellevue-Stratford 
Hotel, equipment exhibits and after- 
noon technical sessions took place at 
Commercial Museum. 

More than 300 exhibits crowded the 
huge floor, in what was described as 
the largest show of its type ever 
housed in the Commercial Museum. 
Equipment exhibited embraced virtual- 
ly all types of heating and air condi- 
tioning units for domestic, commercial 
and industrial application. Sixty-four 
of the exhibits displayed oilburners or 
oilfired boiler and furnace-burner 
units, designed for domestic use. Of 
this group, which comprised about 
20% of the total number of displays, 
17 could be identified as primarily 
manufacturers of domestic oilburners, 
1 was an industrial oilburner manufac- 
turer, 20 were producers of heating 
boilers and 26 made warm air furnaces. 

Interest displayed by dealers was 
high and manufacturers, generally, 
were enthusiastic about the success of 
the Exposition. Total attendance 
rivalled the high points of other years, 
with nearly all the exhibit-viewers seri- 
ously looking for equipment innova- 
tions and improvements and anxious 
to talk with manufacturers and others 
about the outlook for production and 
sales in 1951, These subjects were up- 
permost in everyone’s mind, with the 
consensus agreeing that, in the absence 


of further cuts or restrictions, satisfac- 
tory levels of production and volume 
could be achieved for the first six 
months of the year, at least. 

New products introduced, or im- 
provements incorporated in existing 


models, are described in a separate ar- 
ticle in this issue. 

The ASHVE, as part of its four- 
day program, held numerous commit- 
tee and business meetings and spon- 
sored open technical sessions each day. 
A wide variety of topics were covered 
in the 17 papers and a symposium pre- 
sented during the six technical sessions. 

The morning session on January 23 
was opened with a report of the Tellers 
of Election, which announced the elec- 
tion to the presidency of Lauren E. 
Seeley, dean of the Engineering Ex- 
periment Station, University of New 
Hampshire, Durham, N. H. Other off- 
cers named are: First vice-president, 
Ernest Szekely; Second vice-president, 
Reg F. Taylor; Treasurer, Howard E. 
Sproull. Installation of the new officers 
took place on January 25 at the con- 
cluding session of the meeting. 


First technical Session 

The first technical session of the 
week was held on Monday morning, 
January 22, at the Bellevue Stratford 
Hotel, as were all similar morning 
gatherings. It opened with a paper pre- 
pared by F. W. Hutchinson, professor 
of Mechanical Engineering, University 
of California; D. L. Mills and L. J. 
LaTart, both of Revere Copper & 
Brass, Inc. Entitled, “Losses from a 
floor-type panel heating system,” it de- 
clared that floor type panel heating 
systems cannot be operated economi- 
cally without some type of insulation 
and that uninsulated floor type panels 
suffer heat losses of 30%. The opinion 
was obtained from tests made during 
the 1948-49 and 1949-50 heating sea- 
sons in a regular occupied building, 
with two floor type heating panels in 
which the coils were embedded at dif- 
ferent depths. Both systems under 34” 
sinuous coil copper tubing on 9” cen- 
ters, embedded in a 4” concrete floor 
slab, over a 6” gravel fill. 

Other papers delivered at this ses- 
sion told of “Design factors in panel 
and air cooling systems,” describing the 
effective use of cooling panels in re- 


moving unwanted heat from rooms, 
and a discussion of “Operating data 
from a sidewalk snow-melting system.” 

Four technical papers were pre- 
sented during the morning session on 
January 23. John W. Tieman and 
Frederick L. Bagby, both of Batelle 
Memorial Institute, Columbus, Ohio, 
reported on “The efficiency of bitu- 
minous coal burning space heaters,” in- 
cluuding data on useful heat trans- 
mitted to a room from a typical flue 
pipe installation, with curves showing 
over-all heating efficiencies. 

“The measurement of smoke,” which 
followed, was a report of tests made at 
North Carolina State College on meth- 
ods of measuring smoke produced by 
domestic heating units burning oil. K. 
O. Beatty, Jr. and James E. Deas, Jr., 
both of the College, prepared the 
paper, which presented a discussion of 
qualitative and quantitative methods, 
including Ringelmann smoke charts, 
filter spot, deposit and light transmis- 
sion smoke measuring methods. The 
general conclusion reached stated that 
each method measures different aspects 
of smoke and not smoke itself. Further, 
the simultaneous use of several meth- 
ods gives more complete information 
than any one alone and should aid in 
predicting the effect of combustion 
conditions on fuel performance. 


feports on OHI Test Unit 


The two remaining papers dealt with 
results of tests made at the Society’s 
Cleveland Research Laboratory, using 
a fueloil combustion test unit designed 
by the Oil-Heat Institute of America. 
David W. Locklin and George V. 
Parmelee, research engineer and re- 
search associate, respectively, at the 
Laboratory, conducted the tests. 

“Smoke measurement in a fueloil 
test unit,” was the title of the first 
paper on this subject. It reported re- 
sults of an investigation, describing the 
light transmission and filtration meth- 
ods of measuring the smoke density of 
oils burned in the test unit, and con- 
cluded that smoke indications revealed 
by both methods did not bear a con- 
sistent relationship. Of the two tech- 
niques the filtration method was judged 
the most suitable for use with the test 
unit because it possessed greater sensi- 
tivity and range in measuring light 
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smoke. 

The project was begun in 1947 
when work was started through OHI’s 
Engineering Committee to design a 
pressure-atomizing type oilfired boiler 
unit for the tests. The principal cri- 
terion of fuel performance was con- 
sidered to be smoke production with 
respect to the excess air supplied, with 
field observations confirming that the 
unit had possibilities but that improve- 
ments in instrumentation and tech- 
niques were required. Extensive tests 
then were conducted during 1948 and 
1949 to complete the project. 


Summarizing the authors stated that 
further investigation still is needed on 
the effect of different sampling tech- 
niques and that aspects of smoke pro- 
duction which are indicated by differ- 
ent methods should be looked into in 
relation to weight concentration of 
smoke and effects upon performance. 

The companion paper, prepared by 
the same researchers, described tests 
made with the test unit to determine 
the extent to which it could be used to 
distinguish between, and reproduce, 
the burning qualities of different fuel- 
oils as indicated by smoke density and 
flame length at a given percent COs. 
Tests were conducted with six differ- 
ent fueloils, which from field experi- 
ence were known to have different 
burning characteristics, All tests were 
made under standard conditions, which 
do not necessarily reflect identical 
combustion conditions, but under 
which it was found the best control 
was possible. 


Test Procedure 


After a one hour warming up pe- 
riod, the performance of each of_the 
six oils was determined by at least a 
dozen tests in which the air supply 
was varied in steps over the range of 
about 8 to 15 percent COs. Check 
tests next were made to investigate re- 
productibility and further tests con- 
ducted to determine the effect on fuel 
rating of different conditions of igni- 
tion, turbulence and oil supply pres- 
sure. 

Satisfactory reproductibility of re- 
sults was obtained with all but one of 
the sample fuels. Increasing the deliv- 
ery pressure of the oil not only in- 
creased the firing rate but also pro- 
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duced cleaner combustion and a slight- 
ly shorter flame, while at constant air- 
fuel ratio it was found that decreasing 
the air shutter opening reduced smoke 
density and flame length and increased 
COz readings. 

The effect of switching the ignition 
off during steady operation was found 
to increase the air supply rate and in- 
crease smoke production and smoke 
densities during shutdown proved to 
be greater than during starting, while 
smoke densities during starting were 
higher than during steady operation. 


Further, it was revealed by the tests, 
that a good degree of correlation was 
obtained between the test results at 
similar firing rates and these indices: 
API gravity, hydrogen-carbon ratio, 
diesel index and burning index. 

It was concluded that a greater num- 
ber of oils must be investigated if these 
correlations are to be so established 
that a simply obtained index can be 
used to rate the burning qualities of 
fueloils and that investigation should 
be made to determine whether these 
correlations may be extended to other 
types of burners and in field installa- 
tions. In order to determine the sig- 
nificance of the results obtained with 
the test unit, the report said, it would 
be desirable to investigate fundamental 
principles of fuel atomization, igni- 
tion, air-fuel mixing and smoke meas- 
urement. 

The first of two afternoon sessions 
was held on January 23, opening with 
a paper by Eric A. Walker and John 
E. Coolidge, both of The Pennsylvania 
State College, containing a short his- 
torical outline of the development of 
electrostatic precipitation for air clean- 
ing. The “Theory of earth heat ex- 
changers for the heat pump” was dis- 
cussed in a paper prepared by L. R. 
Ingersoll, F. T. Adler and A. C, Inger- 
soll, all of the University of Wiscon- 
sin and H. J. Plass, Stanford Univer- 
sity. 

George S. Smith, University of 
Washington, Seattle, in talking about 
“Factors useful in ground ‘grid design 
for heat pumps,” said studies indicated 
the average city lot is too small to 
supply enough heat to warm a house. 
‘Thus the ground grid is practicable,” 
he continued, ‘‘only where larger lots 
are available, or where very special 


soil, moisture and subsurface condi- 
tions are found.” 

The January 24 morning session was 
devoted to a symposium, “Man and 


his relationship to air.” Nathaniel 
Glickman, assistant professor of medi- 
cine and research physiologist, Uni- 
versity of Illinois Medical School, was 
moderator. Five speakers participated. 

The afternoon session on January 
24 included a description of “Field 
studies of heat losses from concrete 
floor panels,” prepared by C. M. 
Humphreys, C. V. Franks and L. F. 
Schutrum, all on the staff of the 
ASHVE Research Laboratory, Cleve- 
land. During the summer of 1949 
thermocouples and heat flow meters 
were installed under four houses to 
study the heat losses from floor panels 
to the earth. These studies, the report 
indicated, showed that the greatest part 
of the heat loss from a floor panel oc- 
curs around the perimeter of the panel, 
where insulation will be most effective. 

Results indicated also that it was 
particularly important that the panel 
be separated from the foundation by 
suitable insulation and that 4” hollow 
clay tile did not appear to be any more 
effective as an insulation than an 
equivalent thickness of gravel. 

N. O. Kirby, Chicago, told of the 
search for practical methods to harness 
waste heat from diesel locomotives to 
heat railroad cars and a paper, drawn 
up by three technicians from Forest 
Products Laboratory, Madison, Wis., 
explained tests undertaken to deter- 
mine the water permeability of 100 
building papers and sheet materials. 

Entertainment for attending mem- 
bers and their guests was highlighted 
by the Society’s annual banquet on 
January 24, at which Lester T. Avery 
was presented with a past president's 
emblem. In turn, he announced award 
of the Anderson Medal to Samuel R. 
Lewis, consulting mechanical engineer, 
Chicago. The medal, awarded for 
“outstanding contributions to the ad- 
vancement of heating, ventilating and 
air conditioning” will be presented for- 
mally to Mr. Lewis when he returns 
from a trip abroad. 

A welcome tea and brunch, sight- 
seeing tour, luncheon and fashion show 
and a bus trip to Atlantic City were 
arranged for by the Ladies Entertain- 
ment Committee. 
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Should Servicemen be deferred?r 


Are these Men indispensable or critical to civilian, defense Activity? 


by 
W. O. Spiess* 


Editorial note: While this article by 
Mr. Spiess is largely a summary of the 
Institute’s presentation to Washington 
on behalf of service manpower, it will 
also serve another purpose, Dealers can 
study it for ideas to use with their local 
boards. In spite of all the planning in 
Washington by manpower authorities, 
the local board is autonomous . . . it has 
the final word on every individual. 


ie OF THE FIRST PROBLEMS that 
the new mobilization economy 
has left at the doorstep of the oilheating 
industry is that of maintaining ade- 
quate numbers of experienced oilburn- 
er servicemen. The rapid growth of 
the industry since the end of World 
War II has kept oilheating people and 
their trade associations actively en- 
gaged in finding ways and means to 
attract and train new qualified per- 
sonnel. Although the industry has done 
an excellent job on this matter, burner 
servicemen are still in short supply. 
As a result, the calling of military 
reservists and the drafting of burner 
servicemen pose a real threat to con- 
tinued prompt and proper servicing of 
oil installations. 

Oil-Heat Institute of America has 
taken the lead in presenting the case 
for deferment of oilburner servicemen 
to the proper authorities, and as long 
as manpower remains critical, OHI will 
head the effort to guard against short- 
ages of service personnel that might 
affect the public’s health and welfare. 

On August 3rd, last, the U. S. De- 
partment of Labor released its original 
list of critical occupations. This list 
is used by the Department of Defense 
in considering requests for deferments 
of reservists and members of the Na- 
tional Guard: it does not bind local 
draft boards. Oilburner servicemen, as 
such, were not included in this list, but 
a spokesman for the Department of 


*National secretary, Distribution Div., 
Oil-Heat Institute of America, New York. 


Labor said that burner servicemen were 
included under the category “mainte- 
nance mechanics.” Later the Depart- 
ment changed that opinion and indi- 
cated that burner servicemen were not 
considered maintenance mechanics and 
were not covered under the list of 
critical occupations. 

The Distribution Division of OHI 
took immediate steps to file a formal 
petition to request the deferment of 
burner servicemen. After determining 
the kind of information required, a sur- 
vey went to all dealer members. The 
response was excellent and the infor- 
mation collected formed the backbone 
for the petition. Mr. F. C. Haab, Na- 
tional Chairman of the Distribution 
Division, signed the petition and per- 
sonally presented it to the Secretary, 
Committee on Essential Activities and 
Critical Occupations, on January 25th. 
The petition is reproduced below. 


PETITION TO 
““COMMITTEE ON ESSENTIAL ACTIVITIES 
AND CRITICAL OCCUPATIONS” 
COVERING ESSENTIALITY OF JOB OF 
OILBURNER SERVICEMAN 


This petition follows the order and 
numbering of the data listed in the 
“Check List of Information to be Sup- 
plied by Petitioners.” To develop the 





information suggested, a survey of the 
industry was made in early January, 
1951. The 402 replies received from all 
sections of the country constitute a 
group which we believe is representa- 
tive of the entire industry. 


1. Description of Job of Oilburner 
Serviceman 

Reference is made to the fact that 
the subject job is most inadequately 
described by the Dictionary of Occu- 
pational Titles, Volume I, 5-83.024: 
Oilburner—Installation and Service- 
man. Part (2) of that definition which 
refers to servicing oilburners is totally 
incomplete and inadequate. That defi- 
nition follows: 

“When servicing oilburners, ob- 
serves color and height of flame and 
volume of smoke given off to determine 
probable cause of faulty operation. 
Cleans strainer and-sediment bowl by 
removing foreign matter and wiping 
parts with rag. Scrapes carbon deposits 
from inside of burner pot with a knife. 
Checks draft of flue by means of a 
draftstat and adjusts damper accord- 
ingly by adding or removing balance 
weight.” 

Analyzing that definition sentence 
by sentence: 

Sentence 1—“When servicing oil- 





burners, observes color and height of 
flame and volume of smoke given off 
to determine probable cause of faulty 
operation.” ’ 

Almost all calls for oilburner service 
result from non-functioning of the oil- 
burner and there is no flame or smoke 
to observe. In cases when the unit is 
operating observance of these items, 
among others, is simply the visual part 
of the job of comparing that particu- 
lar unit’s operation with known and 
proper combustion characteristics. The 
important work of diagnosis and treat- 
ment comes after visual inspection. 

Sentence 2—‘“Cleans strainer and 
sediment bowl by removing foreign 
matter and wiping parts with rag.” 

The operation of cleaning the strain- 
er is a routine one and is usually per- 
formed on all service calls even though 
it is the basic cause of non-functioning 
in less than 10% of the cases. Actually, 
cleaning is performed by washing in a 
solvent. The important thing in check- 
ing and cleaning the strainer is inspect- 
ing it to determine if it needs replace- 
ment. 

Sentence 3—‘Scrapes carbon de- 
posits from inside of burner pot with 
a knife.” 

This step refers to one particular 
type of burner infrequently used in 
central heating plants. For the first 
nine months of 1950 this type of equip- 
ment accounted for less than 3% of 
central heating oilburner shipments. 


Sentence 4—“Checks draft of flue 
by means of a draftstat and adjusts 
damper accordingly by adding or re- 
moving balance weight.” 

This is ambiguous since it is not clear 
whether “checks drafts” means that the 
serviceman examines the amount of 
draft, or the serviceman cuts down 
on the draft by adjusting the auto- 
matic draft regulator. Reference to ad- 
justing the damper is incorrect since 
the damper must be removed or locked 
in place when a coal burning furnace 
is converted to oil; no damper exists 
in installations designed for oil. 

A good, if relatively brief, defini- 
tion would be the following: The oil- 
burner serviceman responds to calls 
from homeowners, commercial estab- 
lishments, industrial plants and other 
buildings such as hospitals, schools, etc., 
for the services of a mechanic to restore 
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or correct malfunctioning of oilheating 
equipment used for heating or power 
purposes. 

His first step is that of trained ob- 
server; he examines the equipment and 
mentally associates it with his knowl- 
edge of that particular type and make 
of unit. This requires familiarity with 
the whole range of equipment in use 
that differs in type, purpose, principles, 
manufacturer and model. 

The next step is that of diagnosti- 
cian. The serviceman must be able to 
analyze the reasons why a burner is 
not operating and begin checking those 
possibilities to isolate the source of trou- 
ble. 

He must be capable of completely 
dismantling and reassembling any 
burner. 

He must know electricity from the 
point of view of both the tradesman 
who runs the wires and conduits and 
the repairman who corrects troubles. 
He must understand the electrical sys- 
tem of all the controls (usually three) 
on an oilburner. Some controls are 
based on principles of electronics and 
he must know that field, too. 

He must know the principles of elec- 
tric motors, since that is the motive 
power of an oilburner. This includes 
practical experience with motors and 
the circumstances under which com- 
ponent parts may fail. 


Must know heating Systems 


Since the burner is related to the 
heating or power system, the service- 
man must be famiilar with the three 
basic types of systems, water, steam 
and air and their individual principles 
and lines of distribution. 

He must know all about fueloil, par- 
ticularly the phases of refining and 
distribution that relate to the principles 
and characteristics of oilburning. 

Following his diagnostic work, a 
serviceman must be able to repair or 
replace any circuit, line, pipe or piece 
of oilheating equipment that is the 
cause of non-functioning. 


2. Type of Industry and Service 
Rendered 


The Oilburner Serviceman operates 
in an industry that is often regarded 
as a utility without a franchise. In 
common with utilities that are respon- 
sible for heat and power, the oilburner 





dealer must be ready to furnish 24 
hour service to his customers all year 
round. Almost all calls for oilburner 
service reflect an emergency—lack of 
heat, hot water or power. To the home- 
owner, the lack of heat or hot water is 
at least a severe discomfort, and under 
many circumstances, a threat to good 
health. To commercial establishments, 
failure of oilheat or hot water can 
affect its services and has importance 
to the extent the work of that business 
is important. The emergency nature of 
oilburner service in buildings such as 
hospitals and industrial plants is ob- 
vious. 
Takes real Training 


Within or without the industry, 
there is no substitute for Oilburner 
Servicemen. Skilled labor currently en- 
gaged in the manufacture of oilburners 
could not learn service work quicker 
than any other skilled group. Within 
the dealers’ organization, there is no 
other group of skilled workers that 
could be trained for the job. The av- 
erage dealer organization is small, em- 
ploying principally clerical help, and 
outside of installation and servicemen, 
has a source of manpower only in fuel- 
oil truck drivers. Since the bulk of the 
fueloil is delivered during the winter 
months, this group is busiest when calls 
for service are most imperative. 


3. Hours of Training Required to 
Produce Acceptable Workers. 
A survey of dealers on the hours 
of training required to produce ac- 
ceptable workers indicated the time 
required as follows: 





Less than 12 months 13.2% 
12 to 17 months 24.6% 

18 to 23 months 8.4% 

24 to 29 months 27.6% 

30 to 35 months 1.2% 

36 to 41 months 21.3% 
Over 42 months 3.6% 
99.9% 


The median would seem to be about 
24 months, sinee 53.7% indicated it 
would take 24 months or longer to 
train a serviceman. 


3A. Approximate Number of Work- 
ers Engaged in Occupation 

As of January Ist, 1951 there were 

about 13,400 Oilburner Servicemen in 

the industry. Over half of these 
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(54.7%) are with dealers who employ 
four or less servicemen, consequently 
such men have much greater relative 
value than would be the’ case if the 
typical dealer employed ten service- 
men. 

3B. Age Distribution of Workers 

According to the survey, the age 
distribution of Oilburner Servicemen 
is as follows: 


18 through 26 years 23.4% 
27 through 35 years 40.0% 
Over 35 36.6% 


4, Action Taken or Planned to 
Forestall Critical Shortage of 
Workers 

The rapid growth of the oilburner 
business since the end of the war has 
made the industry concentrate on 
utilizing all available trained workers, 
and training as many new ones as pos- 
sible. 

Use of Women: 

98% of the industry considers wom- 
en not suited for the job, and much of 
that opinion is based on experience 
during the last war. Women are not 
adaptable for many of the skills in- 
volved, such as electricity. Also, the 
job requires lifting heavy tools and 
heavy equipment that the average 
woman couldn’t do, and grimy work 
that women would not care to do. The 


emergency nature of the work requires 
a serviceman to drive trucks in all 
weather conditions, and at all hours of 
the night, and that is not a job for a 
woman. 

Use of Retired Workers: 

96% of the industry feels there are 
no retired workers who could be used. 
Most point out that the industry is too 
young to have any retired workers. In 
addition, the strength and stamina re- 
quired discourages men from staying 
in the job until retirement age. 

Use of Physically Handicapped: 

Currently, some physically handi- 
capped workers are employed as Oil- 
burner Servicemen, and more could be 
used, depending on the handicap. 47% 
of the industry feels that providing the 
handicapped worker could use his 
hands, drive a truck and had the 
stamina for the job, he could qualify 
for training. 

Recruitment From Less Essential 
Activities: 

84% of the industry does not be- 
lieve that additional servicemen could 
be recruited from other activities. To 
the extent possible, dealers follow that 
practice now. The only source of man- 
power in less essential activities is 
clerical workers and truck drivers, and 
neither group is adaptable to training 
in the skills necessary. 


Upgrading Qualified Workers: 

The possibilities of upgrading work- 
ers depends upon the number of truck 
drivers who are able to learn the skills 
of an Oilburner Serviceman. Wher- 
ever possible, dealers use drivers in the 
slack delivery season on simple service 
such as annual cleaning and servicing. 
In a few cases, the drivers learn to be- 
come satisfactory Oilburner Service- 
men through years of this apprentice 
work. However, experience indicates 
that drivers lack the interest to master 
electricity, heating systems, etc., and 
step up to a skilled trade. 

Lengthening the Workweek: 

The hours that an Oilburner Service- 
man puts in are determrined mainly by 
the demand for service, consequently, 
the workweek is very irregular. Where 
the worker is willing and unions per- 
mit it, a serviceman will be asked to 
work up to the level of endurance 
whenever the need arises. However, 
the urgent nature of a call for service 
requires the dealer to maintain ade- 
quate personnel so that service calls 
are not seriously delayed. 

4A. Reducing Need for Additional 

Trained Workers 

Oilburner service presents no oppor- 
tunity to reduce the need for additional 
trained workers by simplifying the job, 
using workers full time at their highest 
skill or using labor saving machinery. 
Each service call is an individual job © 
requiring as much skill in analysis as 
it does in work to correct the trouble. 
Tools play a relatively minor role. 
Since a breakdown is involved there 
is no chance for simplification. In addi- 
tion, the nature of each job is unknown 
until an experienced man makes the 
analysis; there is no chance to use less 
experienced men efficiently. 

4B. Training Additional Workers 

Because the industry has been grow- 
ing so rapidly since World War II, 
it has been doing everything possible 
to train additionak servicemen. This is 
borne out by the fact that 41.7% of 
the dealers already have a procedure 
for hiring. inexperienced, but qualified, 
men and training them to be satisfac- 
tory servicemen. The survey revealed 
the following reasons why more deal- 
ers didn’t have such a program: deal- 
er's business too small, nobody avail- 
able to teach; draft has made it 
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impossible or inadvisable to hire quali- 
fied young men; some union contracts 
do not allow training of apprentices; 
equipment necessary for training in 
different types and make of burners 
not available to dealer; defense jobs 
make it difficult to attract apprentices. 

Dealers have done much to provide 
the means for training new servicemen 
by establishing and cooperating with 
schools teaching oilburner service. The 
institutions on the attached list offer 
courses in oilburner service and help 
provide the fundamental instruction 
necessary. Graduates find ready places 
with dealers who continue their on- 
the-job training for a year or more 
until a satisfactory level of efficiency 
has been reached and the worker be- 


comes self-reliant. 


5. Number of Hours in Average 
Workweek 


As previously noted, the workweek 
is very irregular. From the survey the 
following breakdown on hours was ob- 
tained: 





less than 45 hours 11.3% 
45-49 hours 25.6% 
50-54 hours 34.0% 
55-59 hours 11.0% 

over 60 hours 18.0% 
99.9% 


From a question in the survey on 
the number of additional hours that 
could be worked, the following break- 
down was obtained: 





none 30.9% 

less than 4 41% 
4-7 17.9% 

8-10 34.5% 

over 10 12.3% 
99.79% 


Dealers whose servicemen are work- 
ing less than fifty hours per week evi- 
dently feel that the workweek could 
be lengthened by eight or more hours. 
It is questionable whether servicemen 
would agree to the added hours and 
the matter of union regulations could 
not be ignored. Dealers whose men 
are now working in excess of fifty 
hours do not believe the workweek 
could be lengthened. 

During each of the past two years 
the number of Burner Servicemen has 
decreased in relation to number of 
consumers served. For example, in 1948 
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Connecticut Tech. Institute, Inc. 
Hartford, Conn. 


Hartford Trade School 
Hartford, Conn. 


er Mechanics 
Boston, Mass. 


Tufts College 
Medford, Mass. 


Vocational High School 
New Bedford, Mass. 


New England Technical Institute 
Providence, R. I. 


Oil-Heat Institute of New England 
Boston, Mass. 


Waltham Oil Burner School 
Middleboro, Mass. 


Massachusetts Trade School 
Boston, Mass. 


Wentworth Institute 
Brockton, Mass. 


Springfield Trade School 
Springfield, Mass. 

Chamberlain Vocational High School 
Washington, D. C. 


Veteran Trade School No. 253 
Baltimore, Md. 


Camden County Vocational School 
Merchantville, N. J. 


Essex County Adult Technical School 
Newark, N. J. 


Lincoln Technical Institute 


Newark, N. J. 


Alfred State Tech. 
Alfred, N. Y. 


East N. Y. Vocational High School 
Brooklyn, N. Y. 


Brooklyn YMCA Trade School 
Brooklyn, N. Y. 


Long Island Agric. & Tech. Inst. 
Farmingdale, N. Y. 


N. Y. Technical Institute 
New York, N. Y. 


YMCA Trade & Technical School 
New York, N. Y. 


Modern School of Mechanics 
Philadelphia, Pa. 


Murrell Dobbins Vocational Tech. School 
Philadelphia, Pa. 


Phila. Wireless Technical Inst. 
Philadelphia, Pa. 


Brooklyn Evening Tech. High School 
Brooklyn, N. Y. 





List of Schools and Colleges Offering Courses in Oilburner Service 


Technicians Training School for Oil Burn- 


Albany Public Night School System 
Albany, New York 


Hackensack Vocational School 
Hackensack, N. J. 


Baltimore City Vocational School 
Baltimore, Md. 


Rochester Institute of Technology 
Rochester, N. Y. 


Brown Vocational School 
Wilmington, Del. 


Boch Vocational School 
Philadelphia, Pa. 


Virginia Mechanics Institute 
Richmond, Virginia 


Air Conditioning & Refrigertaion Institute, 


ne. 
Baltimore, Md. 


Newark Vocational School 
Newark, N. J. 


Philip Schuyler High School 
Albany, N. Y. 


State University of New York, Institute of 
Applied Arts & Sciences 
Buffalo, N. Y. 


Chicago Technical College 
Chicago 16, Ill. 


Industrial Training Institute 
Chicago, IIl. 


Cass Technical High School 
Detroit, Michigan 


Michigan School of Trades, Inc. 
Detroit, Michigan 


St. Paul Vocational School 
Saint Paul, Minn. 


The David Ranken Jr. School of Mechan- 
ical Trades 
St. Louis, Missouri 


Milwaukee School of Engineering 
Milwaukee, Wisconsin 


Dunwoody Industrial Institute 
Minneapolis, Minn. 
Milwaukee Vocational School 
Milwaukee, Wisconsin 


Omaha University 
Omaha, Nebraska 


Washburn Trade School 
Chicago, Illinois 

Commercial Trades Institute 
Chicago, Illinois 


Edison Technical School 
Seattle, Wash. 








there was one serviceman to each 302 
oilheating users. In 1950 there was one 
to each 384 users. Before Korea skilled 
manpower had become an acute prob- 
lem in the oilheating business. 

Shelter and fuels are two of the nec- 
essaries in maintaining the health and 
morale of the civilian population, Oil- 
heating serves more than one-quarter 
of the population. Oilburners in com- 
merce and industry are vital to the 


development of the defense program 
and the supporting economy. 

The industry respectfully urges that 
special consideration be given to the 
indispensable role played by the Oil- 
burner Serviceman so that the public 
and industry will not suffer from fail- 
ure of oilheating, hot water or power. 

F, C. HAAB, National Chairman 

Distribution Division 

Oil-Heat Institute of America, Inc. 


February 
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Silent Glow’s INVADER has a “dealers-eye” 
view of sales. Easier to sell . . . lower first cost, 
lower service cost, lower fuel cost... give you 
a ready-made selling story that appeals to 
thrifty buyers. Servicing headaches reduced, too 
—with INVADER’S easier to service one-piece 
top and automatic alignment of parts ... and it 
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| MORE FOR THE DOLLAR... MORE DOLLARS IN PROFITS 


stays serviced. INVADER is easier to buy, too. 
Shipment from Hartford and Chicago insure 
INVADERS where you want ‘em, when you 
want ‘em — in only 48 hours. Fully guaranteed 
by Silent Glow’s A-Al rating and dependable 
reputation of 25 years experience in the oil 
burner field. Get to know Silent Glow. 





Al L COUPON NOWwp To: THE SILENT GLOW OIL BURNER CORP. 


850 Windsor Street, Hartford 5, Connecticut 
1500 So. Western Ave., Chicago 8, Illinois 


MONEY BACK GUARANTEE 
This guarantee is backed by the A-Al 


money-back guarantee. 


Name 


Send us the complete story about “Invader” including prices and your 





rating and reputation of the Silent Glow 
Oil Burner Corp., a pioneer and leading 
manufacturer in the oil heating field, with a 


quarter century background of experience. Street 


Company 


























.* another industry luncheon with a 
- "prominent speaker at the Chicago con- 
~ vention in April, as they did last year 


<j ene DIRECTORS of the Oil-Heat In- 
stitute of America were guests of 
the Rochester, New York, chapter on 
January 9, conducting their regular 
quarterly meeting in that city. The 
sessions were headed by A. T. Atwill, 
president and Ralph Becker, manag- 
ing director of the Institute. 

The more significant discussions re- 
volved around the possible effects on 
the industry of the defense production 
program and the industry's competitive 
position with natural gas. 

In establishing the industry’s posi- 
tion for 1950, the directors estimated 
that there were about 900,000 domes- 
tice oilburners and units shipped by 
manufacturers, and about 50,000 com- 
mercial oilburners, these latter inelud- 
ing both residual oilburners and those 
using distillate fuels where the firing 
rate was above 6 gph. 

The question arose as to the Insti- 
tute’s activity in assisting local chap- 
ters in their programs to counteract 
gas competition. It was explained that 
direct help has been given in a few 
cities, mostly along the line of getting 
some cooperation from major oil com- 
panies on the promotional budgets. 
After getting from local sources all of 
the necessary facts and figures the In- 
stitute undertakes to “certify” the area 
to the interested majors and in turn 
solicits their help. 

It was voted to continue the Insti- 
tute bulletins that have been mailed 
weekly to members, but to place them 
on an indefinite time basis, to be issued 
whenever there is interesting and _use- 
ful information to convey. The direc- 
tors voted not to increase the member- 
ship dues at this time, even though 
operating costs have been rising. They 
felt that in a period of. uncertainty 
caused by the defense program there 
would be a tendency for more compa- 
nies to join the Institute and that this 
was no time to raise the question of 
dues so long as the group had a sur- 
plus. 

Don Leslie, reporting for the Acces- 


th sory Div., stated that this group plans 
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OHI Directors study Defense 





that 364 advance orders have already 
been received. Fred Haab, for the Dis- 
tribution Div., described the manpower 
studies being made under the direction 
of William Spiess to supply informa- 
tion requested by the Inter-Agency 
Committee on Manpower in Washing- 
ton. A brief has been submitted to this 


in Philadelphia. Ted Kaufman of OHI, 
for the Engineering Committee, told 
about progress on the new “Handbook 
of Oilburning,” that it will be ready for 
sale at the Chicago convention, and 


O.H.l. GOVERNMENT COMMITTEE FOR OIL HEATING 


MANUFACTURERS—MEMBERS OF OHI 

Timken Silent Automatic Division, The Timken-Detroit Axle Company—T. A. Craw- 
ford, Vice President and General Manager 

Quaker Manufacturing Company—A. T. Atwill, President 

S. T. Johnson Co.—R. P. Johnston, Branch Manager 

General Electric Company—H. M. Brundage, Manager, Automatic Heating Division 

Iron Fireman Mfg. Company—C. T. Burg, Vice President 

Herco Oil Burner Corporation—H. H. Wilkinson, President 

The Nu-Way Corporation—W. H. Klockau, President 

Gerotor May Corporation—C. R. Collins, Vice President 

The Heil Co.—G. E. Hochstein, Sales Manager, Heating Equipment Division 

Delco Appliance Division, General Motors Corporation—A. C. Freimann, General Sales 
Manager 

Eureka Williams Corporation—L. A. Casler, Executive Vice President 

U. S. Machine Corporation—C. A. Potts, Secretary 

York-Shipley, Inc.—A. E. Hess, Manager, General Division 

Aldrich Company—P. M. Stephenson, Vice President 

Gilbert & Barker Mfg. Co.—H. J. Lanyon, Manager, Oil Heating Equipment Sales 


‘ MANUFACTURERS—NON-MEMBERS 

Harvey-Whipple, Inc.—R. G. Whipple, President 

Lynn Products Company—E. K. Priest, President 

Quiet-Heet Mfg. Corporation—S. L. Peters, President 

Quiet Automatic Burner Corp.—]. G. Kaveny, President 

Automatic Burner Corporation—Joseph Hearst, President 

Silent Glow Oil Burner Co.—R. M. Sherman, President 

Todd Shipyards Corporation, Combustion Equipment Division—F. K. Steinrock, Sales 
Manager 

Petroleum Heat & Power Co.—]. F. Corrigan, Sales Promotion Manager 

Airtemp Division, Chrysler Corporation—Fred Laughna, Assistant to President 


ACCESSORY—MEMBERS OF OHI 
Minneapolis-Honeywell Reg. Co.—A. H. Lockrae, Vice President 
Webster Electric Company—sS. A. Loeb, President 
Sundstrand Hydraulic Division, Sundstrand Machine Tool Co., B. A. Olsen, President 
Bell & Gossett Company—E. J. Gossett, President 
Thatcher Furnace Company—Russell M. Cook, Vice President 
The National Radiator Company—L. N. Hunter, Vice President 
Fitzgibbons Boiler Company—P. K. Addams, President 
Ohio Electric Mfg. Co.—Chester Bland, President 
The Mercoid Corporation—]. W. Owens, Executive Vice President 
Perfex Corporation—C. E. Lewis, President 
Sid Harvey, Inc.—Sid Harvey, President 
V. & E. Products, Inc.—Lionel L. Jacobs, Vice President 


ACCESSORY—NON-MEMBERS 
C. A. Olsen Mfg. Co.—C. A. Olsen, President 
United States Radiater Corporation—M. L. Judd, Manager, Warm Air Furnace Division 
Crane Company—]. H. Geiss 


DISTRIBUTION—-MEMBERS OF OHI 


J. A. Collins—Frontier Oil Refining Co., Buffalo, New York 

J. R. Sherwood—Sherwood Brothers, Inc., Baltimore, Md. 

C. C. Jonswold—Arrow Petroleum Company, Forest Park, Ill. 

E. F. Marquard—Allied Oil Company, Inc., Cleveland, Ohio 
Clarence Lucas—Stark Oil Company, Baltimore, Md. 

M.N. Vining—Diesel Oil Sales Company, Seattle, Wash. 

C. R. Holloway, Jr.—Liberty Fuel & Ice Company, Portland, Oregon 
J. W. Warner—J. P. Agnew & Company, Inc., Washington, D. C. 
W. F. Schierholz—Fuel Oil Company of St. Louis, St. Louis, Mo. 


o> 


. M. Spade—Robison Oil Company, Hartsdale, N. Y. 

F. C. Haab—F. C. Haab Company, Philadelphia, Pa. 

George Clement—Modern Heat & Fuel Company, Philadelphia, Pa. 
W. F. Briggs—Valley Oil Company, Inc., Middletown, Conn. 


DIsTRIBUTION—NON-MEMBERS 
Lawrence Davis—Automatic Oil Heating Company, Springfield, Mass. 
Harry B. Hilts—Empire State Petroleum Association, New York City 
Al Baerenklau—Baerenklau & Company, Brooklyn, N. Y. 
Harvey Lewis—Lewis Coal & Oil Company, Port Washington, N. Y. 
H. F. Horning—Northwest Petroleum Association, Minneapolis, Minn. 


Counsel—G. B. Ferris—McLean, Ferris, Ely & Fain, New York 
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aye tucks that do the most for yo! 


Wereater Power ! sient 


engines— with horsepower increases 
as high as 20%. You'll enjoy the 
right power for your job! With all j 
their extra value, Dedge ““Job-Rated” ~~ 
Trucks are priced with the lowest! 
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NO Ector Handling! 


Now, even sharper turning! More 
comfortable steering angle and 
easier-operating new warm-and- 
roller steering gears! You also get 
such proved features as cross-steering, 
wide front tread, short wheelbase. 


: e 
‘a 
NW" Interiors! Striking new, massive MORE THAN 50 BRAND-NEW 





appearance—inside and out! Lower hood IMPROVEMENTS . . . INCLUDING 
line for better visibility. Attractive two-tone ' 
cab interiors. New clear-vision instrument NEW! SMOOTHER RIDE 


panel. New seat comfort. 


é 

\o Extra Quiet Brakes! 
Another Dodge “first”! Molded, tapered 
Cyclebond brake lining. Practically elimi- 
nates squeal and grab. Extra-smooth, positive 
action. Extra-long life. Standard on trucks 
11%-ton and up, except air brake models. 


NEW! EASIER LOADING 
NEW! EASIER BAD-WEATHER STARTING 


NEW! GREATER ELECTRICAL CAPACITY 





N EW I EASIER-TO-READ INSTRUMENTS 





NEW! BETTER VISIBILITY IN BAD WEATHER 


/ees te) NN ee ee Ste ae: : 

NEW 

NN, JOD GE TRULKS on display at your dealer's SATURDAY, FEBRUARY 10th 
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Committee, setting forth the case for 
oilburner mechanics. 

T. A. Crawford, chairman of the 
Public Relations Committee, first noted 
that Lon Casler is to be vice-chairman. 
Then he discussed the point that 
Canadian manufacturers of oilburners 
were about to set up their own Insti- 
tute in a meeting at Toronto, and that 
OHI cooperation had “been suggested. 
C. E. Lewis, Perfex Corp., recom- 
mended that the Distribution Div. and 
the Engineering Committee make a 
study of fueloil rationing in the last 


war and be prepared with suggestions 
for improvement in case this facility 
should again be activated. 

In going over the Institute’s activi- 
ties on gas competition, the Public 
Relations Committee suggested that 
major advertising efforts be devoted 
principally to areas where oil and gas 
had reasonably similar fuel costs, and 
lesser efforts in areas where fueloil 
has a serious cost handicap. This 


’ brought the suggestion that the largest 


share of promotional costs need come 
from fueloil marketers in individual 





cities, since they were in position to be 
hurt most. The conclusion of the meet- 
nig was that oilheating should be pro- 


' moted unitedly in all parts of the coun- 





FYRITE 
UTILITY KIT 


8S 10 15 
yun 
BS 20.25 


Pacemaker for Profits . . . 











from Expert Heating Service 


aking the most of your ability to 

do an expert tune-up job will pay 

you big dividends in gaining you com- 
petitive leadership and neighborhood 
recognition of your competence as a 
heating expert. The combustion-testing 
kit shown here contains precision-made 
quality instruments with which you can 
make fullest use of your know-how in 
making a fuel conservation survey, 
checking a burner for wornout parts 
and needed repairs, or running an effi- 
ciency test to close a replacement deal. 
The kit contains the well-known 
FYRITE COs Indicator, the versatile 
MZF Draft Gauge, the all-metal TEM- 


POINT Stack Thermometer and the 
sensationally new TRUE-SPOT Smoke 
Tester. Now, for the first time you can 
adjust an oil burner quickly and ex- 
pertly for highest CO2 without objec- 
tionable smoke ... do away with guess- 
work, and “hit and miss’’ fumbling in 
adjusting for clean firing. The “Scale 
of Soot” which comes with the TRUE- 
SPOT tells you the limits of permissible 
smoke for. various burners and types 
of. heating systems. This amazingly 
simple method of oil burner adjustment 
is the greatest advance in combustion 
testing since the introduction of the 
FYRITE COs Indicator. 


Ask your Jobber for the FYRITE Utility Kit or write for Bulletin 777 
BACHARACH INDUSTRIAL INSTRUMENT CO. 


7000 BENNETT STREET - PITTSBURGH 8, PA. 
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try where local dealers were inclined 
to be active in this line, even though 
gas was not an immediate threat. 
The most important single activity 
of the meeting was the appointment 
of an over-all industry committee to 
work with Government as problems 
may arise. There were 57 members ap- 
pointed, at all levels of the industry. 


They will not at any time function as 


a single committee, but rather they 
constitute a reservoir from which spe- 
cific task committees may be assigned 
for individual undertakings. 


ee 
Gas heat Manufacturers 
Estimate 1951 Volume 


MANUFACTURERS of gas central heat- 
ing equipment expect sales of their 
products in 1951 to be 22% below 
1950. This is a composite opinion of 
50 manufacturers surveyed by the Gas 
Appliance Manufacturers Assn., New 
York. Those 50 compaines do about 
52% of the industry’s volume. 

Companies accounting for 17% of 
the volume in the group expect their 
sales to be above 1950, ranging from 
6% to 200% up. The larger group of 
companies, representing 74% of the 
volume, expect sales to be down any- 
where from 10% to 50%. The small- 
est group, accounting for 9% of the 
volume, expect their sales to be about 
the same as in 1950. 

Advertising and promotional activ- 
ities of these manufacturers will be a 
little greater than in 1950. Planning to 
increase their outlays for these pur- 
poses are manufacturers representing 
39% of the total output. They will 
spend anywhere from 10% to 80% 
more. The second segment, accounting 
for 14% of the volume, will spend less 
in 1951, ranging from 15% to 50% 
less. The third segment, planning to 
spend the same as in 1950, represent 
47% of the total production. 

Asked what part of their facilities 
they plan to convert to defense pro- 
duction in 1951, the weighted average 
is 33%. Nine out of ten manufacturers 
in the group will take on defense work; 
the other tenth will not. 
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Series A 
o Gas-Fired Steel Gas-Fired, Gas-Fired 
Air Condition- Steel Utility Air Conditioning Unit; 
ing Unit. Air Condition- Cast Iron heating 
ing Unit. element. 
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EQUIPMENT- 
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Series CA 





Series G Series O No. HC-95-E No. VHC-75-E 
Gas-Fired Gun, Oil-Fired Gas Counter- Oil Counter- 
\ Gravity Furnace’ Air Conditioning flow Unit, for flow Unit, for 
; Available with Unit. Steel Slab Floor, Slab Fl 
Steel or Cast Iron heating element. Perimeter Perimeter Heating. 
Heating Element. Heating. 





° ANY TYPE Series No. 700 Series AC-F Series C 
ANY SIZE “Coal-Fired Coal-Fired Air Coal-Fired, 


Gravity Furnace. Conditioning Unit. Cast Iron 


ANY FUEL Steel heating element. Steel Heating Element. Furnace. 
#3 aS, ‘ 





THE C. A. OLSEN MANUFACTURING COMPANY ° ° e:yma, omo 
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OHI convention Program 


To present industry’s Plans 


A” HE 28TH ANNUAL CONVENTION, 
and concurrent 19th oilheat expo- 
sition, being held by the Oil-Heat In- 
stitute of America, Inc., April 2 to 6 
at Chicago’s Navy Pier, is the logical 
time and place, says A. T. Atwill, 
president, “for the presentation of our 
industry's plans to assure full coopera- 
tion in the defense effort while making 
clear.our intention to re¢eive equitable 
treatment in the mobilization pro- 
gram.” 

He urged all members of the indus- 
try, oilburner and fueloil dealers, 
equipment manufacturers and distribu- 
tors, to attend the sessions, if possible. 
Elaborating, he pointed out that those 
who do not participate in the forma- 
tion of the policies at this convention 
under which the industry may have to 
function for the next five or ten years, 
“not only fail in their duty to their 
business, but can only blame themselves 


if the decisions made do not reflect 
their views. 

“A very substantial part of the con- 
vention business sessions are being 
scheduled to help the industry’s grass- 
roots representatives—the dealers— 
meet the critical situation ahead and 
to help them interpret our industry's 
policies to their customers and friends 
at the local level.” 

Even though there are no govern- 
ment orders in effect at this moment 
drastically curtailing or interfering 
with oilheating equipment manufac- 
turing, Mr. Atwill said, experience 
during World War II recommends the 
wisdom of acting promptly. He echoed 
the opinion expressed by many indus- 
trial and economic experts that the vir- 
tually complete shut-down of oilheat- 
ing equipment manufacturing during 
World War II was unjustified and in- 
equitable. ‘““We must assure ourselves,” 


Mr. Atwill continued, “that the pres- 
ent mobilization program will not 
single out our industry for less than 
fair treatment. 

“At the 1951 Convention sessions 
in Chicago we must forge a program 
that is forceful yet sufficiently flexible 
to operate under the many varying con- 
ditions in which we may find ourselves. 
To map such a program requires the 
fullest participation of every man in 
our industry. The minor cost of attend- 
ing the Convention this year may well 
repay you 1000 times over in the next 
year or two.” 

Ralph Becker, OHI managing di- 
rector, has reported that exhibition 
space reservations were being received 
at an even higher level than they were 
at a similar time for the record-break- 
ing event in Phildelphia last year. He 
attributes this interest in large part to 
the pressing material and manpower 
problems facing the industry. “We 
have had our share of problems these 
last few years,” explained Mr. Becker, 
“and getting together and discussing 
them always has been of great interest 
to everyone in this vitally essential in- 








The Banbier 


FIRST CHOICE FOR DEPENDABILITY 
with thousands of home owners! 


’People are amazed at how clean their homes 
are after they install a CRUSADE-A-THERM. 
Furnace soot and smoke just can’t form with 
this modern, efficient oil heating unit. And 
tell-tale odor is eliminated as well. The Bethle- 
hem CRUSADE-A-THERM is made for the 
average size home. From one handsome, com- 
pact package you get an automatic source of 
dependable clean heat and all the hot water 
you want, all year, at Low Cost! It’s tomorrow’s 


heating plant—today! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 
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PENNSYLVANIA 






A few exclusive Bethlehem Crusade-a-therm 
territory Franchises are still available. 
Wire or write immediately for full information. 
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“JEFFERSON” on TRANSFORMERS 
IS LIKE 


“STERLING’ on SILVER 


Both are Marks of 
Uncompromising Quality 


Down through the years, ‘‘Sterling’’ on silver has 
become well known as the mark denoting skilled 


ad gehariiilolaciall oMelilomeit] l-lalel M@ulehi-ialelks 


Similarly, the name ‘Jefferson’ on transform- 

ers has become well known and accepted 

for over a quarter of a century. The Jef- 

ferson name means ‘Quality with Quan- 

tity’’ production—expert engineering 

and design, the highest grade of 

nitoht-talol Pumel ale ME) 4] (-YoMelgobactulelae 

ship throughout every step of 
manufacture. 


IU -ty- Malle lami celilelolgel Meola 
reflected in the outstand- 
ing performance, econ- 
omy, and long service- 

free life that Jeffer- 

son Transformers 


JEFFERSON ELECTRIC COMPANY, Bellwood, Illinois 
In Canada: Canadian Jefferson Electric Co., Ltd., 384 Pape Ave., Toronto, Ont. 











dustry. The year 1951, perhaps more 
than ever before, will be a time for 
thorough discussion and analysis of our 
business and what is ahead of us in 
these critical times and convention ses- 
sions have been planned to this end.” 

In addition, he continued, many 
companies which have introduced new 
products or re-designed old models 
since last year’s exposition will display 
them. The exposition will be held at 
the Navy Pier, Chicago, with business 
sessions conducted at the Palmer 
House. 


Two subcommittees were immediate- 
ly appointed, the first to work with 
NPA, as an industry advisory council 
in the Heating Section of the Con- 
struction Materials Div. 

This council will be appointed by 
the Office of Industry Advisory Com- 
mittees, N.P.A., and its membership 
may or may not follow exactly the 


list recommended by OHI. When final / 
appointment is made, we will publish 


the list. The men were selected in such 
a way as to give proper weight to five 
industry influences, company size, geo- 
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The Sign of 


NOZZLES 


‘NOZZLES 
NOZZLE KITS 
ADAPTERS 


|] INSPECTION MIRRORS 
AIR BANDS 


Perfection 





WM. STEINEN MFG. CO. 


43 BRUEN ST. 


Screw Machine Products 


Oil 


Assemblies e 


Burner 


e NEWARK 5, N. J. 


Stampings 
Accessories 
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graphic area, geenral type of burners 


- made, marketing methods and member- 


ship (or not) in OHI. 

One other special subcommittee ap- 
pointed immediately after the meeting 
is to work with the Petroleum Ad- 
ministration for Defense. The three 
members are Lon Casler, chairman, 
John R. Sherwood and Fred C. Haab. 

The next meeting of the directors 
will be at Chicago April 2. 


o, 
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U. S. Department of Labor 
Fueloil Prices (November ) 


FIELD INVESTIGATORS for the Depart- 
ment of Labor monthly check prices of 
principal fuels in several cities in each 
section of the country. Getting retail 
quotations from various suppliers in 
each market, the prices are averaged 
and published. Those in the table that 
follow were taken November 15 (cents 
per gallon): 

Range No.1 No. 2 sh 3 

Boston 14.73 14.57 12.50 


Manchester 15.30°14.80 13.20 
Portland, Me. 14.40 14.40 12.40 


3 Buffalo 14.95 ~ 374-132 14 

1 New York ‘ .. 742.61 

Philadelphia ». 13.43 12.20 
1 Chicago 14.32 13.97 13.06 13. 06 

4 Detroit . 14.81 13.78 
Milwaukee . 14.54 13.60 13. 50 


1 Kansas City e+ 12.37 11.39 11.22 
Minneapolis 14.97 14.73 13.68 13.73 


1 Baltimore 13.36 12.44 
1 Wash., D. C. ~- 13.84 12.85 
Jacksonville -. 14.67 13.30 a 
Norfolk .. 13.60 12.20 12.20- 
Richmond .. 14.00 12.60 a 
2 Savannah . 16.00 13.50 


~ 14.33 12.77 12.77 
~- 14.34 12.08 6.55 
-- 13.84 11.51 6.48 
.. 15.35 13.14 6.74 


5 New Orleans 
Portland, Ore. 
6 San Francisco 

4 Seattle 





1 Prices include 2 percent tax. 

2 Inspection tax of one cent per gallon 
included on kerosene only. 

8 Prices include 1 percent tax. 

4 Prices include 3 percent tax. 

5 Prices include 3 percent tax on all fuels 
except gas; prices for kerosene and 
fueloil No. 1 also include one cent per 
gallon State health tax, and 1/32 of one 
cent per gallon State inspection tax. 

6 Prices include 3.5 percent tax on all 
fuels except gas. 


oe 

John D. Gill, economist and direc- 
tor, Atlantic Refining Co., Philadel- 
phia, Pa., retired on January 1. He 
had been with the company since 1912, 
first as a lubrication research engineer. 
In 1928 he headed the Economics Dept. 
and in 1931 was elected to the board of 
directors, on which he served until his 
retirement. 
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HOT WATER 
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with GENERAL 


Tankless Heaters 

















You can offer customers a big advantage over built- 
in water heating units or other makes of tankless 
heaters when you sell GENERAL Tankless Heaters. 
Only GENERAL has the wide range of capacities 
needed to supply exactly the right size for each job. 
The complete line contains eight sizes, with ca- 
pacities from 334 to 35 g.p.m. 

GENERAL Tankless Heaters are designed for all 
automatic-fired boilers. Require no gas or electric 


Size 100 





Size 102A 
Capacity 
12 g.p.m. 


Size 101 
Capacity 
5 g.p.m. 








Some use a little 





Size 102 


Capacity Capacity 
334 g.p.m. 8 g.p.m. 


others use a lot! 











z 


connections . . . no storage tank or complicated 
piping. Especially advantageous on forcéd hot 
water heating systems because circulation is faster 
. .. Operation is more efficient. And they give con- 
tractors quicker profit by saving installation time! 

Get full information on the complete line of 
General Tankless Heaters. Write for Catalog 19A. 
General Fittings Co., 125 Georgia Avenue, Provi- 
dence, Rhode Island. 













Size 103 
Capacity 
15 g.p.m. 
















Size 106 Size 105 
Capacity Capacity 
g-p.m. 20 g.p.m; 





GENERAL 500 | 
ALL-COPPER 
UNIT 





Family-size tankless heater that weighs 
less than 1/3 as much as conventional tank- 
less heaters. Non-corroding copper shell, 
insulated with fiberglass. Seamless copper 
tubing. Easily drained. Capacity 4 g.p.m. 
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American Home panel 
Queried on Heating 


THE AMERICAN HOME magazine in Re- 
port #25 has issued a summary of re- 
plies to questionnaires sent to 2,100 
members of its Reader-Consumer 
Panel. Replies were received from 
1,695 members, or 80.7%. 


The Panel consists of subscribers 
representing all 48 States and the Dis- 
trict of Columbia, who have been en- 
listed as ““consumer-advisers” and who 
have pledged to answer questionnaires 


relating to consumer opinions, prefer- 
ences and buying plans. The Panel as 
presently constituted is a cross-section 
of The American Home’s circulation, 
both by States and population groups. 

Included in the questionnaire from 
which Report #25 was compiled was 
the question, “What type of heating 
does your home have?” Thirty-nine 
per cent of the respondents answered 
forced warm air, 13.8% gravity warm 
air, 12.8% steam, 11.6% forced hot 
water, 5.3% gravity hot water, 2.6% 
radiant panel, 1.2% vapor vacuum, 









Over 7 million now in use! 


ees, now you can save up to one- 
fourth on fuel cost and get more 
efficient heating performance. The 
new, improved, automatic Walker 


Draft Regulator assures maximum fuel 
combustion under all stack conditions. 
This means even heating and prevents un- 
necessary heat loss up the chimney. It’s 
quickly installed, easily adjusted, and 


low in cost. 


Manufacturers can improve the per- 
equipment by 


formance of their heatin 
specifying Walker Controls. 


There’s a Walker Regulator to fill every need, too 
...from a small stove to a giant industrial boiler. 


TYPE 34C for space 
heaters, water heat- 
ers, and stoves. 
















WALKER 
TYPE 34 


For any type of do- 
% mestic furnace in 
" gtores, small office 
buildings and apart- 
ments. Sizes 6-20 
inches. Rust and corro- 
sion resistant. Listed as 
Standard by Underwriter’s 
Laboratories. Shown with in- 
stallation collar. 


Each is factory tested ... each guaranteed to give 


positive automatic action. 


WALKER MFG. & SALES CORP. 


St. Joseph, Mo. 
World’s largest factory producing Automatic Draft Regu- 
lators exclusively . . . not competing either directly or in- 
directly with producers of any type heating equipment. 














COMMERCIAL and <4 
INDUSTRIAL g 
(Ball Bearing) Built to #, , 
meet toughest condi- 
tions. Sizes 16-36 inches. 
Ideal for power plants. 
schools, garages, indus- 


trial plants, laundries... 
Thousands in use! 





peeeeeeeoeeee 6000809008608 
®Walker Manufacturing & Sales Corp. 
®17th & Penn St., Dept. 205, 

®st. Joseph, Mo. 

@ Please send me more information on 
ethe full line of Walker Automatic Draft 
‘ gRegulators. No obligation, of course! 
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7.89% floor furnace and 5.9% did not 
answer. 

The next question asked if there was 
any complaint about the method of 
heating reported. These are the an- 
swers: 


Yes No Answer 
Forced warm air 26.6% 60.7% 14.7% 
Gravity warm air 37.4 32.9 9.7 
Steam 36.2 54.3 9.5 
Forced hot water 15.8 72.6 11.6 
Gravity hot water 20.7 66.7 12.6 
Radiant panel 20.5 > ne | | 
Vapor vacuum 36.8 47.4 15.8 
Floor furnace 27.3 42.2 30.5 
A tabulation of complaints showed a 
variety of objections, including “Dirty, 
dusty, discolors walls, leaks smoke” 
checked by 12.8% of forced warm air 
furnace users, 15% of gravity warm 
air users and 10.5% of owners of vapor 
vacuum systems. Next most common 
complaint was against “Uneven heat, 
intervals of cold, drafty,” the lament 
of 15% of gravity warm air users re- 
sponding, 12.9% of steam users and 
15.8% of respondents with vapor 
vacuum heating systems. Eleven per 
cent of those who owned floor furnaces 
said the heat was too dry. Other com- 
plaints, reported by varying numbers 
of those answering the questionnaire, 
said their heating systems were too 
slow, took too much wall space (this 
about radiators), too expensive, too 
noisy and too much heat which could 
not be controlled effectively. 


o, 
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F. W. Dodge reports 
Building up 40% in 1950 


FINAL FIGURE for construction outlays 
during 1950 in the 37 states east of the 
Rockies was $14,501,055,000, an even 
40% increase over 1949 figures, ac- 
cording to F. W. Dodge Corp., New 
York 18, N. Y. Strongest comparative 
gain was registered in residential work, 
up 59% over 1949 to a total of 
$6,741,028,000, with non-residential 
awards last year increasing 42% to 
$5,181,595,000. Public and private 
works and utilities gained 4% over 
1949. 

December construction awards, re- 
ported by Dodge, totalled $1,168,432,- 
000, 7% higher than November and 
26%. over December 1949. Of this 
total, residential awards accounted for 
$478,583,000, 4% less than Novem- 
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Gas Forced Air Oil De-luxe Flo-Warm 
—— ues) Flo-Warm Furnace Furnace 
urna 









THE 


ILLIAMSON (Cr .... 
HEATER COMPANY DZ wdiaaenl 


WwW 


AIR CONDITIONING 


er 
edt -% Gas, Oil, or Coal—there is a 
pear’ ag ‘illiamson Warm Air Furnace for 
con any size installation. Beautifully 
styled, built for life-time service, 
and designed for fuel economy, the 
models shown represent 60 years of re- 
search—and dealer satisfaction. For 
greater sales, easier installations, more 
enthusiastic customers and bigger prof- 
its investigate the Williamson Complete 
Line. Write for details— 
THE WILLIAMSON HEATER COMPANY 


Tripl-ife Square Cased Dept. FO, 4558 Marburg Ave. Tripl-ife Round Cased 
Gravity Furnace Cincinnati 9, Ohio 








Gas Gravity Furnace Oil Hi-Boy Furnace 





Gas Burner Oil Burner Stoker 


ED . 

















ber, but 14% up from December 1949. 
Non - residential December awards 
were $490,375,000, up 62% from 
1949; public and private works and 
utilities aggregated $199,474,000, 4% 
under 1949, 


Comparison of fourteen 
Market Areas published 


THE MILWAUKEE JOURNAL has tabu- 
lated and published a “Fourteen Mar- 
ket Comparison of Consumer Prefer- 
ences,” embodying the results of its 
own survey and those made by 13 





other newspapers. The tabulation rep- 
resents a digest of product use and 
brand preferences for 131 classifica- 
tions in a total of 50 cities. | 

Presented are data for 14 marketing 
areas, the original surveys for which 
44,200 representative families fur- 
nished consumer preferences. Figures 
in all cases are for 1950, excepting 
Birmingham which uses late 1949 in- 
formation. 

Ten of the newspapers included a 
question on which type of fuel is used. 
The tabulation lists the following in- 





.... MONARCH ...... 


Investigate THE NEW G81 COMBUSTION HEAD 





The new G8I combustion head will produce just as 
high combustion efficiency as the G74 head and will 
burn from .60 to 2.00 gph. 


“PLUS” FEATURES OVER THE G74 














MONARCH @ Costs half as much. MONARCH 
BURNER © As easy to install as an ordi- vee pwns 
NOZZLES nary air cone and stabilizer. ¥ amen na 
Preferred : Have Proved 
Because: © Simpler in construction. Their Superiority 





1. Each nozzle is in- 
dividually tested and 
checked for capacity 
against the flow of a 
calibrated master sam- 
ple. Capacity tolerances 
are as low as plus or 
minus 2!/.%. 





2. Standard noz- 
zles will fire most 
gun type high 
pressure _ burners 

satisfactorily. (Spe- 

cial series are also 
available for burners 
requiring specified 
spray characteristics.) 








WRITE FOR 
INFORMATION 







Best results are ob- 
tained by use of air 
cone and stabilizer to- 
gether. Many manufac- 
turers use this equipment. 
Pulsation can usually be 
overcome by using our rec- 
ommended "Anti - Pulsation™ 
equipment. 
Write for circular No. 62250 













STABILIZER 


AIR CONE 


Write for Catalogue D 


MONARCH MFG. WORKS, INC. 


2503 E. ONTARIO ST., PHILADELPHIA 34, PENNA.” 
European Distributor: A. Coutau, Rue de la Scie No. 16, Geneva, Switzerland 
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formation on homeheating in the indi- 
cated cities and surrounding market 
area: 





HOMEHEATING —— 
Coal or 

Coke = Fueloil Gas 

Milwaukee 70.7% 25.2% 48% 
Indianapolis 68.6 25.4 5.5 
Columbus 52.4 2.9 44.7 
Omaha 45.0 26.8 28.2 
Birmingham 63.8 6.4 30.0 
Salt Lake City 35.9 45. 992 
Fresno 6 4.8 85.4 
Modesto % pth 95.9 
Sacramento % $1 93.8 
Seattle 20.4 74.6 3.4 





*Not covered in this market. 
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William S. Lowe, executive vice 
president, A. P. Green Fire Brick Co., 
Mexico, Mo., 
since August 
1949, has been 
elected president 
of the company. 
He succeeds Rob- 
ert S. Green, son 
of the founder, 
who resigned re- 
cently, but who 
will continue as a member of the Board 
of Directors. A. P. Green, who 
founded the company in 1910, con- 
tinues as Chairman of the Board. Be- 
fore joining the Green company Mr. 
Lowe was with General Electric Co. 
for 8 years in various capacities up to 
division superintendent at their Bridge- 
port, Conn. plant; from 1942 to 1944 
served as assistant to the vice president 
of manufacturing, SKF Industries, 
Philadelphia. From 1944 to 1949 he 
was chairman of the board and presi- 
dent, Winsted Hardware Mfg. Co., 
chairman of the executive committee, 
director and treasurer, American 
Transformer Co. and vice president, 
Waring Products Corp. 





George F. Meyer, 83, president, F. 
Meyer &- Brother Co. and former 
president, Meyer Furnace Co., both 
Peoria, Ill., died on January 11. He 
had been associated with the heating, 
sheet metal and hardware industries 
for his entire business career, was one 
of the founders of the Meyer Furnace 
Co. and also of Victor Foundry Co. 
Surviving are his wife; two sons, Frank 
L. Meyer, president, Meyer Furnace 
Co. and George F. Meyer, Jr., vice- 
president, F. Meyer & Brother Co., 
two sisters and seven grandchildren. 
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High-efficiency cast iron boiler-burner units 








Smartly styled, compact steel boiler-burner units 










® Welded alloy steel boilers. ® Long lasting, economical. 
® Priced to appeal to cost-conscious prospects. ® Heat-trap type flues give outstandingly 
® Packaged units, factory engineered efficient operation. 
and assembled. ® Easy to assemble and inexpensive to install. 


AVAILABLE IN FOUR SIZES 


FEATURE fast-selling tuel-saving 


CAST IRON a ST FEL 
BOILER-BURNER UNITS 


DEALERS! Here are two modern, compact, efficient oil-fired boiler- 
burner units...with ALL the money-saving features that beat 
competition in today’s market... built-in hot water heaters... 
fibre-glass insulation ...exclusive Economy Clutch Burners. 
You're ready for any household boiler job when you handle the 
Gilbarco line! 

















DON’T DELAY — WRITE, WIRE, OR PHONE THE BURNERS WITH 


TODAY FOR FULL INFORMATION THE ECONOMY CLUTCH 


Gilbert & Barker Manufacturing Company 
West Springfield, Mass.—Toronto, Canada 
















Industey Groups 


Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group’s 
activities to reach the editor by the 18th. 


Plans progressing for 
Pacific Coast Meeting 


FINAL PLANS for the complete program 
of the Pacific Coast Conference are 
being formulated according to Bill 
Alexander, manager, Oregon Heating 
Industries, Portland 4, Ore., hosts for 
the meeting. The two day gathering 
will take place at Portland on March 
2 and 3 at the Multnomah Hotel and 
will be a combined meeting for Oregon 
and Washington. Dealers also are ex- 
pected from British Columbia, Idaho 
and northern California. The list of 
speakers is being selected especially so 
that the subjects will be of general in- 
terest reflecting domestic and interna- 
tional situations as they will affect the 
business outlook. 

On March 2 the Oregon Heating In- 


dustries will open a headquarters room, 
featuring some equipment displays to 
give out-of-town dealers an opportu- 
nity to secure technical information on 
specific products, On the morning of 
March 3 four panels will be conducted, 
discussing trucks and equipment, credit, 
dispatching and degree day deliveries 
and oilburners. Following a luncheon 
at noon there will be an afternoon ses- 
sion, with cocktails and dinner the last 
items on the program. 


OHOT holds Open House 

During Heating Exposition 
AT A MEMBERSHIP MEETING held Janu- 
ary 11 at Boro Lounge, Kew Gardens, 
N. Y., Oil Heat Old Timers, Inc., Long 
Island City 1, N. Y., completed plans 
for an open house during the Interna- 
tional Heating and Ventilating Exposi- 
tion in Philadelphia. 

The frolic was held in the Philadel- 
phia Sheraton Hotel on January 24, 
commencing at 6:30 P.M. with a roast 
beef dinner. Immediately following the 
members joined in an evening of fun, 
singing and good fellowship. Beer and 
refreshments were served. 





Credit Talk heard by 


Massachusetts Dealers 


THE REGULAR monthly dinner meeting 
of the Massachusetts Oil Heating As- 
sociation, Inc., Boston, Mass., was held 
on January 16 at the Hampton Court 
Hotel. This 175th meeting of the group 
featured a talk by Thomas Fitzpatrick, 
president of the Merchants Reporting 
Service. His subject covered “Credit 
and Collection Prospects for 1951,” 
particularly as they will apply to the 
oilburner industry. 


Warm Air Groups announce 
Annual warm air Conference 


THE ANNUAL Forced Warm Air Con- 
ference for the mid-west has been an- 
nounced by the National Warm Air 
Heating and Air Conditioning Asso- 
ciation, Cleveland, and the Sheet Metal 
Contractors National Association, El- 
gin, Ill. It will be held on March 20 
to 23, 1951 at Iowa State College, 
Ames, Ia. A tentative program lists 
representatives from Green Colonial, 
Keith, Des Moines Furnace & Repair, 
Campbell Heating, Lennox and other 





All Wool Felt for Greater Efficiency 


USE ONLY General Filters CARTRIDGES 





Only General Filters gives you an all-wool cartridge which 
is impervious to water. Their “step back” design provides 
far greater surface area and consequently faster dirt ab- 
sorption. The chemically treated, 
fine-mesh, wire-screen center core 
acts as a secondary filter and pre- 
vents any lint from getting to the 
burner nozzle. The uniformity of 
the felt eliminates any chance of 
channeling. Designed especially 
for gravity or pressure fuel oil 
burners, only GENERAL Filters 
gives you all these features. Get 
the best—they cost no more. 


GENERAL FILTERS SAYS: 


Do your customers a favor—see that they have a genuine 
replacement cartridge at least once each heating season. 















GENERAL FILTERS 
INCORPORATED 


Over a million users of General Fuel Oil Filters are 
proof of their greater efficiency. To retain peak efficiency, 
be sure you install a genuine General Filters replacement 
cartridge at least once each season. 


SINGLE CENTER 
BOLT FOR QUICK 
CARTRIDGE 
REPLACEMENT 


STEP BACK CON- 
STRUCTION PRO- 
VIDES GREATER 
SURFACE AREA 


FINE MESH CHEMI- 
CALLY TREATED 
SCREEN. ACTS AS 
SECONDARY FILTER 





12890 WESTWOOD AVE. 
DETROIT 23, MICHIGAN 


CANADIAN FACTORY BRANCH: CANADIAN GENERAL FILTERS, LTD., 2679 DANFORTH AVE., TORONTO 
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Here’s Why 
HC Lede Means 
Steady Volume, 


High Net Profit 


Steady volume, minimum service and high net 
profit are enjoyed by H. C. Little dealers. Public 
preference for H. C. Little FULLY AUTOMATIC 
operation with NO PILOT LIGHT clinches sale 
after sale. 

Look at the simple controls... follow the opera- 
tion cycle...see for yourself why the H. C. Little 
oil burner, with automatic self lighting electric ig- 
nition, has a BIG competitive advantage. 





H. C. LITTLE Gil'Strner 


& 
Vaporizing type oil heating equipment is widely accepted as most 
practical for heating the typical home. Of all vaporizing oil heating 
equipment, H. C. Little is the only complete line with these three 
unique features : 

1. Automatic self lighting electric ignition—NO PILOT LIGHT. 
2. Catalytic heat control that gives improved burner performance 

and lower fuel bills. 
3. The oil burner designed on the Progressive Low Temperature 
Carburetion principle, to eliminate high temperature “cracking °° 
By playing up these features and using them in competitive selling, 
H. C. Little dealers maintain steady volume at fair prices and insure 
high net profit. 


Adteas:inaetian HC Ltd e 


pag tra (Garey SAN RAFAEL, CALIF. 





Or contact the Factory Representative nearest you: 


Baltimore, Md, Fayetteville, No. Car. Prescott, Ariz. 
Belmont, Mass. Kansas City, Mo. Reno, Nevada 
Boise, Idaho Larned, Kansas Salt Lake City, Utah 
Chicago, III. Newark, N. J. Seattle, Wash. 
Columbus, Ga Portland, Oregon St. Louis, Mo. 
Detroit Lakes, Minn. St. Petersburg, Fla. 


E> 



















Hebe 
yg 










POWERFUL SALES BUILDING 
STORY TOLD IN SIMPLE 
CONTROL & OPERATION CYCLE 


1. 
ROOM THERMOSTAT, 
actuated by temperature 
drop, makes electric cir- 
cuit through... 


2. 
AUTO-TRANSFORMER, 
which supplies proper 
voltage to (a) open the 
automatic oil valve and 
(b) heat the electric ig- 
nitor. 





3. 


HEAT MOTOR on top of 
oil valve opens slowly, 
allowing ou to flow to 
the burner. 


_ 4, 

Oil enters burner at rela- 
tively cool end and thus 
is prevented from high 
temperature “cracking ° 
The soundness of this 
H. C. Little “Progressive 
Low Temperature Car- 
buretion” principle has 
been demonstrated in 
more than 160,000 in- 
stallations over a 22 year 
period. 


5. 
3-VOLT ELECTRIC 1G- 
NITOR in bolred-on 
burner door becomes hot 
and ignites the oil. 
THERMATIC DOOR au- 
tomatically admits addi- 
tional air to facilitate 
quick, easy starting 
WITHOUT mechanical 
air’ induction. 


6. 
CATALYTIC HEAT CON- 
TROL regulates supply 
of air through roof of 
burner as flame increases 
after starting. Complete 
carbon-free combustion 
with catalytic oil is 
achieved and flame 
burns above the top 
burner ring inside com- 
bustion chamber. 


7. 


When required room temperature is 
reached, the thermostat contact breaks 
and THE BURNER IS COMPLETELY 
SHUT OFF. THERE IS NO PILOT LIGHT 
OR LOW FIRE STAGE. This is true, fully 
automatic operation, a big competitive 
advantage! 
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furnace manufacturers as participants. 

The four day course will consider 
such subjects as a two-story house with 
gravity system converted to forced air; 
ranch-type house with forced air con- 
verted to a perimeter system and busi- 
ness building with forced warm air and 
summer cooling. 

Reservations may be made at the En- 
gineering Extension Service, lowa 
State College, 110 Marston Hall, 
Ames. Ia. The fee, payable to the col- 
lege, is $20 for each enrollee. 


Wisconsin Industry Rally 
Features Casler as Speaker 


THE EIGHTH ANNUAL State Wide In- 
dustry Rally and Dinner, sponsored by 
the Wisconsin Oil-Heat Association, 
Inc., Milwaukee, Wis., was held on 
February 9, in the Circus Room of the 
Hotel Wisconsin. The affair got under- 
way with a cocktail party before the 
dinner. After dinner entertainment 
featured Lillian Brooks, Jack Larkin, 
Grant Krueger and the Grenadiers Or- 
chestra. 










Small-capacity 
nozzles get 
efficiency 






















EDDINGTON 


METAL 


Anything that cuts down call- 
backs, saves your servicing time, 
gives your customer more contin- 
uous service is particularly appre- 
ciated these days. That's the job 
done by the Eddington Nozzle 
Filter on small-capacity nozzles. 
Located right at the nozzle it 
intercepts the final impurities, 
keeps oil and nozzle clean, pro- 
vides maximum combustion effi- 
ciency—and helps you keep your 
own service up to par, no matter 
what's ahead. 


Want information on any of the 
items listed? Just drop us a 
postal; you'll get a quick reply. 


1050 Czarnecki Street, Eddington, Pa. 
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SPECIALTY COMPANY 








Featured speaker was L. A. Casler, 
public relations counsel for the Oil- 
Heat Institute of America, Inc.; presi- 
dent of Casler, Hempstead & Hanford, 
Inc., Chicago advertising agency and 
executive vice-president of Eureka- 
Williams Corp. and manager of its 
Oil-O-Matic Division. His talk devel- 
oped the theme, “Oil Heating—a real 
business for the future.” 





Dean L. E. Seeley, College of Tech- 
nology, University of New Hampshire 
and Stanley K. Smith, president, H. B. 
Smith Co., Westfield, Mass., are shown 
exchanging mutual congratulations. 
Dean Seeley has just been elected presi- 
dent of the American Society of Heat- 
ing and Ventilating Engineers, while 
Mr. Smith recently became chairman 
of the Institute of Boiler & Radiator 
Manufacturers. Dean Seeley, consult- 
ing engineer for the H. B. Smith Co. 
for the past 25 years, a short time ago 
was named a member of its board of 
directors. 


IOMA elects Officers, hears 
Richdale at annual Meeting 


ALL OFFICERS, along with five directors 
whose terms had expired, were re- 
elected at the annual meeting of the 
Independent Oil Men’s Association of 
New England, Boston, held on Janu- 
ary 11 in the Hotel Statler. Horace E. 
Davenport, George W. Pickering Co., 
was re-named president; Wesley E. 
Downing, State Fuel Co., vice-presi- 
dent; Frederick A. Whetton, Whet- 
ton’s Oil Co., secretary and Robert W. 
Carney, Carney Young Utilities, Inc., 
treasurer. Joseph B. Wells is executive 
director. 

Newly elected directors are: Fred 
E. Bergfors, Quincy Oil Co.; John P. 
Birmingham, White Fuel Corp.; Ken- 
neth T. Howe, Jenney Mfg. Co.; Beton 
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Model W-30 


WEBCO 
BOX BRAKES 


THIS REVOLUTIONARY 
BRAKE WILL SAVE YOU 
TIME 
AND 
MONEY 





Exclusive WEBCO features 
which mean 


MORE BENDS ... IN LESS time 
for LESS MONEY 





1. A sheet metal brake with SLIP-END 


clamping bars and SLIDING folding SHEET REMAINS. FLAT—sheets lay in horizontal position 
fingers throughout forming and are riot removed until completed. 
EASIER HANDLING—as: sheets lay in machine, hands are 
2. BOX attachment free, to set work, to mark and clamp. 
: ‘ . EASY OPERATION—as cams lock at any point, very light 
Se ger eee a ee” pressure may be applied on sheet, allowing for positioning 
V2 to mark. 
TOP FLANGE BOXES—all box fingers are designed to allow 
Two models: W-30, W-48 up to I!/." inter-top flanges. 
GENERAL FORMING—bends up to 52 degrees can be 
All models furnished with (a) Slip End made and flattened. 
pecan ogee iced yey dente oan BOX FINGERS—may be positioned of any desired width, 


(d) stands, shipped set up and skidded. anywhere along full length of bed. 


aes este acllniennianens BOX ATTACHMENT IS ADAPTABLE TO ALL 
STANDARD WEBCO BRAKES 











For further details about Models W-30 and W-48, write today. 
WEBB MACHINE and TOOL CO., 600 Washington Road, Pittsburgh 28, Pa. 
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M. Kaneb, Union Oil Co.; Louis I 
Rosenfield, Lincoln Oil Co.; John W. 
Scott, Buckley & Scott Utilities, Inc.; 
George W. Stetson, Valley Oil Co. 
and Warren S. Keith, Keith Oil Co. 
The following continue as members 
of the board: Alfred Buckley, Buckley 
& Scott, Inc.; Marcel Fugere, Manches- 
ter Coal & Ice Co.; Fritz F. Nelson, 
Petroleum Heat & Power Co.; William 
C. O'Meara, Pennsylvania Oil Co.; J. 
Everett Robbie, Quincy Coal & Oil 
Co.; Richard Tait, Hedlund Coal Co.; 


Benjamin Waldman, Boston Ice Co., 


and George F. Williams, Petroleum 
Eng. Corp. 

J. C. Richdale, assistant to the presi- 
dent, Esso Standard Oil Co., was the 
principal speaker at the annual dinner, 
discussing “New England Faces the 
State of Emergency.” Briefly referring 
to the arrival of natural gas in the New 
England area he stated, “I do not think 
the advent of natural gas is any occa- 
sion for our throwing in the towel.” 
Continuing he remarked, “Coal, gas 
and oil all must have a part in supply- 
ing our heat and energy needs of the 








TRADE MARK 


There is only ONE 


Dratt-O-Stat 


BAROMETRIC DRAFT CONTROL 
AND HOTSTREAM MAKES IT! 





over ONE MILLION 









SUCCESSFUL INSTALLATIONS 


New Mode! “Bg” (illustrated) now available in 6, 7, 8, 9, 10 
and 12 inch sizes. Write for Bulletin. 


THE HOTSTREAM HEATER CO. 


6925 QUINCY AVENUE 


CLEVELAND 4, OHIO 





72 





future. I am most anxious they reach 
their proper share through pricing 
based on economic value to the cus- 
tomer rather than by a Government 
Edict, which says one person must burn 
oil and another coal.” 

He quickly emphasized that this 
should not be interpreted as a predic- 
tion we were going to run out of oil, 
but explained that “while the price of 
heating oil has gone up considerably in 
the past few years, at present levels 
there is still no incentive for refiners to 
increase their yield of heating oil at the 
expense of more profitable products.” 
He fellowed with the opinion that we 
probably could not continue the pres- 
ent rate of burner installations with- 
out “getting into serious trouble if we 
run into a severe winter in the next 
two or three years.” 

Mr. Richdale stressed the impor- 
tance of increasing storage capacities 
at all levels, explaining that the impact 
of fueloil business comes in four 
months of the year, so that with ade- 
quate storage facilities “we can ac- 
cumulate oil during the eight months 
when consumption is lowest and trans- 
portation costs are lowest.” 

Concluding, he pointed out that the 
petroleum industry has never been in 
a healthier condition than it is today 
and urged industry members to take 
an active part in the work of the OIIC. 
“If controls are inevitable,” he said, 
“let's try and operate our business 
within them and not waste precious 
time trying to figure out ways and 
means to beat them.” 

eo 

William Ensign has been promoted 
to assistant sales manager, Marsh Heat- 
ing Equipment Co., sales afhliate of Jas. 
P. Marsh Corp., Skokie, Ill. Mr, En- 
sign, who has been with the Marsh or- 
ganization for several years in a sales 
capacity, will include among his duties 
coordination of a nation-wide sales or- 
ganization with the home office. 


E. R. Page has been appointed op- 
erations manager, Shell Oil Company’s 
New England Div., replacing C. B. 
Goodman, promoted to manager of 
Shell’s marine terminal in Sewaren, 
N. J. Mr. Page, most recently St. Louis 
operations manager, a position he took 
in 1943, first joined Shell in 1933. 
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M. anupactucers 
Letivities 


Webster Electric plans 
Service training Meetings 


REPRESENTATIVES from the sixty au- 
thorized service stations of Webster 
Electric Co., Racine, Wis., gathered 
at a meeting on. January 24 at the Penn 
Sheraton Hotel in Philadelphia during 
the Heating and Ventilating Show. 


B. T. Wiechers, sales manager, In- 
dustrial Div., introduced Louis Ehrich, 
service manager and James H. Lahey, 
Industrial Div., who told in detail how 
Webster was preparing to aid oilburner 
dealers to meet the challenge of the 
future. Mr. Lahey described briefly the 
difficulties that probably will have to 
be faced and emphasized the growing 
importance that will be attached to oil- 
burner service. Briefly analyzing the 
causes of service calls during 1950, he 
said “it was apparent . . . that we must 
help find a way to reduce the non-essen- 
tial use of time and facilities that now 
are so often imposed upon your Serv- 
ice Stations by the uninformed dealer 
or serviceman.” 


To this end, Webster is preparing a 
series of educational kits for dissemina- 
tion of service information at the local 
dealer level. This activity is to be han- 
dled by the authorized service stations, 
with information contained in the kit. 
It will include charts, slide films and 
suggested text, from which an instruc- 
tor can compile an entire meeting pro- 
gram. Subject matter will deal with 
Webster fuel units, transformers and 
Thermo-Drive, in addition to general 
information and instruction on han- 
dling ““No-heat” service calls. 


After personnel of the Service Sta- 
tions have received instruction, re- 
gional meetings will be programmed 
for dealers in each locality. Supple- 
menting this schedule will be a month- 
ly mailing from Webster, containing 
service and maintenance information 
and focusing the attention of dealers 
on the Service Stations. 

Webster Electric now is compiling 
the data to be included in the kits 
and mailings, which it is planned will 
be available at an early date. 








Knowing more about Moduflow 
can help you make more money. 


Send the coupon below for... 


Facts you need —FREE! 


The Honeywell temperature control equipment that went into the job 
economy-bidder Morton didn’t get (see opposite page) was the Y216B 
Electronic Moduflow system shown below. With this system—specially 
designed to overcome the slow response of the concrete floor mass~ you can 
give the home owner the finest automatic temperature control available 
for radiant floor panels. Y216A Electronic Moduflow system provides these 
same results in ceiling panel installations. Both systems provide genuine 
comfort all winter long. 





bs 


The Y216B E:ectronic Moduflow Control System above consists of: 
1. Electronic Relay Amplifier; 2. Cycler; 3. Outdoor Anticipator; 4. Im- 
mersion Thermostat; 5. Electronic Thermostat; 6. Averaging Thermostat. 


This Y216B is a typical Moduflow “‘package,’’ but remember this: Honey- 
well Electronic Moduflow is an elastic system that’s adaptable to almost 
all types of heating— whether new or existing; gas, oil or stoker-fired. And 
it can be used with all types of limit and primary heating controls. 


Electronic Moduflow is superior to all other home temperature control 
systems for two reasons: 


All sensing elements are e/ectronic—-which means they’re up to 
100 times. more sensitive than mechanical controls. 


Units of the systems take care of all] three important control 
factors in home heating—weather changes outdoors, load shifts 
indoors and structural heat loss: 


You owe it to yourself to find out more about Honeywell Electronic 
Moduflow. So why not fill in and mail the coupon to us today? 


MINNEAPOLIS-HONEYWELL REGULATOR COMPANY 
Minneapolis 8, Minnesota, Dept. FH-2-28 


Gentlemen: Please send me additional information on 
L_] Domestic application of Electronic Moduflow. 


L_] Domestic application of Electronic Moduflow for radiant panel heating. 





Name peer 





Firm Name 


Address 





State 











City Zone 


























MAN SAYS = 











\\ 
My customers 
are satisfied 


ILT’ MEANS ‘LIKE NEW’ AT WEBSTER 
¢ AUTHORIZED SERVICE STATIONS” 


“I like it! ... Here’s a manufacturer who 
doesn’t forget you after making the sale. 
You know, I can take old units into a 
conveniently located Webster Electric 
Authorized Service Station and have them 
rebuilt like new. Only genuine Webster 
replacement parts’ are used. As a result, 
the rebuilt unit tests exactly the same 
as a new unit. Now that’s the kind of 
arrangement that helps me as aserviceman 
..-can you blame me for being enthusiastic 
about Webster Electric fuel units and 
recommending them and using them? 
Try them... you'll get what | mean.” 


"Old Timer 


An identical unit is made for sale in Canada 
by Canadian Acme Screw & Gear, Ltd. of 
Toronto, under license by Webster Electric 
Company, Racine, Wis. Established 1909. 


® W 
ELECTRIC 


+ WISCONSIN 


“Where Quality is a Responsibility and Fair Dealing an Obligation’ 
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Fitzgibbons celebrates 


Sixty-fifth Anniversary 
THE SIXTY-FIFTH ANNIVERSARY of the 


Fitzgibbons Boiler Co., New York, 
N. Y., was marked on January 23, 
with a celebration at the company’s ex- 
hibit during the Heating and Ventilat- 
ing Exposition, Philadelphia. 

Paul K. Addams, president, cut a 
huge birthday cake at the booth, 
watched by about 60 members of the 
Fitzgibbons organizations and promi- 
nent persons in the heating industry. 
Among those attending were Homer 
Addams, chairman of the board and a 
past-president of the ASHVE. 

President Addams pointed out that 
only about 2% of the country’s manu- 
facturing corporations have been in 
business continuously for 65 years. 
The company was established in 1886 
at Oswego, N. Y. by Patrick Fitzgib- 
bons, and has since turned out steel 
boilers for commercial and residential 
needs. The company is negotiating for 
defense contracts now but will con- 
tinue to produce their regular lines. 


Harvey builds branch Store; 
Increases rebuilding Business 


ACQUISITION of a 100 ft. by 100 ft. lot 
on Columbus Ave., Mt. Vernon, N. 
Y., has been announced by Sid Harvey, 
Inc., Valley Stream, N. Y., along with 
the information that a store is being 
constructed there for its Westchester 
branch. Construction is under way and 
the new building is expected to be oc- 
cupied about March 1. 

The Westchester branch has been 
located in New Rochelle since June 
1947, but even the leasing of an ad- 
joining store to double the space was 
not enough to care for the increased 
business from the area. 

Last year the number of defective 
oilburner, ‘gas and stoker parts rebuilt 
by the company totalled 115,706, a 
24% increase over 1949. The largest 
gain was registered in the combustion 
relay rebuilding department, which 
turned out 36,484 units, a gain of 8,704 
over the previous year. Educational 
lectures on relays and their problems, 
which have been attended by 4,000 
service men from Boston to Washing- 
ton, D. C. during 1950, are cited by 
Sid Harvey, president, as a prime rea- 
son for the gain. 
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Ashland shifts Personnel 
At stockholders’ Meeting 


AT THE JANUARY 15 annual meeting 
of the stockholders of the Ashland 
Oil & Refining Co., Ashland, Ky., the 
Present board of directors as re- 
elected and changes and additions in 
the executive Personnel were approved 

The shifts were made to facilitate the 
increased executive responsibilities aris- 


ing from the company’s growth and 
expansion. 


ae Fae See 


Paul G. Blazer was re-elected chair- 
man of the board and J. Howard 
Marshall, former president, was elected 
to the position of vice-chairman of the 
board. As such, he will function as an 
Operating executive directly under the 
chairman, and will be relieved of vari- 
ous detailed administrative duties but 
will continue responsible for the ne 
pany’s crude oil operations. James L 
Martin, director of the company ftir 
more than 30 years, was elected to a 
new post, chai [ 

2 whoa hairman of the executive 











Rexford S. Blazer, Previously presi- 
dent of Allied Oil Co. and Frontier 
Oil Refining Corp., two subsidiary 
companies, is Ashland’s new president 
Re-elected were: Everett F. Wells ae: 
ecutive vice-president; E. L. Mites 
ald, Secretary-counsel; E. W. Seaton 
treasurer; Edward Emrick, Jr. wade 
ant secretary and assistant thenniaie: 
A. J. Points, controller; S. M. Bay 
nam, assistant secretary; J. P. Trout 
assistant treasurer and Angus W. Me- 
Donald, assistant secretary. 7 

The Promotion of Mr. Wells to ex- 
ecutive vice-president was announced 
recently, as was the appointment of 
Mr. Emrick and Alex S. Chamberlain 
as executive assistants. | 


U. S. Radiator purchases 
Cyclotherm Corporation 


ASSETS AND BUSINESS of Cyclotherm 
Corp., Buffalo, N. Y., were recent] 

acquired by the United States Radia. 
tor Corp., Detroit, Mich. Cyclotherm 
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SHERE’S WHERE YOU'LL FIND 


WEBSTER 


Authorized Service 
Stations” 


CEMAN 


ELECTRIC 





CALIFORNIA 

Son Francisco, ELECTRICAL 
COMMUNICATIONS, INC.— 
765 Clementina Street 


COLORADO 
Denver 4, INSTRUMENT SERVICE 


CO.—833 Champa Street 


CONNECTICUT 
Hartford 6, BELL PUMP SERVICE 
CO.—44 New Britain Avenue 
New Haven, BELL PUMP SERVICE 
CO.—750 Congress Avenue 
D.C. 
Washington, R. E. MICHEL CO.— 
1320 First St. N. E. 
ILLINOIS 
Chicago 44, W. C. MORSE CO. 
—-4629 West End Avenue 
Rockford, Oll HEAT PARTS 
SERVICE—608 Lafayette Avenue 
Winnetka, NORTH SHORE 
HEATING SUPPLY CO.— 
806 Oak Street 
INDIANA 
Gary, G. W. BERKHEIMER CO., 
INC.—1040 Washington Street 
Indianapolis, HOOVER-BOWERS 
CO.—1523 E. Washington St. 
IOWA 
Des Moines 9, THERMAL COM- 
PANY, INC.—106 11th Street 
MAINE 
Portland 3, REFRIGERATION & Oil 
BURNER SUPPLY CO.— 
133 Marginal Way 
MARYLAND 
Baltimore 2, R. E. MICHEL CO.— 
1011 Greenmount Avenue 


MASSACHUSETTS 
Brockton, R. H. AUSTIN CO.— 
631 Warren Avenue 
Cambridge, CRONNIN SUPPLY 
CO.—60 Broadway 
Framingham, OlL HEATING 
SUPPLY CO.—8 Cedar Street 
Malden, E. L. KIMBALL CO.— 
1256 Eastern Avenue 
Springfield, BELL PUMP SERVICE 
CO.—888 Main Street 
Wollaston, W. S. PLUMMER— 
109 Lincoln Avenue 
Worcester, JOHN W. WALSH, 
INC.—66 Grove Street 


MICHIGAN 

Detroit 2, WM. G. BOALES & 
ASSOCIATES—1150 W. 
Baltimore Avenue 

Detroit 3, HYDRAULIC & PUMP 


REPAIR CO.—133 W. 7 Mile Rd. 


MICHIGAN—Cont. 
Grand Rapids, R. |. DEPPMANN 


—333 Fuller N. E. 


MINNESOTA 
St. Paul 4, THERMAL CO., INC.— 


2526 University Avenue 


MISSOURI 

Kansas City 8, SUPERIOR 
REFRIGERATION SUPPLY CO. 
—1816-18 Walnut St. 

St. Louis 10, CRESCENT PARTS & 
EQUIPMENT CO., INC.— 
825-31 S. Boyle Avenue 


NEBRASKA 
Omaha, OMAHA STOVE REPAIR 
WORKS—1206 Douglas Street 


NEW HAMPSHIRE 
Portsmouth, EARL H. CLARK— 
510 Sherbourne Road 


NEW JERSEY 

Elizabeth, CERTIFIED FUEL UNIT 
SERVICE—600 Spring Street 

Hawthorne, UNIVERSAL 
ENGINEERING CO.— 
344 Wagaraw Road 

Newark, CERTIFIED FUEL UNIT 
SERVICE—671-3 Sanford Ave. 

Pennsauken Twp., CERTIFIED FUEL 
UNIT SERVICE—Browning Road 
Circle Jct. Rts. 38 and 40 


NEW YORK 
Albany, CERTIFIED FUEL UNIT 
SERVICE CO., INC.—1018 
Central Avenue 
Bronx 61, VIN’S Oll BURNER 
PARTS SUPPLY CO.—3614 E. 
Tremont Avenue 
Brooklyn 16, THE CAPSON 
COMPANY, INC.—106 
Rogers Avenue 
Buffalo, FRONTIER OIL REFINING 
CORP.—367 Northampton St. 
Flushing, THE CAPSON CO., 
INC.—40-16 149th Place, 
Murray Hill Plaza 
New Hyde Park, THE CAPSON 
CO., INC.—1014 Jehrico 
Turnpike 
New York 21, INTERGILY HEAT 
AND POWER SUPPLY CO.— 
1366 York Avenue 
Rochester, ROCHESTER FUEL 


PUMP SERVICE—60 Alien Street 


Rochester, ROCHESTER OIL 
BURNER PUMP & CONTROL 
SERVICE—204 Clinton Ave. N. 

Scarsdale, A. B. WOLLE & 
COMPANY —69 Harney Road 

North Syracuse, E. A. PORTER, 
BUFFALO PUMP SERVICE— 
440 S. Bay Road 





will continue to operate as a 
entity, H. B. Steggall, Vice president 
of U. announced, adding, “The 
sales program with all dieevibuitons of 
Cyclotherm will be continued in its 
Present form” and that new contracts 
are to be issued to each distributor. 
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Burlington, ALLEY & RADER 
SERVICES— 1006 Webb Ave. 


OHIO 

Cincinnati 10, F. E. WINSTEL 
COMPANY — 1218-20 Race St. 

Cleveland, OHIO PUMP SERVICE 
COMPANY —7904 Lorrain Ave. 

Toledo, GIRKINS ELECTRIC 
COMPANY —2056 Cantin Ave. 


OREGON 

Portland 14, INDUSTRIAL 
CONTROL COMPANY— 
1418 E. Burnside 


PENNSYLVANIA 

Philadelphia, CERTIFIED FUEL UNIT 
SERVICE CO.—3412-14 W. 
Allegheny Avenue 

Pottstown, R. F. SMALE & 
COMPANY—140 King Street 


RHODE ISLAND 

Providence, R. |. FUEL PUMP 
SERVICE CO., INC.—847 N. 
Main Street 


UTAH 

Salt lake City 7, INTER- 
MOUNTAIN OlL BURNER 
SUPPLY CO.—4045 S. State St. 


VIRGINIA 
Norfolk, REFRIGERATION 
SUPPLIERS—633 W. 24th Street 
Richmond, R. E. MICHEL 
COMPANY —514 S. Pine Street 
Roanoke, SOUTHERN . 
REFRIGERATION COR?.— 
1850 S. Jefferson Street 
WASHINGTON 
Seattle, SEATTLE PUMP SERVICE 
COMPANY —8I17 Republican St. 
Spokane, CHARLES A. BLACK— 
N. 614 Monroe Street 
Tacoma 3, GENSCO, INC.— 
1111 South Tacoma Avenue 


WISCONSIN 

Milwaukee, REFRIGERATION 
PARTS GO.—2534 W. Fond 
du Lac Avenue 


FOREIGN 

SWEDEN 

Stockholm, REGULATOR AND 
INSTRUMENT, A. B. BILLMAN 
—128 Lindhagensgatan 
(Branches at Malmo, 
Goteberg, Koristad! 

HOLLAND 

Amsterdam, N.V. V/H NIERSTRASZ 
—62 Plantage Middteniaan 





is a Responsibility and Fair Dealing an Obligation” 





the WORLD’S LARGEST UNION 
motor truck terminal ___, 


7 









Battery of three No. 60-S-17 
H. B. Smith oil-fired cast iron 
boilers, each with net steam 
rating of 12,925 sq ft. Owner, 
Architects and Engineers of 
Terminal: The Port of New York 
Authority, New York. Heating 
Contractors: August Arace & 
Sons, Inc., Elizabeth, New 
Jersey. 


L chooses —mith_ BOILERS 


To assure trouble-free heating and hot water supply, The Port 
of New York Authority selected H. B. Smith cast iron boilers 


in the new Union Motor Truck Terminal at Newark, N. J. 





For the 31,000 feet of steam radiation, three No. 60-S-17 
Smith oil-fired cast iron boilers do an eminently competent 
job, as does the No. 340-W-11 Mills boiler in the adjacent 


maintenance building. 


In winter, four No. 608 Smith Manifold Indirect Heaters 
provide a total hot water capacity of 1680 GPH at 100°F. 


temperature rise, while in summer, one No, 34-W-11 Smith 


oil-fired unit with capacity of 1596 GPH is adequate. 









CAST IRON BOILERS 





THE H. B. SMITH CO., Inc., Westfield, Mass. 


Most complete line in the world of cast iron boilers for heating 
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York-Shipley Unveils 
“The Great White Line” 


SPARKED by a newly styled 63-piece 
line and a new merchandising plan for 
its distributors and dealers, York-Ship- 
ley, Inc., York, Pa., introduced its 1951 
products and program to more than 
200 members of its wholesale and retail 
organization, January 10. “The Great 
White Line” for 1951 has been newly 
finished and improved. All units are 
gleaming white and styled like modern 
kitchen appliances. The line covers gas 
and oilfired conversion burners, boilers, 
warm air units and water heaters. 
The company aims to add a mini- 
mum of 2,000 retail outlets to its dis- 
tribution system this year in addition to 
strengthening present wholesalers and 
retail dealers. A system of direct pro- 
motion has been prepared and tested to 
interest those outlets wanted, and an 
abundance of wholesale sales helps have 
been produced for its distributors. An 
almost equal volume of retail sales helps 
also are available, including sales manu- 
als, newspaper, outdoor and direct mail 
advertising, as well as banners, window 
streamers and point of sale advertising. 
The striking white York-Heat line 
has been designed to encourage dealers 
to display it prominently in showrooms 
and other places where its appearance 
will catch the public’s eye, according to 
S. H. Shipley, president. “We feel that 
heating equipment, one of the most es- 
sential utilities in the home, has been 
too long neglected by the trade and by 
the public. We believe it should be dis- 
played at least as prominently as lesser 
appliances, and assume its rightful 
place in the public consciousness.” 


Shell nearing Completion 
Of largest expansion Program 


AN ACCELERATED EXPANSION of oil 
distribution facilities will be completed 
by Shell Oil Co. early this year, a 
program costing tens of millions of dol- 
lars and involving 49 new or expanded 
plants in 25 states. Added facilities 
will increase by several hundred mil- 
lion gallons the company’s total petrole- 
um storage and handling capacity, and 
have been designed to strengthen the 
links between principal production 
areas and main consuming centers, to 
provide more storage space at local 
distributing points and, in the case of 
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certain larger terminals, to provide big 
backlogs of products on a regional 
basis. 

In general each new plant includes 
big storage tanks for gasoline, fueloils 
and other products, a warehouse with 
space for storing packaged goods, an 
office building and loading facilities at 
which trucks are filled. A substantial 
part of the investment was devoted to 
expanding and improving plants al- 
ready in use, where new storage tanks 
were built, pumps and pipes were re- 
placed to increase the volume of prod- 
ucts moved and modern warehouses, 
office: buildings, trucks and railroad 
loading facilities or other special units 
erected. 


Winkler Jubilee begins 


Plans for year’s sales Program 


THE WINKLER ALL-AMERICAN JUBILEE, 
held by U. S. Machine Corp., Lebanon, 
Ind., at the Claypool Hotel in Indi- 
anapolis, featured meetings on January 
11 and 12, inaugurating the company’s 
1951 sales program. On January 10 
Open House activities were highlighted 
by the opening of Winkler’s new 
Training Institute near plant Two, 
where engineering and retail sales 
training clinics will be held on alter- 
nate weeks. 

Philip C. Kosch, who has represented 
U. S. Machine in a sales supervisory 
capacity in New England since 1939, 
has joined the Winkler office force at 
Lebanon as sales training manager. As 
such he will be responsible for the 
Winkler Retail Sales Clinic, will as- 
sist in conducting sales meetings at the 
factory and in the field and will assist 
in training district sales managers and 
trainees. 

The program for the Jubilee meet- 
ing included talks by The Honorable 
Henry F. Schricker, Governor of Indi- 
ana; Philip L. Bayt, Mayor of Indi- 
anapolis; Robert Gray, editor, FUELOIL 
& Om Heat; Frank Bettger, author of 
the book, ““How I Raised Myself from 
Failure to Success in Selling” and W. 
A. Matheson, American Bildrok Co. 
and formerly in charge of sales for 
Williams Oil-O-Matic. 

The evening of January 11 was set 
aside for a special party at the Riley 
Room of the Claypool Hotel, includ- 
ing dinner and dancing. 








Positive Draft 


REGARDLESS OF WEATHER 
OR SIZE OF CHIMNEY 


The Wing Draft Inducer provides a 
means for furnishing positive, uniform 
adequate draft for low pressure heating 
plants without the need for tall, un- 
sightly, expensive stacks. 


It permits operating at high efficiencies 
without regard to weather conditions. 


Thorough and efficient combustion 
with high CO, content is assured. 
Smoke, gas and explosion hazards are 
reduced or eliminated. 


L.J. Wing Mfp.Co. 


General Offices and Factory: 


66 Vreeland. Mills Road, Linden, N. J. 





Canadian Factory: Montreal 


DRAFT 


INDUCERS 
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Timken holds annual 
Sales Meeting at Factory 


THE ANNUAL SALES MEETING of the 
Timken Silent Automatic Div., Tim- 
ken-Detroit Axle Co., Jackson, Mich., 
was held at its general offices on De- 
cember 27, 28 and 29, to consider the 
best course of action to meet present 
and future business uncertainties. Fac- 
tory officials and field sales personnel 
attended the sessions, directed by Gen- 
eral Manager T. A. Crawford, as- 
sisted by C. A. Cooper, assistant 





general manager; R. M. Marberry, ‘ 
advertising manager and several de- 
partment heads. Walter F. Rockwell, 
president, Timken-Detroit Axle Co., 
we ak: also participated. 

eins saa Mr. Crawford keynoted the meet- 
ing with analyses of 1950 achieve- 
ments, prospects for 1951 and Timken 
Silent Automatic policies and methods. 
Mr. Rockwell devoted his remarks to 
company objectives. Later subfécts on 
the program included such specific 
items as the district sales manager's 
job, equipment and factory support; 
plans for representation at coming 
shows and exhibits and the Division’s 
product lines. 


... Of special interest to fuel oil dealers 


Perfex expands free 


Factory training Program : 
FREE FACTORY TRAINING SCHOOLS, ‘ 
sponsored by Perfex Corp.. Milwau- 
kee, Wis., were extended to eastern t 
localities during January and Febru- P 
ary. Perfex offers free instructions c 
about the operation of controls on heat- 
ing plants to dealers, contractors, ' 


wholesalers, oil companies, their serv- 
icemen and salesmen. The students re- 
ceive technical training from skilled 
engineers, participate in classroom dis- 


Urge your customers to replace dirty filters regularly : i st " . 
: ; | with actual heating 
with new AMER-g/as Filters. Inexpensive. Clean to handle, |, and wor ‘alia ; 


no prickly slivers. AMER-glas is the filter for satisfied system equipment. 
customers . . . a new source of regular profit to you. | The course includes the basic funda- 


mentals of heating and heating sys 
tems, encompassing controls used in 
warm air, hot water, steam, electric 
and unit heater systems fired with coal, 


An Grguneied ) roduct of gas or oil. C. H. Burkhardt, heating 


editor, Sheet Metal Worker and 


, A pe /.% [ - Plumbing and Heating Journal, directs 
merican ig ilter the classes, | 


COMPANY, INC. A Farmingdale, Long Island, school 
was conducted January 29 to 31 at the 





Send today for proof of AMER-glas profits. 
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The New 1951 


Ball Flame 


Reg. U.S. Patent Office 


OIL BURNER 


KRESNO-STAMM 


Since 1927 
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In 1951 manufacturers will again show their over- 
whelming confidence in the quality and performance 
am of “Ball Flame” Burners by making them a vital part 
of the furnaces they will ship to small homes projects 


vn and to builders of hundreds of individual homes. 
au- . : : " . 
This completely automatic, pressurized air, gravity 

= type oil burner is now standard for leading makes of 

ru- small furnaces, installed in many flourishing home 

ons developments. 

>at- Builders and heating contractors in large numbers 

ors. are writing the ‘Ball Flame” into their furnace 
i specifications. 

rv’ 

nail Here’s Why 

led 


: y ""’s absolutely quiet—no motor hum, no flame 
dis- roar. 


ing Jv it burns less than 0.75 gallon per hour without 
clogging, flame deflection and burning out of 
fire boxes, as with small capacity pressure 
da- burners. 


sys’ ¥ It vaporizes and burns the oil perfectly — no 
a starving the center of burner flame and poor 
combustion. 

tric Jv An automatic levelling device is built into each 

oal, burner. 

ing i 

meme | KRESNO-STAMM MFG. CO. (America) Inc. 

>cts PALISADES PARK, N. J. 





Canadian Affiliate: Kresno-Stamm Mfg. Co. (Canada) Ltd. 
ool 1452 Drummond Street * Montreal, P. Q. 


the 
fueloil 









































FUEL ECONOMY 
STORY SELLS FIELD 
DRAFT CONTROLS FAST 





























DEALERS: For fast sales 
display your Field Barometric 
Draft Controls prominently. 
Their dramatic FUEL SAV- 
ING story makes them best- 
sellers, self-sellers! 


A Field Barometric Draft Control improves the 
performance of any heating plant—provides 
for lower fuel consumption, increased safety, 
longer plant life. That’s why dealers find it 
profitable and easy to sell the efficient, durable 
Field Barometric Draft Control. Write today 
for complete information on the Field Baro- 
metric Draft Control line. 


On The Finest Heating Equipment 
Field Controls The Draft. 







FIELD BAROMETRIC DRAFT CONTROLS 


FIELD CONTROL DIVISION 


@. 8. CONKEY & COMPANY Tt Me a ee 





Fea i Ne lbalbe load 
———s es t —— ee 


Long Island Agricultural & Technical 
Institute and another in Newark, N. 
J. on February 5 to 7 at the Newark 
College of Engineering. A third ses- 
sion is to be held February 18 to 20 
at the Walter Hervey Junior College, 
New York City. Classes are held from 
7 to 10 P.M. 


McDonnell announces 
Winners of Sweepstakes 


THE RITUAL of selecting the winners 
of the 1950 Sweepstakes, held by Mc- 
Donnell & Miller, Inc., Chicago 18, 


Ill., was observed appropriately on 
Christmas Eve at the company’s main 
office. Winner of the first prize was 
W. S. Ditto, Louisville, Ky., who re- 
ceived the set of three matched pieces 
of luggage. Second prize, a Land Pol- 
aroid camera, went to G. Kurker, oil- 
burner dealer of Medford, Mass. 

Schick electric razors were given the 
third and fourth prize winners, Gor- 
don A. Hagan, Sioux City, Ia. and Bill 
Arrington, Macon, Ga. Bill Masoner 
of Chicago won the Miracle kit-in-a- 
club golf tool. 








less service calls. This is money in 
our pocket, and builds our business 
through better customer satisfac- 
tion." 


President, Oil Heat and Engineering, Inc., 
Hartford, Conn. 


"Rochester ‘Dual-Dial' Oil Gauges 
give you more for your money. 
Their dependability and positive 
leak-proof feature eliminates need- 


“MORE for YOUR MONEY with 
Rochester ‘Dual-Dial’ Gauges” 





Oil Heat and Engineering, Inc. is the largest Timken 
dealer in heating equipment and supplies in Connecti- 
cut. They have been using Rochester Oil Burner 
Gauges for over 15 years. Like dealers the country over, 
they have found the Rochester Gauge one gauge they 
can install with complete confidence that it will not 
cause trouble through faulty operation or fume leak- 
age. 

Rochester “Dual-Dial” Gauges with the magnetic 
leak-proof construction cannot leak fumes or spill oil, 
even under pressures. They have been Underwriters’ 
listed for over 25 years. Stocked by leading whole- 
salers everywhere for 275 gallon oil burner storage 
tanks in the following depths—22”, 24”, 26”, 27”, 42”, 
44” and 47”; 142” and 2” pipe thread connections. 

Special lengths to order. ROCHESTER 
MANUFACTURING CO., INC., 8 
Rockwood St., Rochester 10, New 
York. 


ROCHESTER MANUFACTURING CO., INC. 


General Controls plans 
Midwest Factory, opens Branch 


REVERSING what it describes as a trend 
to move industry to the West Coast, 
General Controls Co., Glendale, Calif., 
is planning to build a new factory and 
warehouse in Skokie, IIl., just north 
of Chicago. The company has com- 
pleted purchase of a 41/2 acre site and 
has plans for the modern new building 
out for bid. Construction. is scheduled 
to begin early this year, with final de- 
signs and exact details not yet com- 
pleted. 

W. A. Ray, president, says the 
Skokie plant will permit General Con- 
trols to serve better its growing number 
of Midwest and Eastern customers. 
Completion of the factory will afford 
the company manufacturing facilities 
in California and Illinois, with the 
warehouse capacity providing excellent 
facilities to service the nation’s major 
marketing areas. 

On January 1 the company opened 
a factory branch sales office in Indi- 
anapolis, Ind., located at 1035 N. 
Pennsylvania St. Richard H. Weber 
has been named to manage the office, 
the 24th factory branch to be estab- 
lished. The Indianapolis branch will 
cover territory formerly serviced by the 
company’s Chicago and St. Louis of- 
fices and will be under the supervision 
of the Chicago outlet. 

General was begun in 1920 by Mr. 
Ray and his next youngest brother. 
Primary products include automatic 
controls for residential and commer- 
cial heating, industrial plant, refrigera- 
tion and aircraft industries. In 1950 
the firm doubled its $7 million gross 
sales of 1949. 


National Fuel Conservation 
Program explained in Booklet 


THE PROGRAM inaugurated by the Na- 
tional Fuel Conservation Co., Pleas- 
antville, N. Y., to achieve maximum 
heating efficiency is explained in a 
booklet issued recently. The program 
is carried out by local Associates of 
the company, who are franchised and 
identified with an emblem. 

Seven steps are undertaken in the 
plan, beginning with a scientific analy- 
sis of combustion efficiencies, followed 


f| Bron scl DIAL THERMOMETERS GAUGES © AMMETERS 
by the installation of a new refractory 


combustion chamber and application 
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In earning a reputation for depend- 
able performance there is also the 
Opportunity to demonstrate leader- 
ship. Only a very few accept the chal- 
lenge. You can point out one or two 
leaders, in every line of manufacture, 
whose success resulted from their 
products having become symbols of 
dependability. 


Scores of America’s best known 
manufacturers depend on Emerson- 
Electric motors to power their prod- 
ucts. They know that customer satis- 


THE EMERSON ELECTRIC MFG. 


faction and dependable performance 
go hand in hand. 


A background of 61 years of motor 
manufacturing experience stands be- 
hind Emerson-Electric motor design 
and production, offering the right 
motor for every job, in ratings from 
1/20 to 5 h.p. 


Consider the advantages of Emerson- 
Electric motors when planning your 
long-range program for top-flight 
leadership ratings on your equip- 
ment. Send for complete literature 
today. 


co. 


ST. LOUIS 21, MO. 


EMERSON “<> ELECTRIC 


MOTORS « FANS 


APPLIANCES 





of Therm-O-Glo heat reflecting mate- 
rial to the chamber floor. Other steps 
involve matching oil and air spray 
patterns, addition of an Econ-O-Head 
to the burner, exact adjustment of draft 
conditions and checking to see that the 
chimney is not pulling excessive heat. 


The entire job is backed by a certifi- 
cate that guarantees a minimum of 
10% fuel saving, with this saving 
translated into dollars and cents sav- 
ings for various fuel bills and into in- 
terest guaranteed on investments of 


Wayne Folder gives Facts 
About the 1951 “Dream Home” 


AN ILLUSTRATED folder describing a 
1951 “dream home” is offered by the 
Wayne Home Equipment Co., Inc., 
Fort Wayne 4, Ind. The folder contains 
floor plans, elevations and engineering 
data on water supply, water treatment 
and oilheating installation details for 
the home. 

It was built as a model suburban 
dwelling, laid out as a 4-bedroom con- 
temporary colonial home. Independent 


except electricity, installed home equip- 
ment has been sized and matched for 
operating efficiency and economy with 
the assistance of home equipment de- 
sign engineers. 

The home is to be featured in adver- 
tising in the April issue of Better 
Homes and Gardens and other home 
and farm magazines, as well as in 
Wayne’s accelerated 1951 merchandis- 
ing program. 


New field sales Unit 
For Honeywell Valves 


$80, $90 and $100. of all city improvements and utilities 





AN INDEPENDENT field sales organiza- 
tion has been organized by Minneap- 
olis-Honeywell Regulator Co., Minne- 
apolis, Minn., for its valve division. 
The nucleus of the set-up will consist 
of regional sales managers and a staff 
of 20 who will concentrate on promot- 
ing diaphragm control valves to users 
and original equipment manufacturers. 

Additionally, some of the field staffs 
now assigned to industrial, commercial 
and other products of company divi- 
sions will be used in the program. The 
eight regional managers appointed are: 
R. Schlegel, eastern region; T. L. 
Smith, mid-Atlantic region; George 
W. Brown, central region; R. R. Scott, 
mid-west region; L. Crowe, southeast 
region; C. F. Woods, southwest man- 
ager; W. A. Clements, mountain, 
north coast and Pacific regions; R. R. 
Scott, northwest region. 


FILTERS 


j Every Drop Filtered 
j Again and Again... 


Every drop of oil that goes 
through the Honeycomb Filter 
Tube of a FULFLO Filter 

is subjected to many succes- 
sive fine filtrations. 


That is why the oil that. reaches the nozzle is always 
of microscopic clarity. 


Coleman honored by 


That is why FULFLO FILTERS excell in eliminating Engineering Society 


stuck valves, scored pumps, fouled points, gummed or 
clogged nozzles and all troubles due to minute oil 
impurities. 


A MERIT AWARD has been given to W. 

C. Coleman, president, The Coleman 

Co., Inc., Wichita, Kan., by the Ameri- 

can Society of Industrial Engineers for 

‘leadership in research, engineering de- 

sign and safety in the home heating 
* field.” 

R. L. Crinnian, national president of 
ASIE, explained that the awards pro- 
gram was begun last year to acquaint 
the public with developments which, 
from an engineering standpoint, are 
sound, progressive and practical. De- 
velopment of the Coleman Blend-Air 
system earned the commendation for 
the company. 

Blend-Air is a forced draft warm 
air heating system which uses tubes of 
314” diameter to move the heated air 
to individual room blenders, 


That is why FULFLO is the best selling Oil Burner 
Filter . . . they lead in sales because they lead in 
performance. 
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COMMERCIAL FILTERS CORPORATION 


BOSTON 27, MASSACHUSETTS 








February 


* 1951 











‘or 
ith 
Je- 


sist 


raft 


ers 
ors. 
ffs 
cial 
ivi- 


The 


rge 
ott, 
ast 
an- 
1iN, 


ety 


nan 
eri- 

for 
de- 


ring 


t of 
Dro- 
aint 
ich, 

are 
De- 
Air 


for 


arm 
s of 
| air 








DO YOU SELL ONE OF THESE 






ALLEN’S 
BARNES y 
BEYER as — 
ilesitiieanee oe _. | 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CUSTOM-AIRE 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE-HEATROLA 
FINDLAY (Canada) 
FLORENCE 

H. C. LITTLE 














If you do oe. 


HERCO (Canada) 
INTERNATIONAL N OW 
YOU CAN EARN EASY 


JUNGERS 


LACO ADDITIONAL PROFITS BY SELLING 
LONRGAN AUTOMATIC HEAT CONTROLS 


MAGIC CHEF Yes, if you sell one of the famous-make space or trailer heaters listed here 
MONARCH you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 


MONARCH (Canada) and convenience equal to the most expensive kind of heating, with no 




















MONOGRAM. wasted heat — and substantial fuel savings! 
NESCO What’s more, this easy-to-sell comfort means AppITIONAL Prortrs for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 
NORGE-HEAT 
hs egea EASY TO INSTALL a 
PREWAY There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 
QUAKER top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 
SAFEWAY £ 
SIEGLER Famous for compl i 
pletely reliable 
SIL DEPENDABLE Controls service ...in oil heating... 
ENT FLAME gas heating . . . refrigeration. 
SUPERFLAME 


TORRIDAIRE A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
WASHINGTON FRUGAL 2458 N. Thirty-second Street « Milwaukee 45, Wisconsin @ In Canada: A-P Controls Corporation, Ltd., « Cooksville, Ontario 


Eo ° 



































Peeader's Problems 


Q. From time to time we have ex- 
perienced difficulty with tankless water 
heaters, caused primarily by the small 
amount of water in some boilers and 
the lag in the operating control. The 
circulator rushes the hot water out of 
a boiler before the reverse-acting con- 
trol can stop it, and the boiler tempera- 
ture thus is reduced below the point at 
which the tankless coil gives hot enough 
water. 

We have been installing by-pass 
loops in an effort to correct this. As you 
see in our diagram, a gate valve is in- 





FOR QUICK-OPENING, TIGHT-CLOSING, 


0 Maal y Philadel 





no matter 


who 


builds your 


tank trucks 
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, Standard 
Manhole 
Size 12” x 16” with 
6%”, 8”, or 10” fill 
opening. A slight turn 
of locking ring opens 
and closes cover. 


Self-Closing 
Manhole 


Size 12” x 16” with 
10” fill opening. Self- 
closing, with positive 
locking device. 
Opened by raising 
lever on either side. 


ee er eae 


14” Diameter 
Self-Closing 
Manhole 


For heavy 
tanks. Self-closing, 
with positive locking 
device. To open, lift 
either lock arm and 
raise cap. 


fuel-oil 





le iaicaiis onsale 


POSITIVE-LOCKING MANHOLES 


Write the words ‘“Manholes by 
Philadelphia Valve” into your 
order. These quick-opening man- 
holes are absolutely tight. They 
surpass every fire underwriter’s 
standard. They open and close 
easily and quickly. They are built 
to outlast the tank. 

Each type of manhole is simple, 
strong, and foolproof. Covers are 
leakproof. Covers and plugs are of 
malleable iron or heat-treated alu- 
is used, 
“5-in-1” vents automatically close 


minum. No cast iron 


if truck upsets, and will release 
under 6 lbs. pressure to prevent 
explosion in case of fire. Gaskets 
are easy to keep tight. 

Philadelphia Valve manholes are 
standard with many major oil com- 
panies from coast to coast. Make 
standard tank 
trucks, too! 

Send for catalog 170 for descrip- 
tions and engineering drawings of 


them on your 


all Philadelphia Valve Company 
products. 


PHILADELPHIA VALVE COMPANY 


3413 Aramingo Avenue, Philadelphia 34, Pa. 


Pacific Coast Distrikutors: 
Oil Marketing Equipment Co., 325 Fremont Street, San Francisco 5, California 
Howard Supply Co., 5125 Santa Fe Avenue, Los Angeles 11, California 





















Flow Supply to Radiators > 


on 















Bypass 





A Vales AvB 
Hot Water Heatg Circulator 
Boiler has 


Tankless Coil 
<_ 





J | 2 


\B Return from Rads\ 


- _ Flow > 
Control V. 
ort [Sn 



























Special 
Valve 


« 
Valve Thermo- 
static --- this port 
open only when 





boiler ternp. is 























stalled at location ““A.” It now appears 
that perhaps we should consider in- 
stalling this valve at location “B.” 


The theory behind this by-pass loop 
and valve is that the water circulating 
through the system would follow the 
path of least resistance and make a con- 
tinuous circuit through the by-pass 
loop (same pipe size as the circulator 
and flow control valve) and through 
the boiler. However, if this valve is 
moved to location “B,” and the valve 
is closed partially, then due to the in- 
creased friction water will be forced up 
the by-pass loop and through the flow 
control valve rather than through the 
heating boiler. Adjustment of the valve 
will equalize the flow so the tempera- 
ture is maintained in the boiler and 
the radiators are heated gradually. 

In your opinion, is location “B” 
preferable to location “A” for this 
valve? 


M. J. O., Philadelphia. 


A. The resistance through the boiler 
may be greater or less than the resist- 
ance through the by-pass loop you de- 
scribe, depending on the characteris- 
tics of the boiler. Many boiler models 
have less resistance than such a loop; 
with valves “A” and “B” left out, 
using the hook-up you show would 
cause more water to circulate through 
the boiler than through the loop. 

Using a loop without either valve, 
water from the circulator will flow up- 
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10 POINTS OF PROFIT 


a Heavy-duty 


Autocars 
haul big loads 











Autocar Truc 





EY 


280 No HENRY ST 
BRKLY RN. AY. 
EV. 3-4200 


BEALE 





On the highway they haul all the 
law allows. Off the highway they 
haul mighty loads of such cargo as 
shale, rock, coal, logs and heavy 
machinery. Autocars transport mate- 
rial in volume. They make every 
trip count. Superbly engineered, 
heavy-duty Autocars offer every 
owner the opportunity to maintain 
a profitable ratio between payload 
and cost. 


a # @ fs @a Model 90 Autocar owned by Hanney 


Fuel Oil Company, Brooklyn, N.Y. it 
easily hauls 2,400 gallons in its four- 
compartment tank. 


3S Mobithea 
HANNEY 


1... HAUL BIG LOADS 

2... Control the load 

3...Have engineered balance 
4...Are dependable 

5...Are economical 

6...Make man-hours productive 
7... Keep pace with traffic 

8... Are virtually custom built 
9...Have extra power when needed 


10 ... Last longer 


The Autocar Company, Ardmore, Pa. ¢ Established 1897 * Factory Branches and Distributors from Coast to Coast 
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wards through the loop and through 
the boiler. If the loop is of too large a 
size for the particular boiler, excessive 
water would flow through it, and with 
the circulator running continuously the 
boiler would tend to overheat and the 
burner therefore would be stopped and 
started by the high limit control on the 
boiler. Even with the radiators rela- 
tively cool because they receive only 
part of the heat the boiler could give 
them, the full power of the burner 
would not be used to heat the house. 
Therefore you should not aim for this 





type operation. Under these conditions 
(with the loop of such a large size that 
when wide open too much water goes 
through it), a valve is needed at “A” 
to permit adjustment that forces more 
water through the boiler and causes less 
water to go through the loop. 

If on the other hand too much water 
goes through the boiler using a loop 
without either valve, the flow through 
the loop will be insufficient to prevent 
rapid chilling of the boiler in the way 
you describe when the circulator starts 
and runs five minutes. Under these con- 





HALLY FILTERS 


NOW MADE AND SOLD EXCLUSIVELY BY 


DELAVAN 


In more than a year of careful 
field testing, Hally Filters have 
shown amazing efficiency in pre- 


venting nozzle clogging. 


Openings in the Hally Filter are 


only one-half to one-fourth the 
size of the openings in the wire 
screen strainers they replace. 


Thus, the Hally Filter will hold 
back all foreign matter that is 


likely to clog the nozzle. 


THE FILTER 
THAT PREVENTS 
NOZZLE 
CLOGGING 


DELAVAN CAN NOW SUPPLY NOZZLES 
WITH HALLY FILTERS ATTACHED 


HALLY FILTERS AVAILABLE FOR ALL MAKES OF SMALL 
CAPACITY NOZZLES — 10 OF ONE SIZE PER BOX. 


WRITE FOR BULLETIN. #551 


DELAVAN 


MANUFACTURING CO. 
3009 SIXTH. AVE., DES MOINES 13, IOWA 


90 








ditions, a valve would be needed at 
location “B” to force more water 
through the loop. 

Use this line of reasoning to find out 
if the valve should be at “A” or “B.” 
Keep wide open any valve in the par- 
ticular system. If starting the circulator 
chills the boiler excessively, you know 
a valve is needed at location “B.” If 
with the circulator running continu- 
ously for, say, two hours the burner is 
held idle much of the time by its high 
limit control and the radiators fail to 
become satisfactorily hot, then you 
need a valve at “A.” 

Special thermostatic valves made to 
solve your problem actually do a much 
better job in several ways than can be 
done by any arrangement of ordinary 
valves. Write to manufacturers of hot 
water system specialties to obtain in- 
formation on such valves. 

* * * 

Q. We have been asked by one of 
our customers who is a large user of do- 
mestic hot water at 170° at the outlets 
and with 180° temperature at the boil- 
er, the cost of heating 1,000 gallons of 
this with number 5 fueloil. Would 
greatly appreciate this information. 

L. C. E., Bridgeport, Conn. 


A. Heating cold water at 50° to 
180° in the boiler room requires 130 
Btu per pound of water or 1,053 Btu 
per gallon of hot water (130 x 8.1), 
taking the hot water at 8.1 pounds per 
gallon. Multiplying by 1,000, you need 
1,053,000 Btu’s for 1,000 gallons of 
hot water. Divide by 70% if you ex- 
pect this high overall efficiency from 
the water heating equipment, and you 
find that 1,504,000 Btu’s are needed 
to provide 1,000 gallons of hot water. 
(1,053,000 divided by .7 comes to 
1,504,000.) 

Allowing about 140,000 Btu’s per 
gallon of fueloil, divide this number 
into 1,504,000 and you obtain 10.7 
as the number of gallons of fueloil 
needed on this basis to provide 1,000 
gallons of hot water. You would need 
15 gallons of fueloil instead if the efh- 
ciency of the equipment is 50%. True, 
rarely can you expect equipment efh- 
ciency as high as 70% from a water 
heating layout. However, a modern, 
well-insulated set-up that gives low 
stack temperature and high CO, will 
give at least 50% efficiency. 


February 














d at 
ater 


| out 
_~ 
par- 
ator 
now 
age} 
inu- 
er is 
high 
il to 
you 





e to Delco-Heat ‘‘OPC” Conditionairs —a value-priced line 
uch of forced air furnaces with pressure atomizing oil burners. 
Blower filter unit may be bottom or back mounted. “Re- 
a be verse flow” model, and de luxe model with matching 
lary blower and furnace units, also available. 
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' to 
130 

Btu 
1), Delco-Heat “OVC” Conditionairs — especially low-priced 
per models for the builder and small home markets. Two stage 


vaporizing oil burners. “OVC” Conditionairs come in 
both gravity and forced air models, 
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2 Delco-Heat ‘‘DA” Conditionairs —the finest oil-fired, 
loil forced warm air furnaces available! Five models in capaci- 
900 ties from 85,000 to 200,000 Btu output. Powered by 
famous Delco-Heat “Rotopower” oil burners. 





fn, Oil-fired Gas 
Boilers Stokers Conditionairs Burners 





will Also manufacturers of electric water systems 


for farms and homes 











The Delco-Heat line 


offers features that sell 


-at prices that 
mean profits! 





A new home heating unit isn’t an “everyday” purchase to your 
customers — it’s a major investment. Naturally they look for a 
name they can trust. They insist on top quality and dependability. 
And they want all this at the lowest possible cost. 


When you sell Delco-Heat Conditionairs, you are able to offer 
unmatched quality and dependability. Yet Delco-Heat units are. 
priced competitively. 

Yes, it’s easier to sell the products of a manufacturer whose 
research, engineering and advertising facilities will keep those 
products out front. And Delco Appliance, a division of General 


Motors, is just such an organization. 


Delco Appliance, following the General Motors” policy of 
“more and better things for more people,” manufactures the 
kind of automatic heating equipment that customers want — at 
prices they can afford to pay. This policy is one on which each 
Delco-Heat Retail Distributor can base a sound business for 


himself. 


If you are interested in more information about 
a Delco-Heat franchise, send the coupon below. 


DELCO APPLIANCE DIVISION, Dept. FO-21 
General Motors Corporation, Rochester 1, N. Y. 


o 
I 
I 
I 
I 
Please send me information about a Delco-Heat franchise. 
I 
I 
I 
I 
I 
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Iron Fireman Vortex 
Oilburner is improved 


* AN IMPROVED MODEL of Iron Fireman's 
Vortex oilburner has been announced, 
with capacity from 1.0 to 2.5 gph and 
featuring its ignition transformer 
mounted on the main frame of the 
burner instead of on the g hp motor, 
which is permanently sealed and self- 
lubricating. The burner is constructed 
of heavy pressed steel, sturdily welded, 
with burner housings accurately ma- 
chined to maintain shaft alignment. 








New Products 





THE TEST OF THE BEST IS 






... advanced design, quiet 
operation, economy, flexibility of 
installation, rugged construction, 
efficiency. Judge truck pump lead- 
ership on these or your own stand- 
ards—and you’ll agree— 


IN TRUCK PUMPS 


I’S BLACKMER 


Decide for yourself—com- 
pare them ALL. Get complete de- 
tails on BLACKMER TRUCK 
PUMPS in “Bulletin TP3.” See 
why. now, more than ever in 46 
years, petroleum “marketers” are 
specifying BLACKMER. 


IN HAND PUMPS 


IT’S BLACKMER 


Blackmer builds the world’s 
greatest line of rotary hand 
pumps for lube oil dispens- 
ing and farm equipment 
: refueling from 
drums and under- 
ground or skid 
tanks. 
Because Blackmer Truck Pumps are rotary, positive displacement 
and self-priming, they serve every known service to which truck 
pumps can be put, some of which other types cannot handle. Be- 


cause Blackmer supplies all popular sizes up to 200 g.p.m., your 
truck pump needs can best be served by Blackmer. 


Write for Bulletin TPS deserthing Blackmer Truck Pumps 


os 


Manifolded 
Dual Pumps Dual Pumps 


BLACKMER PUMP COMPANY —GRAND RAPIDS, MICHIGAN 







Note the vane place- 
ment in the phantom 
pump above. Vanes 
are self-adjusting for 
wear. If the vanes 
eventually wear to 
the extent of lessen- 
ing efficiency, they 
may be easily re- 
placed at little cost. 













Engine 
Driven Pumps 


% 


Single Pumps 
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Each of the three legs on the chassis 
may be adjusted independently. 

The Vortex oilburner produces a 
whirling vortex of air which mixes with 
the oil spray from a vertical nozzle to 


- form a flat, bowl-shaped radiant flame. 


Heat, thereby, is released above the 
grate line where it blankets the hearth 
and combustion chamber side walls. 
Moving parts and adjustments are lo- 
cated in cool air, rather than below the 
combustion chamber. 

Made by: Iron Fireman Mfg. Co., 
3170 West 106 St., Cleveland 11, O. 


Announce two ASCO 
Midget solenoid Valves 


ASCO two-way and three-way packless 
solenoid valves, named “Midget 
Valves” because of their extremely 
small size, have been announced. The 
two-way valves are available in nor- 
mally closed or normally opened mod- 
els; three-way valves are of the uni- 
versal type, applicable to any three-way 
requirement regardless of the direction 
of flow or points of pressure applica- 
tion. Pipe sizes of the two-way models 
are Ye” and 14”, normally closed, and 
YQ”, normally open. Permissible pres- 
sures range up to 300 lbs. psi for AC 





and up to 250 lbs. psi for DC. For the 
three-way pipe size is ¥g” only, with 
permissible pressures up to 125 Ibs. psi 
for AC, 50 lbs. psi for DC. 

Valve bodies of both are machined 
from bar stock in brass or stainless 
steel, with crown type valve seats in- 
tegral with the bodies. Discs are of flat 
resilient composition, moving elements 
consist of solenoid core, disc and disc 
retainer permanently assembled in one 


February 
1951 

















assis 


es a 
with 
le to 
ame. 

the 
arth 
alls. 
> lo- 
‘the 


Co., 


ves 


less 
iget 
nely 
The 
nor- 
10d- 
uni- 
way 
tion 
ica- 
dels 
and 
res- 














MAID-O-MIST sacancine 


ee a 





Make Any Copper, Bronze or Cast Iron 
Tee a Balanci1g Valve. 


Stocks of square head cocks or balancing 
valves are no longer necessary. These new 
units, quickly soldered or sweat-fitted into 
copper and bronze tees or threaded into cast 
iron tees, regulate the flow of hot water 
: through radiators, convectors, baseboard pan- 
els, radiant coils, return ‘mains and branches. 
Precision made of non-ferrous metals. 






The New MAID -O-MIST 
BALANCING VALVE 
| Adapter Unit 


NO. 14 BALANCING VALVE ADAPTER UNIT 


for ¥e", Y2", ¥4"", 1" nominal copper or bronze pipe size. 
NO. 15 BALANCING VALVE ADAPTER UNIT 
for Y2" or ¥4" cast iron tees. 
PRICES AND DETAILS FROM YOUR JOBBER, OR WRITE DIRECT TO 


















AU UTOMATICN 


Fs 
f HUMIDIFIER’. 














pT? x 
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Keep Your Service Crew 








Mosr fuel companies and heating equipment people 
recognize the importance of Furnace Cleaning as a profit- 
able business. Many service companies occupied almost 
entirely in the servicing and repair of heating plants find 
a field of greater profit in adding furnace cleaning to 
their services. 

In summer, the normal off-season period, furnace ° 
cleaning keeps your service crews profitably busy. 

General Electric Furnace Cleaners are compact, easy- 
to-handle and built for extra-heavy duty. They convert 
quickly to powerful blower action for loosening soot and 
grime in stubborn corners. Easy mobility makes a hit 
with cleaning crews. You get more work jobs and can 
keep busy the year round. 


G-E Chimney Cleaning and Air Duct Equipment 


Makes job go faster. Prevents 
soot from escaping into cellars. 
Revolving handle and vacuum 
hose fit through special shield 
that scoops up falling soot. Set 
includes Shield, Crank, Chimney 
Flue Brush, Duct Brush and 32 
feet of extensions. 





Mail coupon for details. 


Furnace and Boiler Cleaners 


GENERAL @@ ELECTRIC 


fnaleelaeieniesiantontentententententinienietaaiaataieaetaaten 


GENERAL ELECTRIC COMPANY, Dept. 22-1628 
1285 Boston Ave., Bridgeport 2, Conn. 


Without obligation, please send complete details on heavy-duty 
cleaning equipment. 
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element and precision wound valve 
springs made of non-corroding mate- 
rial. The valves may be mounted in any 
position. All internal parts are accessi- 
ble without removing valve body or 
disturbing electrical connections. 
Made by: Automatic Switch Co., 
379-C Lakeside Ave., Orange, N. J. 


Gilbarco Roto-Prime Pumps 
In Sizes up to 500 Gpm 


A NEW LINE of Gilbarco Roto-Prime 
self-priming centrifugal pumps is 
available in capacities from 50 to 500 
gpm. The pumps are to be used in tank 
car and transport loading or unloading, 
as well as for loading and barrel-filling 
and similar purposes. Furnished com- 
plete with a base, electric motor, cou- 
pling, built-in check valve and mechan- 
ical seal. 

These’ Roto-Prime models are said to 
have the advantages of a centrifugal 
during normal pumping, plus those of a 
positive - displacement pump when 
priming is required. No priming reser- 
voir is present in these single-stage, 
single-suction volute type pumps. Self 
priming is accomplished by a small 





variable capacity, vane type 1750 rpm 
positive displacement pump mounted 
inside the main pump housing and di- 
rectly connected to the main shaft. The 
priming pump automatically goes into 
action when needed and at other times 
is in neutral position. 

Made by: Gilbert & Barker Mfg. 
Co., West Springfield, Mass. 


Heat-Timer Control is 
Outside weather-actuated 


HEAT-TIMER weather-actuated heating 
control model E consists of three sepa- 
rate units electrically interconnected— 
a weather head, indoor element and a 
control panel. The weather head is an 
electronic thermometer, which is in- 
stalled on the outside of the building. 





Its function is to transmit to the con- 
trol panel the outdoor temperature. 
An indoor element also is connected 
to the control panel to signal that heat 
has circulated to the farthest point in 
the heating system and that the timing 
of heat can begin. The control panel 
is made up of a program clock, which 
controls the beginning and end of the 
heating. day; an outdoor thermostat 





dial, set at the outside temperature 
above which no heat is required; a heat 
adjustment dial which synchronizes the 
Heat-Timer to the building in which 
installed and a night heat thermostat, 
which automatically turns the heat on 








( SELL 90% of the 


Home Heating 
| Market...with 


‘ALDRICH 


CONVERTIBLE HEAT-PAK 


BOILER-BURNERS | 





Nine out of ten new homes 









eM 








heat with oil or gas. With 
Aldrich you sell both markets 
—plus the oil-gas industrial 
market. 

Aldrich Boiler-Burners come 
in seven sizes—from 100,000 
to 808,000 BTU/hr. All are in- 
terchangeable between oil and 
gas, though the 514,000 and 
808,000 sizes must be originally 
gas fired to have interchange- 
able burners. 


Available Gas-Fired 


Meet more requirements with 
less inventory . . . Cash in on 
oil units now, cash in again 
with conversions when gas is 
available. 

Aldrich Boiler-Burners are 
vertical-type, compact, efficient, 
beautifully finished; shipped 
fully assembled, ready to set in 
place and connect. 


Profit with ALDRICH — Get Details Today. Write 
or wire for Heat-Pak facts, full specifications. 








A Subsidiary of Breeze Corporations, Inc. 
103 East Williams St, 
Wyoming, Illinois 








Use High Capacity “‘SAFETY-FILLS”’ 


Buckeye’s high capacity No. 890 “Safety-Fill” nozzle prevents 
property damage caused by fill-pipe overflow. It stops spilling 
by shutting off automatically at the main valve when fuel oil 
covers the end of the spout. Deliveries are quicker and safer, 
you keep customer good will. 

Use Buckeye’s No. 890 nozzle. 

Write for details. . 








“SAFETY-FILL” 
Ney aaa: 


BUCKEYE IRON & BRASS WORKS, Dept. F, Box 883, Dayton 1, Ohio 
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Tuthil 


INSIDE STORY 


OF PROVED 
PERFORMANCE 







%& Cast iron pump unit 
encased in 45,000 p.s.i. 
tensile strength 
zinc alloy 





*& Strainer removable 
without spilling 













%& Quiet 
operation 


%& Quick, positive 4 Low power 
cut-off en consumption 


* Light weight 





TUTHILL 30E6N FUELSTAT | 


UNIVERSAL APPLICATION 
: DEPENDABLE PERFORMANCE 
Provides SIMPLIFIED SERVICING 
GREATER ECONOMY 


MORE ATTRACTI 
APPEARANCE 





Proved by thousands already in service, this 
perfected Tuthill Fuelstat sets the pace for 
dependable pumping equipment. All working 
parts are made of cast iron and steel with high 
grade (99.99+% pure) zinc alloy body to ob- 
tain the ultimate in toughness, durability, cor- 


rosion resistance and leak-free performance. 


It will pay you to write for full details today 


939 East 95th Street 















BEST for new installations... 
BEST for conversions... 


BEST tor Gas-tight, 


Smoke-tight joints: in 
ANY installation! 


bead 7 
Pg 















CRANT WILSON, INC CHICAGO y 
[Eek SB Bee 8 8 


FAST... 
LEAK PROOF... 
PERMANENT... 
LOW COST! 


Only the finest high temperature refractories and 
binder materials are used in the manufacture of 
Grant Wilson Asbestos Furnace Cement—and ex- 
pert blending and compounding, plus years of 
“know-how” assure easy workability. It isa proven 
product which has.been tested and accepted and 
is in daily use by the most exacting Builders and 
Installers in the Industry. 


Thoroughly fireproof, smokeless, odorless and 
acid-proof, it is ideally suited for use in oil-fired 
heating units. It’s easy to get out of the can— 
easy to trowel in place—smooth to work, AND 
IT STAYS PUT. 

Buy it from your jobber or write for free Sample Kit No. 2FO 


GRANT WILSON INC., Board of Trade Bidg., Chicago 4, Illinois 
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view 
FRAM F1210 


Cut Nuisance Calls 
Save Money - Boost 


Profits with... 











Filters the oil clean through an entirely new 
development e Removes dirt, rust, scale, 
water e@ Assures steady flow of clean oil 
to the burner e Protects pump valves and 
nozzles e@ Reduces service expense and 
needless, troublesome calls @ Easy fo in- 
stall @ Replacement cartridge builds re- 
peat profits e Available in capacities of 
2000, 4000, 6000 gallons of oil con- 
sumed per year. Send for complete details. 
Find out how you can profit with Fram. 


FRAM FILTERS 


FRAM CORPORATION 
Providence 16, R. I. 


Please send me complete details about Fram Fuel 
Oil Filters for Oil Heating. 

















during the night off-period when the 
outdoor temperature drops below the 
setting of the night heat dial. 

A series of signal lights on the panel 
constantly indicate facts about the heat- 
ing system. 

Made by: Heat-Timer Corp., 160— 
Sth Ave., New York, N. Y. 


Sludge-Ban added to 
Parke-Hill Chemicals 


SLUDGE-BAN CONCENTRATE has been 
added to the Parke-Hill line of heating 


| chemicals, with one gal. said to be 


sufficient to treat 20,000 gals. of fuel- 
oil. It is a petroleum-based product, 
containing no caustics, has a Ph rating 
of 7.1, is neutral and does not react 
with metals, according to reports of the 
United States Testing Laboratories. 

In action Sludge-Ban emulsifies 
water concentrates, suspends them 
within the oil and allows them to pass 
through the oilburner strainer and noz- 
zle. The compound also dissolves bot- 
tom sludge in the tank and is said to 
be beneficial in preventing rust within 
the fueloil tank. 

Made by: Parke-Hill Chemical 
Corp., 57 South 6th Ave., Mt. Ver- 
non, N. Y. 


Monarch nozzle Filter 
Employs porous Bronze 


A NOZZLE FILTER developed by Mon- 
arch, employs a porous bronze filtering 
element. This is the first application in 
commercial production of this type of 
material, well known and widely used 
in the automotive field. The usual 
strainer for small capacity nozzles has 
been made mostly of extra fine mesh 
screen, which usually required careful 


handling. The porous bronze filter, by 
way of contrast, is described as being 
rugged, compact and joined to the noz- 
zle with a metal-to-metal seat. 

The filter has a porosity equivalent 
to 200 mesh screen, and passes the oil 
through a labyrinth to minimize the 
passage of dirt. The present model is 





eases cates cee 


ranco, 


SECURITY 
FOR SALE! 


Profits of the oil industry need 
security! Granco equipment, 
backed by 34 years of special- 
ized experience, secures profits 
from the hatchet-work of con- 
tinual breakdowns, costly re- 
placement, wasted manhours. 


MULTIPLE PUMPS 
FOR BULK PLANTS 


SIZES 
90 TO 200 GPM 


—\ 


ave SPACE 


Inquire about 
new ‘‘fool-proof” alignment and other 
new and improved economy features. 


fact flow 
LOADING RACK 
METERS 


SIZES 
100 TO 1400 GPM 


With féwer parts, lower friction loss, 
high reserve capacity, Granco Meters 
secure your profits at less cost to you. 


SEE YOUR DEALER OR 
SEND THE COUPON BELOW. 


franco, 


METERS AND PUMPS 
GRANBERG CORP. 


1308 SIXTY-SEVENTH STREET 
OAKLAND 8, CALIFORNIA 


Please send me literature on: 





Granco bulk plant pumps ([] 


Granco loading rack meters [] 


NAME TITLE 





co 
ADDRESS. 
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Yo CLEAN-G/P™ 


with a 


GRAND RAPIDS FURNACE CLEANER 





Act Now! Get in on this year’s cleaning profits. 
Order a Grand Rapids Furnace Cleaner. 


IT’S FAST— Handles twice as many jobs as 
the ordinary furnace cleaner. 


IT’S THOROUGH — High velocity suction 
completely removes ashes, soot, scale 
and dirt from every type of heating plant. 
IT’S COMPLETE — A packaged unit 
with practical cleaning attachments 
designed for fast, easy cleaning. 


IT’S PROFITABLE—The trouble- 
free operation and speedy serv- 
ice of the Grand Rapids Furn- 
ace Cleaner puts extra profits 
in your pockets. 












Send today for complete infor- 
mation about the Grand Rapids 
Furnace Cleaner. 





“ DOYLE VACUUM CLEANER CO. 


233 Stevens St., S.W. Grand Rapids 7, Michigan 














BURN-RITE O14 BURNERS 


“The Masterpiece of Oil Burners" 
















For: 
Quality 
- Famous 
Economy BURN-RITE | 
* pena Anti-Syphon 
Dependability Valves 
| to 3 G.P.H. 


Firing Rate 


Write for 
full 
details! / @ RELIEVES Strain on Fuel Pump 
@ PREVENTS Back Syphonage 

@ PROMOTES Top Efficiency 
SEND FOR FULL INFORMATION TODAY! 


BURN-RITE PRODUCTS CO. 
354 SAWMILL RIVER RD. YONKERS, N. Y. 














PROFITS — 
GO UP!... 


When You 
Handle The 
COMPLETE 


“FLOORLEVEL” 


HOT WATER 
BASEBOARD 
RADIATION 

PACKAGE 


os 


i 





BOILER 
BURNER 


DE-AIRATOR 
TANK 


FLOORLEVEL 


Whether you handle the Floorlevel 
package alone . . . or the complete 
General Automatic Hot Water Base- 
board Radiation Heating System . . . 
= find G/A offers a real profit 
eal. 


WRITE FOR SPEC. 56 


ENERAL 
wlomalic 


Since 1923 


GENERAL AUTOMATIC PRODUCTS CORP. 
2300 SINCLAIR LANE BALTIMORE 13, MD. 








FOR 2Zuakty 














INSTALLATIONS 


‘ P + 








ORMATION 


WRITE FOR COMPLETE 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, Manufacturers, Lynn, Mass. 


97 














ENTERPRISE 


Combination 
Oil-Gas 
Burners 


ici 
on olf or gas ” ency when 


ee burner obtains 
a high Yo CO? on G28" 
“Safest, easiest to light off’ 


“Can chan 
a fr 













m One fue/ 
in] Minute’’ 


Whether you buy, sell, install 
or service burners, you can rely 
on Enterprise for long-term 
economy, unmatched efficiency. 
Compare—feature for feature— 
and see why Enterprise is the 


Choice of Heating Experts 


PF 4 (pnivenany 1941 











ENTERPRISE ENGINE & MACHINERY CO. 
A Subsidiary of General Metals Corporation 
18th & Florida Sts., San Francisco 10, California 














recommended for use on fractional gal- 
lonage nozzles, although Monarch has 
conducted tests to indicate that there 
is no restriction to flow up to several 
gph. Porous bronze filters are not be- 
ing offered as standard equipment only 
because production is limited by the 
present copper situation. 

Made by: Monarch Mfg. Works, 
2501 East Ontario St., Philadelphia 
34, Pa. 


Tankit announces 
Fueloil Deodorant 


NEUTROL fueloil deodorant has been 
announced, guaranteed to absorb all 
fueloil odors quickly and permanent- 
ly. Neutrol is described as being non- 
toxic, non-volatile and non-inflamma- 
ble and is furnished in the form of a 
dry powder, packaged in a dispenser- 
type can. 

Made by: The Tankit Co., 17 Shep- 
hard Ave., Newark, N. J. 


Standard Form-Flow is 
Electric operating Register 


THE DESK ELECTRIC Form-Flow Regis- 
ter is the only single-unit electric regis- 
ter on the market and operates on the 
pin-feed principle. The pin-feed con- 
trol makes fast feeding and ejecting of 
forms positive with no slipping or 
buckling and assures registration and 
alignment of all parts in the set of 
forms on the writing table. The regis- 
ters are finished in business machines 
gray, can be set on top of a desk or 
counter or countersunk so that the 





writing table is flush with the counter 
surface. 

Designed to handle handwritten 
business forms in as many as eight 
parts, the registers issue seven parts 
and refold the eighth copy into a 
locked-in compartment. Adaptable to 
a variety of systems, models are avail- 


TO CHECK RELATIVE HUMIDITY 
REMEMBER 


MAKES the 
RIGHT INSTRUMENT 
at the RIGHT PRICE 

for EVERY JOB! 





Model 185 Hygrodial — 

Precision Humidity and 

Temperature Indicator 
Hair-operated and calibrated to 
professional standards of accuracy 
by the maker of the world’s finest 
weather instruments. Handsome, 
modern case—4” high, 5Y#” wide, 
154” deep. 


Model 160 
Portable Humidity and 
Temperature Recorder 


3” x 5” charts, 10 or 30 hour 
records. Modern design...handy for 
small space and difficult locations 
- « « built to meet unusual conditions. 








Model 573 
Motor Aspirated Psychrometer 
Designed to determine wet and 
dry bulb temperature with labora- 


tory accuracy—Motors supplied for 
use on 115 V., 50 cycles or 60 cycles. 





Model S/1 

Pocket Sling Psychrometer 
A small, low cost instrument. 
Thermometers graduated in 1 
increments from +35° F_ to 
+110° F. Furnished complete with 
case and psychometric slide rule. 


Model 594 
Hygrothermograph 


The foremost relative humidity re- 
corder for laboratory, factory, and 
office use. Scientifically designed 
for accuracy and dependability. 















~ Model HA/2 
Hand Aspirated Psychrometer 


Accurate readings obtainable with- 
out special skill. Psychrometric 
readings can be taken at any 
point desired however inaccessible. 


Model 550 
Sling Psychrometer 


Manufactured to U.S. Weather 
bureau specifications. Thermometers 
graduated in 1° increments from 


—20° F to +120° F. or —35° C to 
+49° C, 


FRIEZ 
DIVISION OF 


1322 Taylor Avenue 
Baltimore 4, Maryland 


INSTRUMENT 


Ph . ) m 
—, ie 


AVIATION CORPORATION 


Export Sales: Bendix International Division, 
72 Fifth Avenue, New York 11, N. Y. 
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instrumentality 







DON’T PLAY 
WITH FIRE... 
specify 


LAME-OTROL 


Approved by Associated 
Factory Mutual Laboratories 










< fu > 
Y 

Underwriters 

Labor atorves 















You can’t afford to have less than the best in 
combustion safety. Specify the new Wheelco 1300 
Flame-otrol—a compact completely engineered package 
with all these advantages—Instantaneous protection... 
waiting period not subject to human error...shut 

down or repeat of ‘‘lighting-off’’ cycle at operator’s 
discretion...automatic check of all internal components to 
insure safe ‘‘lighting-off’’...selective and adjustable 

timing programs for ignition cycles, purging and 
preventilating...constant visual indication of 

burner system operation... 


Write for Bulletin F2-2, Wheelco Instruments Company, 
868 W. Harrison Street, Chicago, Illinois. 


iL) heelco electronic controls 
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IT MAKES NO DIFFERENCE... 


Regardless of whether the liquids you handle 
are highly volatile or extremely viscose, Viking 
pumps them all .. . efficiently and consistently. 
It is only necessary that you instruct us as to what 
type of liquid you are pumping. 

The VIKING ROTARY “GEAR WITHIN A 
GEAR” PUMP handles ALL clean liquids, regard- 
less of viscosity . . . and what’s more, you'll find 
it a thrifty, willing worker with low power require- 
ments and efficient operation. 

Write for 

Free Bulletin 

SISEE. 


IKING 


AN HONORED NAM 
|_IN PUMPING _ 

















See Our 
oy-Ur-Veele 
IN 


SWEETS 


PUMP CO. 


Cedar Falls, lowa 














. a PM is 
HAS EVERYTHING 


NCHO THEY LOOK FOR 


Because This New, Improved Burner Reduces Fuel Costs As Much 
as 36% a vast new field of prospects is open to you. 

Many of your “borderline” prospects ... prospects who wanted 
oil heat but were afraid of the cost . . . can now become your satisfied 
customers. This new Anchor Oil Burner proves it reduces fuel costs an 
average of 25% ... in many cases as high as 36%. What’s more, 
an entirely new SOLENOID FUEL UNIT assures positive, split second 
cutoff of fuel whenever burner turns off .. . thus eliminating after- 
fire smoke and soot. Burner mounted controls saves you expense 
in wiring. Write for details. 


ANCHOR DIVISION, STRATTON & TERSTEGGE CO., Ine. 


P. ©. BOX 311, NEW ALBANY, IND. 

















Anti-Syphon Valves 


_PR-194 





APPROVED BY 


UNDERWRITERS’ LABORATORIES, INC. 


FOR OILS UP TO No. 5 
Valves C5 and C10 are avail- 
able in 34” and 14” sizes. 


FOR OILS UP TO AND INCLUDING 
No. 5 

Valves B5 and B10 are avail- 
able in 34” and 1” sizes. (1” 
size is built up from 34” size 
with fittings.) 

FOR OILS UP TO AND INCLUDING 
No. 6 

Valve A is available in 114", 
144” and 2” sizes for 5 or 10- 
foot head pressures. 


You can be sure of the best 
when you order from Prefer- 
red, the oldest and the largest 
manufacturer of anti-syphon 
valves. 





Permits pumping of oil but 
closes to prevent syphoning 
in case of suction line break, 


PREFERRED UTILITIES MFG. CORP. 
1860 BROADWAY, NEW YORK 23,N.Y. 








CASH IN ON SALES 


Klemm 


OF 


FUEL OIL FILTERS 


Market Unlimited... 
Good Markup... Repeats 


You, more than anyone else, have an 
inside track to get extra income from 
the sale of Klemm Oil Filters. You 
know who gets oil, how they use it, and 
which oil-fired utilities need a Klemm 
filter. You can sell Klemm Oil Filters 
easily . . . and make a good profit on 
every sale. What’s more, you'll get 
extra business too from the sale of 
Chemistone filter elements. 


A 


’ FILTER | 
' NOTA 4 





Klemm Oil Filters remove all water, dirt, sedi- 
ment, rust, and all foreign matter from fuel oil 
. .. help make customers happy with the oil you 
sell. Metal bowl units listed Underwriters’ Labora- 
tories. All sizes available for every filtering need. 


ORDER A SUPPLY FROM YOUR JOBBER TODAY 


SILENT . 
SALESMEN 


Packed 12 to a car- 
ton, Klemm JR model 
oil filters take little 
counter space yet do 
a BIG job of selling 
themselves. Customers 
are attracted TO and 
buy direct FROM 
this attractive display 
carton. 





ATTRACTIVE DISCOUNTS TO JOBBERS AND DIS- 
TRIBUTORS. WRITE FOR FULL DETAILS TODAY. 





AUTOMOTIVE PRODUCTS CO. 
1718 N. Damen Ave., Chicago 47, Ill. 
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able for 26 sizes of forms from 4-5/16” 
x 344” to 11” x 11”. The model illus- 
trated is equipped with a full-sized cash 
drawer, which opens only when the 
key is in the lock or when a lever is 
tripped. 

Made by: Standard Register Co., 
Albany & Campbell Sts., Dayton 1, 
Ohio. 


Motorstokor oilfired Furnace 
Offered in two bonnet Ratings 


MODELS OWA 85 and OWA 115, 
with bonnet ratings of 100,000 and 
135,000 Btu/hr, respectively, are ad- 
ditions to the Motorstokor line. These 
are oilfired models, equipped with high 
pressure gun type burners, 1.0 and 1.2 
gph firing rates. Both models have 
cabinets which measure 42” wide and 
29%” long. The smaller model has a 
cabinet 577” long, the larger, 62/7”. 

Construction features extra heavy 
gauge steel in the dome, special stain- 
less steel combustion chamber with re- 
fractory bottom. Units are completely 
packaged, equipped with 10%” and 
124%” blowers, driven by 1/6 and 14 
hp. motors. 

Made by: Motorstokor Div., Hershey 
Machine & Foundry Co., Manheim, 
Pa. 


Natco pressure Patch 


Repairs leaky Tanks | 


DESIGNED for temporary repair of leaks 
in fueloil storage tanks the Natco 
Pressure Patch consists of a metal band, 
a neoprene patch and an adjustable 
screw. The patch is centered over the 


PRESSUKE APPLIED 
AT THE 


POINT OF LEAKAGE 








leak, the metal band passed around the 
tank and tightened by turning the 
screw with thumb and forefinger. 
The tank band and metal parts are 
cadmium plated and the patch can be 
used over and over again. A pressure 
exceeding 100 lbs. psi can be applied 
at the point of leakage by screwing up 
the band tightly. Thin and corroded 
metal of the tank is said to be rein- 
forced by the patch since it does not 











Series 1200 Individual Tank Control Valve. 
Available in %''—/2"'—%4"" male iniet— 
¥e"" and 2"* flared and compression outlets. 


ye 


No. 1900 
Oil Filter Valve 


2 


Q 


eo 


No. 1300 


"ss 


Twe Tank Control 


Valve Assembly 





No. 1600 
Underground 
Tank Valve 


e 


No. 1400 
Globe Valve 
for Oil, 
Woter or Gas 


To be sure you get 


Guardian qu 
look for the 


Guardian stamped 


on the body 
valve. 


TEED valves. 


PR 


Mich 


February 
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All Guardian 
valves are GUARAN- 





If you think all oil valves are alike, 
take a look at the new GUARDIAN 
line of oi! control valves, designed 
for oil line service . . . built with 
precision . . . accurately machined to 
perfect tolerances. 





Check these GUARDIAN features 
and see the difference! 


@ Made of extruded brass bar stock. 


©@ Outlet joined to body by a silver 
soldering process guaranteeing 
perfect connection. 


®@ Metal-to-metal seating insures per- 
fect closing, eliminates usual de- 
terioration, assures longer life. 


Precision tapered seat in body and 
radius on stem prevents parts from 
locking . . . gives smoother valve 
operation. 


Adjustable packing nut with spe- 
cial J-M graphite-asbestos pack- 
ing especially designed for oil. 


specification data now 
Write for Bulletin V-I0I. 


Complete 
available. 


Ask about Guardian Flexible Cou- 
plings. Over 4 million in use. 
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PROVEN 
PROFIT MAKERS 


The QUALITY OIL BURNER 


°*A size for every job * Ca- 
pacity .75 to 20°G. P. H.. ¢ 
Adaptor flanges to fit boiler 
or furnace units * GE or Ohio 
motor * MH controls * Serv- 
ice-free * Stays sold. 





The QUALITY 
CONVERSION GAS BURNER 


@ PATENTED SPREADER FLAME 
BURNER HEAD @ VARIABLE ORI- 
FICE @ LOW COST INSTALLA- 
TION IN ANY BOILER OR FUR- 
NACE e@ 65,000 TO 300,000 B.T.U. 
CAPACITY, MANUFACTURED, 
NATURAL OR MIXED GAS e 
STANDARD PARTS 





BOTH UNITS SOLD THRU PLUMBING AND HEATING JOBBERS 
SEND FOR OUR JOBBER SALES PLAN TODAY 


ECKHART po Niow Jee 














DEPENDABLE 


PERFORMANCE 


An Acme Electric transformer equipped 
oil burner, is visual assurance of de- 
pendable ignition performance. Heavy 
duty design, impregnated coils, sealed 
in heat dissipating compound. 





ACME ELECTRIC CORPORATION 
502 WATER ST. CUBA, N. Y. 














ANNOUNCING 


A NEW, LOW PRICED 


| ct tes jawee 


or shut-off 







better { 
ail 


}—<—_——— 3/ _/’ ———_—_»> Model V2-100 


You can’t beat the NEW V2-100 Solenoid Valve for de- 
pendability on original burner equipment or for service sat- 
isfaction. This very compact valve has such quality features 
as sturdy steel construction with all parts plated to resist 
corrosion — soft synthetic seat and seals to prevent leakage 
— spring loading for positive closing — no brazed, welded 
or soldered pressure joints — usable in any position — 
weight, only 9 oz. Maximum pressure is 125 p.s.i. The NEW 
V2-100 is two-way, normally closed, rated at 10 watts 
maximum and is Underwriters’ approved. 

Write for details and low prices! 


SAcuwer evectric VALVE DIV. 


THE SKINNER CHUCK COMPANY 
141 Belden Ave., Norwalk, Conn. 




















When you sell... 


Gulf Fael Oil. 





Gulf Oil Corporation * Gulf Refining Company 
DIVISION SALES OFFICES: 


Boston © New York © Philadelphia 
Atlanta ¢ Toledo 
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A factual bulletin No. 1186-F 
shows how you can profit by 
the correct use of a Dehydrator. 
Let us have your fuel oil clean- 
ing problem. Write to Erie 
Meter Systems, Inc., Erie, Pa. 











ERIE METER SYSTEMS, INC. 


MAIN OFFICE AND PLANT, ERIE, PA., U. S. A. 








How to Remove SLUDGE, DIRT 
and WATER from FUEL OILS 


Be first in your market to offer 
absolutely clean and crystal clear 
fuel oil. Remove the solids and 


all 
to 
bu. 


your product better. 
Dehydrator developed at first for 
aviation fuels is now applied in 
scores of ways to remove sludge, 
dirt and water from petroleum 
liquids. 


free water from your fuel oil 
protect your customers’ oil 
rners. Add this service to make 
The Erie 











depend on weak or brittle metal to 
hold an inserted plug. 

Made by: Natco Pressure Patch 
Corp., 4800 E. Wabash Ave., Balti- 
more 15, Md. 

Comfortaire is 
Humidifier-air Valve 


COMFORTAIRE humidifier-air valve is 
for use only on steam radiators to 
provide humidification automatically, 
evaporating up to 1 gal. of water per 
day. The Comfortaire replaces the or- 
dinary steam radiator air valve and 
utilizes moisture from within the radia- 
tor so that filling or attention is not 
required. 

Steam enters a small inner tube from 
the radiator, goes to a manifold where 
it moves upward through copper-wool 
and brass screens. Here the steam is 
diffused and broken up to a quiet 
stream, which is discharged through a 
small orifice in the outlet. A float rises 
and lifts a ball to close the discharge 


outlet if it become necessary to care 
for excess condensate. 

Made by: Comfortaire Co., 220 
West 42nd St., New York 18, N. Y. 


Viking adds Kits for 
Humidifier plate Replacements 


NEW KITS FOR HUMIDIFIER PLATE re- 
a 

placements have been announced by 

Viking Air Conditioning Corp. Avail- 





able in two styles, No. 5073 with racks 
and No. 5028, without racks, the for- 
mer is intended for addition to hu- 
midifiers where an increase in humidi- 


fication is desired, the latter is for use 
in straight plate replacement. 

The Viking plates are made of com- 
pressed glass wool, packed five to the 
box and are of a size that makes it pos- 
sible to use them in most plate-type hu- 
midifiers. The company recommends 
that humidifier plates be replaced an- 
nually, preferably at the beginning of 
each heating season. 

Made by: Viking Air Conditioning 
Corp., 5600 Walworth Ave., Cleve- 
land 2, Ohio. 


Symplytrol Controls many 
Processes and Operations 


SYMPLYTROL AUTOMATIC CONTROLLER 
is used to control a number of processes 
and operations, including protecting 
motors from low line voltage or over- 
load and to light signal lamps or ring 
alarms in controlled processes. Avail- 
able in all ranges of voltage and cur- 
rent, the device consists of a contact 








ARTCRAFT Suspended Furnace 


75,000 to 750,000 B.T.U. 







Hangs from ceiling. Saves space. 
Easily Installed and Serviced 


CHICAGO STEEL FURNACE CO. 
9326 S. Anthony Ave., Chicago 17, Ill. 


7 Turn Your DEFECTIVE PARTS into CASH~ 





RA116 
RA117 
R116 
R117 


We will pay you $3.00 each for the following STACK RELAYS 
MINN.-HONEYWELL MERCOID PERFEX PENN 


JMI 5200 670 DELCO-COA 
JM 5500 672 
KMI 5520 D-L - CA701 





WEBSTER 


We will pay you $2.00 each for the following FUEL UNITS 


SUNDSTRAND TUTHILL 





Unlimited Market! WEBSTER 


We will pay you $1.00 each for the following OIL BURNER 
IGNITION TRANSFORMERS 


JE 


DELCO 


SUPER TIMKEN 
GILBARCO 


FFERSON 
WAYNE 











THIS OFFER GOOD FOR 30 DAYS ONLY 


ALBANY AUTOMATIC SUPPLY CO. INC. 
| 28-30 MADISON AVENUE 





ALBANY 7, NEW J 
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WHY you can guarantee 


15% to 50% GREATER 





2. 


3. 


iti. “ef W | 


M, 


(*Based upon comparative results—ASHVE standards.) 





FICIENCY* 


WITH 


Wilson HAIR Filters 


Greater dust-catching efficiency: Hair, which Nature, in 
its infinite wisdom, placed in the nostrils of all humans, 
possesses an inherent ability to catch dust, dirt, lint and 
pollen. The surface of hair is barbed and fuzzy, with millions 
of tiny feelers extended to trap foreign particles. 


Maximum air-flow efficiency: Hair is fine-textured, light in 
weight and airy. It permits a free-and-easy flow of air with 
minimum resistance. There are no layers. A Wilson 4Aair filter 
pad requires no artificial channels for air passage. 


Maximum dust-holding efficiency: In a Wilson Aaiér filter pad, 
the hair is crossed and crisscrossed, in and out, up and down, 
back and forth every which way. This arrangement invites all 
dust and dirt to come in, spread around, and be trapped through- 
out the entire filter interior. This provides full-depth dust trap- 
ping ... cleaning without clogging. 


r Geet 


LSON'S 










The famous Edgeseal, 
the original Hair Filter 
with the patented self- 
sealing edge. 














The popular Honey- 
comb, the dressed up 
Hair Filter that is so easy 
to handle. 


Save delay. Save dollars. Save doubt. Send for FREE sample 
with details and prices. 


WILSON & CO., INC. 
(Air Filter Division), 4100 South Ashland Ave., Chicago 9, Ill. 


Wilson Hair Filters are another quality product of Wilson & 
Co., Inc., world-famous for meat products, sports equipment, 
pharmaceuticals, hair products, etc. 


Sige 


a 


‘eee 
FILTER witson & Co. 
Whig, NC. 


























Looking for Results ? 


TRY "KEK" on that TOUGH JOB 
GET ANY BOILER CLEAN 


SAFELY and SURELY 
REPAIR that LEAKY BOILER 














with the 
NEW BOILER 
"W " CLEAmMER 
REP” soiter REPAIR ano srt 
K-10 Successor to Kenite Boiler Repair — 
emetic PERMANENT — ODORLESS eee 
’ Ask Your Jobber or Order Direct. Jobbers Protected. “Me ceases 








K-21 Magnetic 
Single Seated Valve 


KENITS 





Write for FREE BULLETINS —= 
LABORATORY 


Madison New Jersey 














Gk 


L-32 Immersion 


Thermostat R-99 Oil Burner 


T-70 Room Stack Control 


Thermostat V-110-1 
Manval 
Reset Valve 


GENERAL CONTROLS 


801 Allen Avenue Glendale 1, California 


fe turers of A t 


tic Pressure, Cemperature, Level and Flow Controls 





FACTORY BRANCHES: Baltimore 5, Birmingham 3, Boston 16, Buffalo 3, Chicago 
5, Cincinnati 2, Cleveland 15, Dallas 2, Denver 4, Detroit 21, Glendale 1, 
Houston 6, Kansas City 2, Minneapolis 2, Newark 6, New York 17, Philadelphia 
23, Pittsburgh 22, St. Louis 3, San Francisco 7, Seattle 1, Tulsa 6, Washington 6. 








SELECTROL, 
OIL 
BURNERS 


%& EFFICIENT 
% DEPENDABLE 
% QUIET 


Highly Profitable Franchises 
Available for Dealers and 
Distributors 


For information write a5 


2036 McDonald Avenue 










Equipped with 3 
cpelie-theneyoret 
apolis-Honeywel 
MoTOR — G. €. 
or Ohio 

PUMP — Sund- 
strand or Web- 


ster 
SEOs. og TRANSFORMER 

rs —G. E. or Equal 

gineering Co. 


Brooklyn 23, New York 








DISTRIBUTORS IN PRINCIPAL CITIES 
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A. R. WEBBER C0., INC. 





NOW READY! 
FREE! The New 1950-1951 


WEBBER Catalog “14 


Write For Your Copy NOW 
On Your Letterhead. 


ILLUSTRATED ® PRICED © COMPLETE 


Dept. 61 
New Haven 11, Conn. 











| 
| 
| 
\ 








For Literature and Prices 


Write 


BOCK Aicn Wis 











meter-relay with built-in Micro-con- 
tacts and load relay rated at 15 am- 
peres, 115 volts, 7/2 amperes, 230 volt 


load, and an interrupter relay. All re- : 


lays have snap action switches and an 
isolating power transformer with 110 
and 220 volt connections, rectifier and 
filter system to supply power for the 
relays. 

Symplytrols may be supplied on or- 
der with higher ampere load and other 
special features. 

Made by: Assembly Products, Inc., 
Chagrin Falls, Ohio. 


f 







with 


DWYV€ 


RANSPAREN | 
SMOKE GAGE | 
“ 4, ‘ i AR | 


KNOW what your burner or furnace 


Heat-Flow Meter measures 
Over-All heat Transfer 


ANNOUNCED is the Heat-Flow Meter, 
designed to measure the over-all rela- 
tive heat transfer due to the combined 
effects of radiation, convection and 
conduction. It is applicable in processes 
involving steam generators, heat ex- 
changers, furnaces, kilns and other 
industrial heating operations. The me- 
ter can be kept in continuous use and 
consists essentially of two concentric 
lengths of stainless steel tubing that 


can be furnished in various lengths. It 
is portable and requires no special skill. 

The meter adapts the principle of 
the water-cooled calorimeter in that a 
constant flow of water circulates 
through it. Thermocouples located in 
the tip give voltage readings that are 
proportional to the rise in temperature 
of the water passing through the tip 
and readings are transferred to an at- 
tached potention-meter, calibrated to 
the thermocouple material. 

Made by: Thermal Research & Eng. 
Corp., 73 Pond St., Waltham, Mass. 








n 


ne 





AUTOCRAT OIL BURNERS 
OFFER 








315 SOUTH WESTERN AVE. 





is doing—BE SURE you are getting the 
maximum amount of CO, with clean 
combustion. The DWYER Smoke Gage 
gives you an actual sample of smoke for 
comparison with the DWYER Smoke Chart. 
For greater fuel saving efficiency with 
soot-free burning, it’s the DWYER Smoke 
Gage .... precision-made, accurate, in- 
expensive! 


DWYER No. 910 Smoke Gage. . $8.50 Complete 


(DWYER 910-S Smoke Gage, for use 
with DWYER Combustion Test Set, 
no duplication of parts... . $4.50) 





HOW TO USE IT: With 
Smoke Gage terminal tube 
in smoke pipe opening, force 
smoke sample through paper 
in Gage holder with aspira- 
tor bulb. Remove paper and 
compare with Chart. It’s that 
easy! 


Write for literature describing the com- 
plete line of DWYER Test Instruments— 
Manometers, Draft Gages, etc. 
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CHICAGO 12, ILLINOIS 








ECONOM 


FOR YOUR 
CUSTOMERS 


This famous Autocrat Line is one of the oldest and finest 
in America. As a Dealer, you can safely recommend Auto- 
crat Oil Burners to your customers. You may promise 
efficiency, dependability and economy .. . and Autocrat 
with the new Combustion Head will live up to your promises. 
Write at once for prices and liberal Dealer discounts. 








with the NEW 
COMBUSTION 


HEAD 








Manufactured by 


CHANDLER COMPANY 


CEDAR RAPIDS, IOWA 
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foreign matter. 





TROUBLE WITH YOUR LITTLE ONES? 


When it comes to filtering oil for small capacity nozzles the Hago 
3-stage strainer is the answer! 


The oil is filtered through one layer of 150 mesh and two layers of 200 


mesh monel wire cloth, to insure removal of the smallest particles of 


They're all metal and can be cleaned! 


H AGO Products ~ 1281 Springfield Ave., Irvington Tl, N. J. 

















Everyday Snags 
Cleaning Tankless Coil 


Making tankless water heater coils 
as effective as new, after hard water 
deposits have reduced their outputs to 
a trickle, is the specialty business of a 
burner dealer located in Pennsylvania. 
Using the equipment shown in the dia- 
gram, he circulates through the old 
coils a chemical that removes lime en- 
tirely within about half an hour. He 
obtains the chemical from a company 
specializing in boiler water treatment 
chemicals, and believes any large 
chemical supply house can supply simi- 
lar, suitable chemicals. 

The sump pump in the diagram 
stands in part of a 55-gallon oil drum. 
Cutting the drum provides this basin, 
which is about 18” high. One rubber 
hose connects the output of the sump 
pump to the coil at “A.” Another hose 


Chemicals and sump pump 
make tankless coil as effective 
as new 
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leads the chemical from coil connection 
“B” back to the basin in which the 
pump stands. After about 15-minutes 
of pumping in the direction shown in 
the drawing, the dealer changes the 
hoses so that the chemical enters at 
“B” and leaves the coil at “A.” The 
piping of certain old installations is 
changed by the dealer the first time he 
rejuvenates a coil, so that he can apply 


his hoses speedily when in the future 
coil treatment is needed again. 


* * * 


How Much Draft-Drop 


The article, “Design Slants on Oil- 
Fired Units, in the September issue of 
FO®&OH, stressed that draft-drop or 
pressure difference through the flues 
must be within reason, for an oil-boiler 
or oil-furnace to be of balanced de- 
sign. The fact that the article empha- 
sized this point, seldom even mentioned 
in textbooks or magazine articles, 
caused the engineers employed by one 
manufacturer of oilheating equipment 
to discuss the point in detail. 

Draft-drop is not always well un- 
derstood, even by experts employed by 
manufacturers, one of the engineers 
who discussed the point explained. As 
evidence of this, he showed the con- 
version burner manual recently issued 
by one manufacturer, which tells deal- 
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CLEAN SWEEP SOOT REMOVER 
HAS A NEW NAME 


a haat 
CCLAW RIGHT 


SOOT REMOVER 


It's still the same fine product that you can depend on 
for customer and service satisfaction 


MILLER PRODUCT COMPANY 


P. ©. BOX 156 LANSING 9, MICH. 
Successors to The Clean Sweep Co. 


“LOOK FOR THE BROOM ON THE PACKAGE" 


Mueloil 











REIF-REXOIL, Unc. M21 cen talon fence 
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REMEMBER THE aDvaNTaceEs OF... 


“BERCOR” 
Authorized AUTOMATIC HEATING PARTS 


AD REBUILDING & EXCHANGE SERVICE 





The "Bercor” Advantages provide a dependable one stop center for all your 
parts servicing needs. “Bercor” offers the completest coverage in the Midwest 
of nationally known manufacturers’ parts and equipment. Write for our new 


parts catalog and price list today. 


G. W. BERKHEIMER CO0., INC 


1040 WASHINGTON ST., 
a 437 S. ILLINOIS ST., INDIANAPOLIS, IND. 


GARY, IND. 








ers to (a) adjust for .02” over-fire 
draft, and at the same time (b) obtain 
a smokepipe draft reading of .04”. 

“How in the world can a service 
man obtain the readings of .02” over- 
fire draft, and .04” smokepipe draft,” 
the critic asked, “unless the furnace 
or boiler just happens to have a draft 
drop of .02” at the particular gph rate 
and COz setting being used?” 

The engineers discussing draft-drop 
in detail concluded that certainly no 
general field trouble comes of design- 
ing for a draft-drop through the flues 


of .02”, but that upping this to .04” 
invites trouble. This applies to smallest 
oil-fired units, fired at from .65 gph 
to 1.25 gph. It applies to clean flues, 
firing the units at the maximum gph 
for which they are rated, and an air- 
oil ratio corresponding to 10% COs. 

According to the experiences of one 
engineer who took part in the discus- 
sion, considerable trouble came of de- 
signing small furnaces, fired .85 to 1.0 
gph, for a flue draft-drop of .05” on 
the basis outlined above. The chimneys 
of the one-story and two-story homes 


heated by these furnaces provided only 
.06” to .08” draft in most cases, ac- 
cording to this engineer. And when 
sooted, the furnaces showed draft- 
drops of .06” to .10”, resulting in many 
instances of trouble caused by plus 
over-fire pressure, for which the par- 
ticular furnaces were not intended. 
* * * 


Rain Water and Soot 
Usually this trouble is considered 
rare and unimportant in the life of a 
service man, but still one man recently 











to the best of our ability. 








JOBBERS 
MANUFACTURERS— 


DUE TO PRESENT CONDITIONS 
ONLY D.O. RATED BUSINESS 
CAN BE CONSIDERED. 


We pledge to our customers that all our efforts will be 
devoted to fulfill their present and future requirements 


Standard & Special Types of 
Flare Fittings 

Brass Nipples 
Compression Fittings 


Write today for illustrated Catalog and 
Price List No. RDO 







T00- 


It pays to include a 
FIRE-SWIRL_ with 
every conversion. 


Get the facts, clip 
this to your letter 
head. 


DON’T JUST BAFFLE! 
GET S$ WIRLING AC TION 















9112 ST. CLAIR AVE. 


RELIANCE TUBULAR PRODUCTS CO. 


“Manufacturers and Fabricators of 
Aluminum and Copper Specialties and Brass Fittings” 


CLEVELAND 8, OHIO 
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“X” LABORATORIES, INC., 


ig BOILER LIQUID 


Since 1916 the Industry’s out- 
standing product for repairing 
leaks in high and low pressure 
steam boilers and hot water 
heating systems. ““X” is a col- 
loid, contains no harmful sol- 
ids. Its repair is lasting and 
certain because it is made from 
the outside in, through the 
metal line of the boiler and 
will not break down due to 
expansion or contraction. 


25 WEST 45tH ST., NEW YORK 19, N. Y. 
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ALL ANYBODY NEEDS TO KNOW 


APPLIED MECHANICS COMPANY 


167 OLIVER STREET, BOSTON 10, MASSACHUSETTS 





Hor News! 


On A Sensational Development! 





The Low Cost Successor 
To Clock Thermostats! 


CONVERT ANY ROOM THERMOSTAT 


into a fully automatic day-night thermostat in 5 minutes. No 
tools required—no disturbing of wiring—Anyone can do it—at 
an unheard of low cost! You just can't believe it until you 
see the Robot!!! 

A REAL PROFIT MAKER for dealer and salesmen. The ROBOT 
sells on sight—over the counter or in canvassing down the 
street. It makes salesmen WANT to ring door bells—and 
make big money! 


Write For Free Details Today! 


MILLER-HARRIS INSTRUMENT CO. 


836 N. FOURTH ST. MILWAUKEE, WIS. 

















ANAgAN IAL 


DRAFT-A-JUSTORS 


The Preferred Dratt-A-Juster is the original, 
patented Draft-A-Justor . . . improved te in- 
clude the latest in engineering developments. 


Stainless steel bearings and weather resistant 
metals provide long-life service without breek- 
down due to rust or wear... assure cos- 
tisuous fuel savings. 


Millions now in satisfactory use. 


‘WRITE FOR DESCRIPTIVE LITERATURE AND 
TRADE PRICES. 











SIZES 


Store, domestic and 
commercial sizes 
from 4” to 24” in 
diometer. 

Industrial sizes from 
2’ x 2’ te S’ x 12’. 








PREFERRED UTILITIES MFG. CORP. 


1860 Breadwoy, New York 23, N. Y. Boston Office: 839 Beacon $1. 





SEEN .. ee-but not 


FOR QUIET 


HEARD! 


PUMPS AND BLOWERS, USE 


LOVEJOY 


L-R FLEXIBLE 
COUPLINGS 


They are designed to cor- 
rect misalignment with maxi- 
mum absorption of shock, vi- 

bration, torque and overload . . . without 
noise. The rubber center unit increases 
flexibility and absorbs vibration. These tight 
fitting couplings are easy to install in close, 
dark quarters. 

SEND FOR BULLETIN 514 and COMPLETE INFORMATION 


* A point to remember . . . 


Most fan manufacturers supply 
blowers with L-R jaws on blower 
hubs at slight extra cost. 


LOVEJOY FLEXIBLE COUPLING CO. 


5012 W. LAKE ST. CHICAGO 44, ILLINOIS 














Mfrs. of Lovejoy Flexible Couplings for all industrial services. Lovejoy Variable Speed 
Transmission and Lovejoy Universal Joints. 
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SERVING THE ST. 





Authorized 








Use "CRESCENT PARTS" Service 





Stoker and Oil Burner Parts 


Fuel Unit FUEL UNITS TUBING 

Service TRANSFORMERS FITTINGS 

Station ELECTRODES NOZZLES REPAIR 
COMBUSTION CHAMBERS CONTROLS EXCHANGE 
FILTERS OIL TANKS SERVICE 





LOUIS TRADE AREA 
CONTROL 























SEND US. YOUR 
ORDERS OR INQUIRIES 





CRESCENT PARTS AND EQUIPMENT CO., INC. 


825-831 S. Boyle Avenue 


St. Louis, Missouri 





STOKER & OIL BURNER 
M-H, PERFEX PENN 











was bothered for months because of 
rain entering the top of a chimney. 
Heated by a handsome furnace- 
burner unit, this new home had a fixed- 
up basement as glistening and attrac- 
tive as most kitchens. The walls were 
knotty pine, the ceilings white en- 
amelled, and the furniture sparkled 
with red leather and chromium plating. 
“It would be on this job,” sighs the 
dealer who installed the furnace, “that 
black liquid kept dripping out of the 
smokepipe, which was ten feet long 
and high up, and dripped all over the 


place spotting up the furniture and 
ballroom floor.” 

Condensation of flue gases in the 
chimney, caused by low stack tempera- 
ture, was at first thought to be the 
trouble. A check-up showed the 
smokepipe temperature to be 465°. 
Jacking up the firing rate to obtain 
600° stack temperature helped the 
trouble last March, the dealer thought. 

Came summer, however, and with 
the burner idle for two months the 
smokepipe still dripped black stuff, 
plenty of it. Fitting the top of the chim- 


ney with a top of special design cured 
the trouble near the end of the sum- 
mer, and proved definitely that the 
trouble had been caused by rain en- 
tering the top of the chimney. The 
dealer has gone back to the original 
gph rate and to 465° stack. 
Literature and data on ending chim- 
ney trouble of this type and other 
types can be obtained from the Wig- 
wam Flue Top Company, Abington, 
Mass., and should be in the hands of 
every serviceman who has questions 
about the types of chimney tops. 














SC; Highest Quality joined with 
Accuracy and Workmanship— 
Responsibility gives you great 
Satisfaction and fullest 
Confidence toward our 
HARSCH Nozzles! 


H. HARSCH & CO., INC. 
230 Tuscan Road, Maplewood, N. J. 
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tant 
inp. IL BURNER FACTS 


ABOUT 






THE SERVICEMAN'S adeae 


A nation-wide survey conducted by 
our advertising agency showed that 


i te RADIANT burner performance is 
~~ equal to the highest price burner. 

: Yet they are priced to meet the 
lowest competition, even on proj- 








Dealers! Jobbers! Insist on Shell 
Designed Combustion Heads 


on all the burners you sell! 


(Available to Oil Burner Manufacturers only) 





The Shell Head's proven fuel-saving feature gives you 
a powerful selling advantage over competition with 
ordinary equipment. Sell the best! 


MODERN DIE & MACHINE CO. 
166 Pleasant St. Boston 25, Mass. 
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ect work. 


2 Heavy sales are due to 
_—low cost of upkeep 
—ease of installation and servicing 
—factory guarantee 
—national distribution in 


Write for complete details protected territories 


New model equipped with 
Shell designed combustion head 


é ; RADIANT UTILITIES CORP. 
8817 18th AVE., BROOKLYN 14, N, Y, 
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Write for Free Copy of ‘Better Combustion Chambers” 


REFRACTORY & INSULATION CORP. © 116 Wall Street + New York 5, N.Y. 





from ONE Complete — Convenient Carton 







COMBUSTION CHAMBER 


© Easy to Handle and Install 

© Fast Heating ¢ Quiet « Efficient 

© Gives Up Stored Heat Gradually 

© One Safe Package Has Everything 
for Any Shape Chamber 


Many thousands of these better quality, longer 
lasting R & I Refractory Chambers are giving 
real customer satisfaction. Your supply house has 
them, Try them—and save on installation costs. 
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Design 
economy | 
~ Into 


pean 


Standard & High Pressure 
SEPARATORS 


Maintenance and replacements costs 
are 2 important items to oil burner 
purchasers. With Kraissl separators, 
you can design faster, easier main- 
tenance into your burner—and elimi- 
nate filter replacement costs entirely. 
Installation on the exterior of your 
burner gives instant, easy access— 
without dismantling. And the cleaning 
of the removable filter baskets restores 
original efficiency—thus eliminating the 
normally expensive replacement costs. 
Complete range of sizes—from I!/," 
to 6"; pressures to 500 psi; practically 
any degree of separation. 


Ask for Bulletin A-1214. 


If you have any special problems 
—or need more information, please 
write us fully. You will receive 
a prompt and detailed reply. 












KRAISSLS° 


295 WILLIAMS AVE., HACKENSACK, N. J. 











. = | 
Oilheating Trends ‘| REPLACE YOUR WORN HOSE NOW 
(Begins on page 12) | WITH NEW 


jobs. The indicated total of such jobs |] GARLYLE FUEL OIL HOSE 
not completed for lack of material on LONG SERVICE AND SATISFACTION 
January 1 was a little under 1200. In GUARANTEED 

other words, if every dealer had every- 
thing he needed the total December 
installations would have been that 
much higher. The figure is relatively 
insignificant. Among the dealers who 











1 hod] ~ | sal oh Stock No. OFH-44 
acked material to complete a JOD the |] Constructed for the conveying of fuel oil, 


er . : : kerosene and solvents from trucks to indus- 
principal items mentioned were boilers |} sriat plants, buildings, institutions and indi- 


vidual homes. 


and furnaces. 
Dealers seemed quite well stocked Check These Advantages 
e OIL AND AROMATIC GAS 


with copper tubing, for example. They RESISTANT SMOOTH TUBE 


were asked how their individual stocks me Pd patent peo HANDLE 
; : * ' " pi “ 
of this material would relate tonumber |] @ sTATIC DISSIPATING WIRE 





of future installations. Based on their INCORPORATED IN CARCASS. 
. es tiudicovliedal toe. th @ PLIABLE, REELS OR RACKS EASILY. 
experience the indicated total for e Le " INSIDE DIAMETER SIZE 2 | 
country would be about 122,000 in- || Available % 1% 
25 ff. .. $15.10 $18.25 $24.75 $30.50 
stallations that can be made without |] 50 ff. .. 28.60 34.50 47.00 57.75 
as 75 ft. .. 42.10 50.75 69.25 85.00 
dealers having to get additional copper | 100 #. .. 55.60 67.00 91.50 112.25 


125 ft. .. 69.10 83.25 113.75 139.50 


tubing. This is a significant figure in Prices shown above include Scovill spn tty Male 
uplings 


the light of copper restrictions that |} $24, Female 'ron ee. nee oe 


became effective with the new year. 





LIMITED OFFER 


FUELOIL PRICES: Nine out of ten SOLID BRASS NOZZLES | 
among reporting fueloil distributors for 
say that the “voluntary” price freeze FUEL OIL & GASOLINE 
of December 18 will not hurt them DELIVERY SERVICE 


seriously. In other words, this 90% 
expects a fairly profitable year in 1951 
on present margins. By sections of the 


country the per cent of reporting com- a = 
panies expecting fair profits at present ar ee ee Fuel Oll & Gasoline 
| Features— 


prices are New England 88%, Mid- || Delivery Nozzles with Five Specia 





) : ee eh, er cee 
Atlantic 93%, and the Midwest 82%. |} % Ie) ae Somes en tow. 
The coverage on this question from || 4: fushing fernished to alter to 1" or 12 
other sections of the country was not |} 5 a ee oe oe nina geared told 
broad enough to be representative. TERMS: 2% 10 Days to rated firms, 

or ° otnerwise VU. 
FUELOIL STOCKS: Distillate fueloils ALL PRICES SHOWN INCLUDE 
at refineries, terminals, and in transit DELIVERY TO DESTINATION 


“ 


on January 6th were 55,731,000 barrels |} CARLYLE RUBBER COMPANY, In, 


for the area East of the Rockies. This |} 62.66 PARK PLACE, NEW YORK 7,N. Y 
compares with 60,828,000 barrels on Phone: Digby 9-3810 
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ONLY MICCORKLE 


give you this combination 


| ow 


of vital features 


@ Patented dual blade bi-metal assembly—insures 
trouble-free operation — supplies a wide margin 
of extra power. 


@ More rapid heat transmission. 

@ Snap acting Micro-switch. 

@ Heavier, more rugged construction. 

@ Less service — greater customer satisfaction. 


CONTROLS 


for Vaporizing Oil Burners 












We will gladly furnish literature and speci- 
fications for your particular requirements. 
Write us today! 





p. H. INCCORKEE co. 


Box E, Station A 


Berkeley, California 











the corresponding date last year. Local 
stocks of fueloil distributors are be- 
lieved to be a little higher than last 
year since they had been checked in 
September and November and found 
to be up. However, the oil industry 
still has a major problem to move 
enough product to the consuming 
levels. There is plenty of capacity at 
every stage but it is time that the in- 
dustry was seeing more direct action. 
It would not make a very happy story 
to say that stocks were allowed to fall 
too low because the December price 


freeze found distillate fueloil less profit- 
able than gasoline to the refinery. This 
is particularly true in the light of over- 
all industry profits. 

DEALER COMMENTS: Typical com- 
ments on questions of the month are 
these: .. . “Our present margin on No. 
2 is 2.2¢ a gallon compared to 3.0¢ 
a year ago; it is not enough”... 
“About the only sales we lose are the 
ones that competition takes at about 
our cost, apparently for experience” 
... “We'll have less sales in 1951 
but also less competition, better mar- 


gins and less price cutting”... “Damn 
the Rooshunz” . . . “The Midwest buys 
fueloil on the low the Chicago Journal 
of Commerce quotes. Just before the 
price freeze the Journal quotations ad- 
vanced 14 cent with no advance in 
retail prices. This squeezes us out of 
V4 cent profit; does it make sense?” 
... 1951 looks good if we can get 
material; our reserve is good at present” 
. . . “Oil companies in our town are 
not taking new accounts”... “Don’t 
expect many installations from now to 
March; then it will start again. 











% Water drops in 
pon ofter it is sizzling hot. 


2 No stagnant pool to reheat. 


3 Each drop of water vaporizes 
quickly as it hits pan. 6 


4 1 kit to purchase. 


Super 


5 12 pan sizes. 


SO0T-GO 


STILL THE BEST fo, cleaning oil and 


gas-fired heating plants. 


ALSO: 34 


Emulsify Water. 


No Draining. 


17 East 42nd St. 





sensitive thermostat. 
7 Outside screw adjuster. 
8 Easy installation. FO-21 


Vaporizing pans rest directly on combustion dome. Can be suspended in ple- 
num chamber. Simplicity of construction insures long life—easy servicing. There 
is no electrolytic action—no clogging of valve, Write TODAY for FREE literature. 


AUTOMATIC HUMIDIFIER CO., CEDAR FALLS, IOWA 















SINCE 1927 


STANDARD AUTOMATIC OIL BURNERS 


STANDARD ARCOIL CORP. 
21-23 Broad Street 


| 
Equipped with ECONOMY 


HUB which delivers addi- 
tional air after motor stops. 
Eliminates carbon formation. 


Models from 3% gal. to 20 gal. 
\_ A per hr. 


Newark 4, N. J. 











SOOT 
DESTROYER 


EFFICIENT AND ECONOMICAL TO USE 


SLUDGE-GO for Cleaning Fuel Oil Tanks and Will 
EZ-E WELD for Sealing Leaky Boilers. No After Odor. 


Write for name of nearest jobber 


KALMIDE CHEMICAL CO., INC. 
New York 17, N. Y. 
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COMBUSTION CHAMBERS 
|) QUICK HEAT 


Close to 2 million installations are testimony 

to the sales making features of 

MONOGRAM COMBUSTION CHAMBERS 
All shapes and sizes. 

Our literature will assist you in your work. 
Write for it today 


MONOGRAM PRODUCTS CO. INC. ‘ 


731 NORTH 35th STREET, PHILADELPHIA 4, PA. 





We} [em aia - 
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RAYFIELD BURNERS PATENTED COMBUSTION 
| ag , FOR No. 4 or No. 5 HEAD OIL 


HEAVY OILS 







MODEL JR. 
1.00 to 5.00 GALS./HR. 


MODEL D4 RE 
3.00 to 12.00 cats. ary, EAT RE 








6. Burns the cheaper No. 5 oil 
¢. 5E. 












7. Saves wasted heat now going up the chimney 


RAYFIELD COMPANY + 2010-18 SO. HALSTED ST. + CHICAGO 8, 


BURNERS 






for CATALYTIC 
OILS TO 
#3 GRADE 
: 2 MODELS 
CLAIMERS 1.00 to 3.00 GALS./HR. CAPACITY 


atic—Easy Installation 


1. Fully Automatic 2. Installs on Boilers, Furnaces or Stoves 1. Amazing Economy 12 to 15% COz 

2. Self Cleaning Nozzle 3. For use with Coal, Gas, Oil or Wood 2. Clean boilers with perfected combustion 
3. Self Lubricating 4. Increases output of ANY gravity warm air furnace 3. Burns Catalytic oils easily 

4. All Electric Operation 5. Heats Basements, Play Rooms, Garages, etc. 4. Quiet—No Vibration or pulsation 

5. Pays for itself from savings 6. The hotter the stack—the more heat reclaimed 5. Cuts user’s oil bills 14 to 36% 


6. The ideal replacement oil burner 






PLE. 














AUTOMATIC EVEN HEAT DISTRIBUTION | Less TARE — Longer WARE 


WITH GORTON VALVES 








— radiator is made to 
automatically heat EVENLY 
and QUICKLY—WITH OUNCES 
of VAPOR INSTEAD OF 
POUNDS OF PRESSURE. 


Write aie | for Literature and 
sizing plate 


GORTON HEATING CORP, 


Since 1887—Manufacturers of 
Heating Equipment 


s CRANFORD, NEW JERSEY 
For Fast Venting 








MILOS 


FUELOIL ADDITIVE 
WHAT IT DOES: 


© Helps remove soot. 

@ Increases B.T.U.'s. 

® Helps dissolve and remove gum 
deposits, sludge and water. 

© Helps overcome oil odors. 

©@ Retards rust and corrosion. 








Write for prices and dealer discounts! 


MILOS SYSTEM DEVICES 


94 Lakeview Avenue Clifton, New Jersey 

































Sure, you'd like to | 
eliminate downdraft problems! : 
| 


You’re bound to run into trouble now and then with 
jobs that cause too much soot, and waste heat be- 
eause of tricky downdraft. THERMCAP will help 
you eliminate downdraft trouble completely—it con- 
trols draft at the top of the chimney, and keeps flues 
dry and soot-free. Try THERMCAP on your most 
troublesome job—you’ll see immediate combustion im- 
provement, and a definite saving in fuel. Satisfaction 
is guaranteed! Write for profitable dealer offer and 
literature. 


WIGWAM FLUE TOP CO.., Abington, Mass. 





SALES, $1,210,000.00 
WORKING CAPITAL, $110,000.00 


One of our customers recently convinced a very im- 
portant credit manager that it was only rane, Ss 
that made possible a Million-and-a-Quarter-Dollar 
Business on a working capital of a little over One 


Hundred Thousand Dollars. 
If this interests you, write for particulars. 


LEXINGTON CORPORATION 


M. S. Lurio, Pres. 
Fuel Financing from Maine to Maryland 


10 Milk Street Liberty 2-6878 Boston, Mass. 
New York, N. Y. Baltimore, Md. 




































HIGH QUALITY 


American Chambers are made 
from the finest, high grade 
refractory materials combined 
with proper ‘‘Kiln-curing”. They 
will withstand 2500 degree tem- 
peratures and will not crumble 








I 





Equipment manufacturers are 
invited to bring their special 


in water. 
design problems to us. } 






AMERICAN COMBUSTION CHAMBERS i 


100% ‘'‘'KILN-CURED’’ LIGHTWEIGHT REFRACTORIES 






TOP PERFORMANCE 


Because of the high quality of ma- 


EASY INSTALLATION 


Controlled manufacturing and 





careful design of American terials used in American Chambers 
Chambers makes for fast and they provide faster heat-ups, quieter 
easy installation. The flexible burner opera- g 


pieces fit together with a mini- WH tion and sav- 
mum of effort. ings in fuel. 





JOBBERS: Write today for AMERICAN CLAY FORMING CO. 


4 TIFFIN, OHIO 





price sheet. 












































It's Here! Je New THERMOLOK 


Guards Thermostat Settings 


EASY TO INSTALL 








e 15 seconds to install. 

e No heat lock. 

e No holes in wall. 

e No nails or screws. 
Additional Models available to fit other 
makes and sizes. WRITE FOR LITERATURE. 


THERMOLOK MFG. COMPANY 


541 ROGERS AVE., BROOKLYN 25, N. Y. 























































DEGREE DAY TABLES 

——ONE MONTH ONLY SEASON TO DATE 
‘X 1 December _ Percent (Sept. 1 to Dec. 31) Percent 
i] I; Rf () Normal 1949 1950 Change* Normal 1949 1950 Change* 
Profits 1139 1009 1218 + 69 Albany 2421 2397 2520 + 4.1 
640 592 773 + 20.8 Atlanta 1175 1073 1369 + 16.5 
Last Longer 852 728 894 + 49 Baltimore 1647 1368 1599 — 2.9 
eects isn lle RO: on 1000 872 904 — 96 Boston 2087 1851 1846 — 11.5 
si ellis secu ok Satis tees ipeithonte: 1102 983 1168 + 6.0 Buffalo 2396-2273 2424 4 16 
ance. This means that your profits are 1108 962 1271 + 14.7 Chicago 2235 2109 2341 + 4.7 
protected from expensive service calls 953 743 1053 + 10.5 Cincinnati 1892 1511 1945 + 2.8 
and bothersome complaints. 1040 883 1160 + 11.5 Cleveland 2174 1918 2252 + 3.6 
7° aso 571 a Dallas 4 - TR ee — 22 
Te i et ee Denver 2272 1879 1824 — 19.7 
1200 1118 1387 + 15.6  DesMoines 2424 2230 2574 + 6.2 
The Handsome 1120 993 1218 + 8.7 Detroit 2369 2227 2457 + 3.7 
HERCO 1129 994 1222 + 82 GrandRapids 2456 2260 2470 + 0.5 
RESIDENTIAL 1052 1020 1024 — 26 Hartford 2217 2137 2129 — 39 
ene 1245 3395 #1187). 46 Helena 3074 3241 3252 + 5.8 
ng 331 239 279 — 15.7. Houston 920° 992° 450 ae 
its 1026 840 1210 + 18.0 Indianapolis 2053 1785 2244 + 9.3 

1V r . 
i hives brates arco 986 866 1056 + 7.1 KansasCity 1877 1599 1926 + 2.6 
in a fine oil burner . . . beauty, quiet 225. 294 114 — 49.3 Los Angeles 383 «6414 «#220 — 42.5 
operation, ‘‘built-in” efficiency. Unusual 875 726 1026 + 17.2 Louisville 1677 1503 1868 + 11.4 
set pe macetgnen dh ee 1198 1142 1437 + 19.9 Milwaukee 2515 2456 2807 + 11.6 
—an usive ° Ps 

ee henslidnns « herce,:sinibee ie 1415 1384 1627 + 15.0 Minneapolis 3005 2807 3198 + 6.4 
saves oil. Built in three different sizes to 305. 223, 358 + 17.4 New Orleans 75) 57S ST > aie 
fit every housing requirement. 934. 767 924 — 1.1 New York 1859 1495 1704 — 8.3 
aa 1163 1088 1252 + 7.6 Omaha 2310 2236 2407 + 4.2 
HERCO STAINLESS STEEL OIL HEAT UNIT 884 753 916 + 3.6 Philadelphia 1699 1458 1676 — 1.3 
Wii icine vile, pon fust ohebetieas it: 979 841 1084 + 10.7 Pittsburgh 2028 1774 2097 + 3.4 
This warm air unit has a sturdy, double- 1172 1012 1096 — 6.5  Portland,Me. 2602 2532 2591 — 0.4 
walled stainless steel combustion chamber 729 694 516 — 29.2 Portland,Ore. 1676 1554 1467 — 12.5 
than eet ROR eek pene 1015 867 915 — 98 Providence 2157 1852 1862 — 13.7 
ud add Ga Sheela tes epde 803 764 939 + 16.9 Roanoke 1612 1533 1825 + 13.2 
savings to the customer. Write for details. 917 741 1087 + 18.5 St. Louis 1729 1466 1983 + 14.7 
HERCO OIL BURNER CORP., LANCASTER, PA. 1040 1002 894 — 14.0 Salt LakeCity 2224 2049 1829 — 17.7 
426 448 -345 — 19.0 SanFrancisco 930 933 705 — 24.2 
> \fh. 1373 1329 1435 + 4.5 Sault Ste.Marie 3233 3241 3338 + 3.2 
y ERCQ 708 722 520 —265 Seattle 1812 1723. 1571 — 13.3 
1090 987 1293 + 18.6 Toledo 2278 2208 2551 +120 
The Oil- Thrifty | 870 718 907 + 4.2 Washington 1725 1391 1633 — 5.3 





OIL BURNER 











| *Compared with normal. Note: Above figures secured from Monthly Meteorological 
| Summaries published by U. S. Weather Bureau offices in individual cities. 
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